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The Foundation of Retail Service 
Grows Still Stronger 


——<—A | HE frankness of some great houses 
Lor s\ in the shoe industry is bound to 


future. We do not believe that there 

is an industry in the United States 

that so quickly acknowledges an 
error “right out in open meeting.” 

A few months ago the first manifestation of 
this appeared. It was the Harsh & Chapline Com- 
pany who spoke right up and said they were in 
error in attempting to sell their goods direct to 
the public, thereby ignoring the merchant and 
his place in the service plan of merchandising 
shoes. The way that Milwaukee concern humbled 
its pride, told the story, washed their hands and 
stood ready to shake hands again, won them 
many friends. If there is one thing that is whole- 
somely true about the shoe industry, it is that 
it harbors no grudges and no vindictive habits ; the 
fight is a clear and open one. Folks agree and 
disagree, and reap the benefits or the penalties. 

Now comes the Endicott-Johnson Corporation 
which avowedly started out early in the year to 
establish a great chain of a thousand retail stores 
which says: 

“After a thorough test we are convinced that, 
due to the great difference in local conditions in 
various parts of the country this plan should be 
discontinued . . . we have decided to discontinue 
all Endicott-Johnson retail stores as ‘soon as prac- 
ticable except in these two local states” (as ex- 
plained in their letter elsewhere in this issue). 

Thus we find one big outstanding corporation 
which had apparently pledged itself to open up 
a huge chain of stores swinging around to the 
sound, economic basis of permitting the inde- 
pendent retail shoe merchant to render good 


a make warmer friendships for the 


service in the community where he is an estab- 
lished factor in merchandising. 

As all big movements usually come in threes, 
we bring up again the statement made in the 
merger of the International-McElwain interests 
which again is more recently re-affirmed in the 
Saturday Evening Post of July 2 in the McElwain 
advertisement service to “25,000 leading inde- 
pendent shoe merchants.” 

We feel like giving full measure of credit to 
the National Shoe Retailers’ Association for its 
consistent stand in behalf of the survival of the 
independent retail shoe merchant. It is time for 
every shoe merchant to take heart and to perfect 
his one great hold on public custom—that of good 
service. The great foundation of the retail shoe 
industry on a competitive and economic basis is 
best insured by the encouragement of men to 
own their stores and to manage them according 
to their own lights. 

We do not believe that there is a factory- 
organized set of stores in the country today that 
would not be receptive to individual purchase 
and management. Stores which carry national 
brands must have a geographical distribution to 
bring about an economy of advertising distribu- 
tion. The great majority of these stores are 
placed in strategic points to catch the public eye. 
We believe that practically every one of them 
can be obtained for local independent manage- 
ment and as time goes on we hope each ambitious 
manager will be able to become a merchant in 
his own rights. 

The nightmare of the chain store is disappear- 
ing rapidly these days, and even now the shoe 
industry can hold up its head as being at least 
95% distributive through stores operated by in- 
dependent retail shoe merchants. 
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Who Determines Style? 


We have heard so much about self-determina- 
tion as applied to nations that, drawing a parallel 
to the shoe store, comes with a particular aptness 
right now. The merchants of this country have 
learned “style determination.” They have found 
in a market where sellers are eager to show lines 
and give service that the final decision rests with 
the individual merchant. 

The merchant has learned that six months’ 
anticipation of style footwear will lead him into 
false paths—the shoes become out of date before 
they are ready for the fitting stool. 

The safe and sane balance of anticipation on 
necessary shoes several months ahead and selec- 
tion of style shoes a number of weeks ahead gives 
to the store a workable stock at the best rate of 
turnover. 

If the merchant had not used his own style 
determination where would he have been this 
coming season with blacks looming up so prom- 
inently? In early April the first interest in blacks 
developed. Now in July blacks have achieved a 
forecast of a high percentage of the Fall business 
in both women’s and men’s shoes. 

It is true that we knew from the Recorder’s 
Paris Service that black was on its way a year 
ago but the trade hardly expected the tremendous 
swing of the last few weeks. The merchant who 
has the ability of self-determination of styles is 
going to have some of the black numbers on sale 
in his store in September and October. 

Your “style determination” is a process that 
you will have to plan out in the next 14 to 20 
days. You have got to select your style numbers 
for the Fall season; you are highly favored in 
this duty by having at your command the re- 
search of the best brains of the country on style. 
You can consult the Recorder of June 25 with 
the style study features of the Atlanta Conven- 
tion plus the symposium of opinions from mer- 
chants the country over and the Recorder’s own 
style decision; then in the issue of July 2 you get 
a remarkable style survey as completed at the 
California Convention together with one covering 
Pennsylvania. In this week’s issue you get the 
final word and guide to your purchases. 

In your trips around the circle of markets you 
will have every advantage to see every make of 
shoe for every utility and at every price. If 
there ever was a time when you ought to be able 
to buy right, it is now. There isn’t a doubtful 
element on the style horizon for the opening Fall 
business, for there never was a season so well 
prepared for the merchant to make his style 
decision. 

Don’t mistake this preceding paragraph as be- 
ing an encouraging bit of propaganda to put more 
factories into operation. It is nothing of the sort; 
the Recorder stands emphatically aggressive in 
the merchant’s behalf alone. On his success rests 
the whole shoe structure. If we bespeak a high 
note of confidence we do it on safe grounds. 

When we say black are we simvly noting a 
temporary flurry? We are not! The strength 
of our institution and service- to the retail shoe 
merchant is in the fact that we have at our com- 
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mand the best international information available. 
Through our Paris office we have long known 
two cardinal points applicable to the coming sea- 
son: first, the French period of mourning for 
a member of the family is five years. During the 
war, to prevent the national morbidness women 
were asked to refrain from too much black. The 
gay exterior belied the inner sentiments. Once 
the war was over came a short period of rejoicing 
for the victory; this was followed by the natural 
desire to make evident expression of the loss of 
the dear ones. People turned to black and it was 
entirely natural for wonderful French designers 
to creat attractive looking black costumes. For 
a year black has been getting more and more 
styleful in that great city. 

Paris leads and New York follows and black 
comes into vogue for Fall wearing. The makers 
of women’s dresses can see the possibility of more 
sales of garments by retiring many of the colors, 
as a result, they are all rushing to black. This 
makes it obligatory. for every woman to add to 
her wardrobe at least one black dress. 

When our color expert, who is called into con- 
sultation with dyers of silks and makers of cloth, 
predicts in this issue as high a proportion as 
45% black in high style shoes he reflects the big 
city demand in startling fashion. Any close ob- 
server of the shoe trade would not have testified 
to that in any judgment made in March. Thus 
you see you have got to have two standards of 
buying—longer anticipation for “necessary” shoes 
and shorter for style shoes. 

There is’ one thing else of major importance 
and that is the significance of hands and feet as 
means of personal magnetism. Feet are far more 
important today as being expressions of person- 
ality than they were ten years ago. The awkward 
girl who did not know where to put either her 
hands or her feet when she went to a function 
has learned how to display both to the best of 
their charms. The foot has become an instrument 
of fashion most pleasurable in its adornment and 
profitable as well to the merchant. 

These are the two cardinal points that we 
particularly wish to impress in this very timely 
issue. One thing the shoe dealers ought always 
to remember and that is that the public eye for 
shoes is not so keen as your own eye. Fashion is 
a whirligig and it is up to you to catch the wheel 
before it comes around to the point where the 
shoe is intensely popular and then to jump off 
when the shoe’s popularity is waning. 


See Shoes “In Making” 


Extraordinary conditions have brought about 
extraordinary developments in the art of shoe- 
making; contrary to one of our English cousins 
who says that American shoe factories are “as- 
sembling plants.” 

We are beginning to discover that American 
shoe factories are inventive organizations, expert 
in economies, materials and workmanship plus the 
added feature of wrapping the leather over the 
wood and attaching the sole leather. 

It would pay every shoe merchant who is mak- 

(Continued on page 52) 
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National Association Starts Determined Fight to Counteract 
Effects of Federal Trade Commission Report—F igures 
Submitted to Department of Commerce 


Washington, June 28.—In an effort to counteract 
the baneful influences of the Federal Trade Com- 
mission in its recent shoe price report, the National 
Shoe Retailers’ Association will show the public 
through the agency of the Department of Commerce 
the average cost, retail price and average retail 
profits. They have agreed to submit to the Govern- 
ment spring and fall prices, actual returns at the 
close of each season. The detailed statement as to 
net earnings and price changes will be filed annually 
because the dealers regard it impossible to complete 
their accounting in shorter time. 

James P. Orr, president of the National Shoe Re- 
tailers’ Association; A. H. Geuting of Philadelphia; 
Joseph A. Berberich of this city, represented the or- 
ganized shoe retailers at the conference in the office 
of the Secretary of Commerce. Secretary Hoover 
was unable to be present and designated Wm. M. 
Steuart, Director of the Census, to act as his repre- 
sentative. 


Protest Entered by Merchants 


The committee pointed out the iniquities and 
the defamatory impression given by the Federal 
Trade Commission’s report. They declared that they 
were interested in the stabilization of shoe prices. 
They are willing that the Department of Commerce 
or any other constructive agency shall undertake 
an authoritative investigation as to costs. It is their 
contention that such an inquiry would successfully 
refute the insinuation of the Federal Trade Commis- 
sion. It is pointed out that the N.S. R. A. is now co- 
operating with the Harvard Bureau of Research and 
is promoting the extension of the standardization of 
accounting practices in the trade. 


Statistics Submitted 


A statistical exhibit was submitted to Director of 
the Census, showing the trend of prices during re- 


cent years. One table showed that in compiling 
twelve concrete cases indicative of conditions in gen- 
eral trade, men’s tan calf oxfords cost in 1914 $2.87 
at factory and retailed at an average of $4.37. In 
the spring of 1921 the factory price of this shoe was 
$6.25 and retailed at an average of $9.28. In 1914 
women’s tan oxfords cost $2.83 at factory and re- 
tailed at $4.10, as compared with factory price of 
$6.05 in the spring of 1921 and retail price of $9.10. 
Children’s tan oxfords sold at $1.70 at factory in 
1914, and $2.46 retail. The average factory price in 
the spring of 1921 for this style of shoe was $3.29, 
with retail price at $4.73. 


Gross Profits Bared 


Another table taken from the returns of twelve 
representative stores showed the gross profits. 
These twelve illustrations were selected from 275 
reports. In 1914 the gross amounted to $27.5, while 
the net was $4.48. In 1918 gross $31.73 and net 
$7.45; in 1919 gross $33.56 and net $8.03, but in 1920 
this was reduced to $28.79 per gross with net at 
$3.11, or lower than pre-war levels. 

In a statistical study of cost and selling price it 
was pointed out that the factory price of men’s 
shoes in 1914 averaged $3.02, and the average retail 
price $4.37; women’s shoes at factory $2.47 in 1914 
and retail $2.63. In the spring of 1921 the average 
price of women’s shoes at factory was $5.46 and the 
average retail price $7.99. In 1921 men’s shoes cost 
$5.85 at factory and retailed at an average of $8.41. 
Children’s shoes cost $1.68 at factory in 1914 and re- 
tailed at an average price of $2.34, as compared with 
a factory cost of $3.32 in the spring of 1921, and an 
average retail price of $4.60. 

The committee expressed their pleasure at the 
cordiality displayed by the Director of the Census 
and the Department of Commerce. They believe 
that this latest move on the part of the organiza- 
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tion will have a tendency toward stimulating sales 
when the public is cognizant of the real facts back 
of the price discussion. 


Shoes on Free List 


Boots and shoes made wholly or in chief value of 
leather have been placed on the free list in the 
permanent tariff bill submitted to the House to-day 
by the Ways and Means Committee. Likewise the 
leather cut into shoe-uppers, vamps, soles or other 
forms of leather suitable for conversion into manu- 
factured articles; and leather shoe laces, finished or 
unfinished, are exempt from duty. The House will 
begin the debate on the tariff bill July 6, and an ef- 
fort will be made to expedite this passage within a 
two weeks’ period. The Senate Finance Committee 
is prepared to undertake a hearing on the bill imme- 
diately after it has been passed by the House. Con- 
gressional leaders expect to have the tariff bill writ- 
ten into the statutes before Aug. 15. 


Tax Fight Holds Over 


It has been definitely decided that the revision of 
taxes must await the disposition of the tariff bill in 
the House. The finishing touches have been given 
the schedules as prepared by the House Committee 
on Ways and Means after six months’ wrangling. 
The permanent tariff bill is due on the floor of the 
House for debate July 6. It is believed that the 
Rules Committee will limit the debate to two weeks 
and in the apportionment of time, an effort will be 
made to “gag” insurgents. 

The plan to have the bill passed and signed by the 
President before Aug. 1 is questionable. The time 
of final enactment is a momentous issue with mer- 
chants engaged in importing for they are at loss as 
to prices until the rates of duty are determined by 
the Congress. Strong influences have been brought 
to bear without avail in an effort to place the in- 
ternal revenue revision ahead of tariff legislation. 


MEETING ON ROYALTIES 


National Manufacturers Meet United Shoe Machin- 
ery Officials 


New York City, N. Y., June 27.—A conference held 
to-day at the Hotel Biltmore, New York City, between 
representatives of the United Shoe Machinery Com- 
pany, and representative shoe manufacturers brought 
out the fact that there will be no increase in royal- 
ties on machines used by the manufacturers until 
September, and before that time the company will 
draft several types of agreements to be submitted to 
the general manufacturers’ committee for inspection. 

This announcement is of the greatest importance 
to the shoe trade. There was a general impression 
that there would be no advance in royalties this sum- 
mer and the conference was arranged to discuss the 
situation. 

The manufacturers present at the conference be- 
ing a sub-committee of the National Boot and Shoe 
Manufacturers’ Association, were Hovey E. Slayton, 
chairman; R. P. Hazzard, A. J. Sweet, Albert Creigh- 
ton, Milton Florsheim, A. S. Kreider, Perley G. Flint, 
John G. Holters, Frank Kelly, Fred Emerson, Mark 
Selby, George W. Baker, Frank C. Rand, W. H. Mc- 
Elroy, Iving Sears, George W: Hutchinson, Henry 
W. Utz, W. J. Hallahan, John C. McKeon, John A. 
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Bush, F. L. Weyenberg, John W. Craddock, Milton 
Adler, John R. Garside, John S. Kent, Robert W. 
Smith, George W. Dobbins and Frank R. Briggs, ex- 
officio. 


Leather Measurement in Spain 


Washington, June 28.—No laws or regulations ex- 
ist in Spain governing the manufacture and testing 
of leather and leather goods, although a committee 
of manufacturers and merchants was formed dur- 
ing the war to deal with abnormal conditions result- 
ing from hostilities but without any permanent au- 
thority over the leather and leather goods industries 
and trades. 

Consul Ely E. Palmer, Madrid, reporting to the 
Bureau of Foreign and Domestic Commerce, states 
that it has been learned that the specifications gen- 
erally used in Spain in connection with the manu- 
facture and sale of leather and leather goods are 
square centimeters and square (English) feet as re- 
gards measurement and kilos as regards weight. It 
is understood that the same specifications are effec- 
tive in the government school (Fabrica Escuala de 
Curtidos) in Barcelona. 








(Continued from page 50) 


ing the swing around the circuit of style shows 
to likewise visit the factories en route. The mer- 
chant will learn that the science of shoemaking 
embodies the latest and highest improved machin- 
ery to keep prices as low as they are. 

When an article needs as many as 210 pairs 
of hands and about 137 machine operations it 
certainly bespeaks inventive genius and business 
ability. A highly competitive industry making a 
product which sells at retail at around $2,000,- 
000,000.00 is an interesting thing to study at first 
hand. 

There are three things to particularly study: 
First, materials, leather and all ingredients, and 
just what clever features are being put into their 
making to develop style as well as economy, 
second, labor and workmanship with a sidelight 
as to the cost thereof and third, the watchful eye 
on the complete prices of distribution and just 
what it costs in the handling of the shoe from 
the factory to the customer’s foot. 

If you make yourself conversant on these three 
points you will find that they have a bearing on 
your stock of shoes, and the price that it is worth 
to the public in your community. 


Watch Your Step 


A Brooklyn merchant wanted to sell his store. 
Inasmuch as he owned the building in which the 
store was in, he wanted to sell the store to some- 
one who would continue it as a going business, 
thereby, securing a tenant for the building. He 
told several people in the trade of his intentions 
with the result that many came to inquire. 

One day this merchant came with what he 
thought was good news. He was offered 95 per 
cent for his stock and a fairly good rental for 
the store. He was told that his news seemed too 
good to be true and worth investigating. 

(Continued on page 53) 
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Abandons Policy of Chain Stores 


Endicott Johnson Corporation to Discontinue Plan of “Selling 
Direct.” The N.S.R.A. a Great Factor in Obtaining 
“Frank Statement” 


The Endicott Johnson Corporation, Endicott, N. 
Y., has announced in a letter to the National Shoe 
Retailers’ Association that they will retire from the 
retail business as soon as practicable. This offi- 
cially verifies the rumor that this large manufactur- 
ing concern would abandon its policy announced 
earlier in the year of establishing a great chain of 
a thousand retail stores. 


The N. S. R. A. Letter 


N.S. R. A. Headquarters, on June 9, wrote the En- 
dicott Johnson Corporation, as follows: 

“Gentlemen: Since our convention in Milwaukee 
we are receiving hundreds of letters from retailers 
all over the country asking us regarding manufac- 
turers establishing their own retail outlets. 

“Your company has been frequently mentioned 
and recently we have learned through what we deem 
reliable sources that your policy to establish your 
own retail outlets has been changed and that you are 
not extending retail outlets, but that your intention 
is to withdraw from this field of activity. 

“If this is true we would be pleased to have it 
from you Officially. 

“In order that you may be fully conversant with 
the view held by the retailers and established at the 
N.S. R. A. convention at Milwaukee, we are sending 
you a copy of the resolutions adopted at that con- 
vention. In these resolutions you will observe that 
we do not question the right of any manufacturer to 
engage in a retail business, nor of a retailer to en- 
gage in the manufacturing business—but that for 
co-operative advantage and final results, it is not 
to the best interests of the entire craft. 

“Trusting to be favored with an early reply, we 
remain, 

Very truly yours, 
“National Shoe Retailers’ Association.” 

The following reply was received by N. S. R. A 
Headquarters, dated June 17: 

“National Shoe Retailers’ Association, 

“Gentlemen: 


“In response to your letter of the 9th, we are en- 
closing copy of a circular letter to our salesmen, 


which we believe you will find covers your question 
fully. 

“Thanking you for giving us a chance to express 
to your Association our policy in this matter, we are, 


“Very truly yours, 
“Endicott Johnson Corporation.” 


The New Policy Explained 


The letter to the Endicott Johnson salesmen ex- 
plains fully the new policy of this concern. The 
letter follows: 


June 16, 1921. 


Inquiry has been made regarding our policy on 
opening retail stores and the following statement 
covers the point: 


The first Endicott Johnson stores, opened several 
years ago in New York State and Pennsylvania, were 
instrumental in educating the public to buy the com- 
plete range of Endicott Johnson shoes for all the 
family. The result was that where these stores were 
located ‘there was an increase in the business of 
many stores carrying our lines. It seemed wise, 
therefore, to establish stores in other sections of the 
United States, but after a thorough test we are con- 
vinced that, due to the great difference in local con- 
ditions, in various parts of the country, this plan 
should be discontinued. 

We feel it very important to secure first hand infor- 
mation from the retail point of view regarding the 
fit, wear and comfort of our shoes. This we can ob- 
tain from our retail stores situated in New York 
State and Pennsylvania. Therefore, we have decided 
to discontinue all Endicott Johnson retail stores as 
soon as practicable, except in these two local States. 


ENDICOTT JOHNSON CORPORATION. 


This exchange of communication gives a new cour- 
age and confidence to the trade in its preparations 
for the fall season. . Leaders at retail have stated 
their appreciation of the position taken by the Endi- 
cott Johnson Corporation and point to it as a signal 
victory for the right method of merchandising. 








(Continued from page 52) 

Our investigation proved that the firm who 
made the offer consisted of clever auctioneers who 
also conduct some fly-by-night stores. We found 
a shoe man in the Bronx who had sold them a 
store and a lease. They managed to cheat him 
out of a good part of the stock. During “taking- 
inventory,” they ran a sale for about two months, 
then when the sale lost its power they moved 
what was left in the night. The person who 
signed the lease was unreliable; all told they were 
a bad lot. 


The Brooklyn merchant was then advised to 
ask for a deposit of one thousand dollars cash as 
a guarantee of good faith and furthermore to 
insure further completion of their part of the 
contract by having the papers drawn by a reliable 
lawyer. Likewise the lease to be made only with 
someone who is thoroughly responsible. The 
slick auctioneers then said that the store was not 
worth buying, etc., etc. 

It was a business lesson for the merchant and 
it did not cost him anything because he investi- 
gated before closing an important deal. 
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LATEST TYPES ILLUSTRATED 
The three-strap is coming into leadership 
in welts. Here is a three-strap with a 

waist line bar in a Brooklyn turn 
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Confident of Good Business 


Authoritative Statement from 
A. H. Geuting, Vice-Chairman, Executive Committee, N.S.R.A. 


We are looking forward to the fall of 1921 with considerably more confidence for good 
business than we did this present spring, although the spring has been very satisfactory in 


our stores. 


There is no reason that we can see for not expecting a splendid fall business provided that 
a dealer is alert, on the job and is in constant touch with live-wire merchants. 
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As to what fall merchandise should be, generally speaking, we believe that women’s ox- 
fords and straps will be strong with the dressy people. Boots will be in demand but should 
be bought carefully and entirely with walking heels. Tans, of course, will be big, tending 
toward lighter shades. Patent leather seems to be growing stronger. There is also quite a 


growing demand for just plain pumps. 

Men’s shoes will be featured most strongly in tans, both grained and smooth finish. Brogue 
effects will continue in men’s as well as women’s. 

Lasts for both men’s and women’s shoes will be wider and with shorter vamp effects. In 


women’s styles heels will run mainly from 1%% in. to 154 in. Turn goods for evening wear 
are an exception to this, though there is very little call for anything over 2 in. Louis, with 


lower heels playing around 13, in. 
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STYLE 
DETERMINATION 


There isn’t a doubtful element on 
the style horizon for Fall. There 
never was a Season wherein the trend 





of style was better determined than 
right now for Fall. Self-determi- 
nation of your style program for 





Fall is a process you can complete 
in the busy market weeks of July. 
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The Public Appreciates Your Style Standing 


Your Determination of Women’s Shoe Styles Now Foreshadows 
Style Acceptance in the Fall 


“What will sell for early fall ’ 
in women’s footwear?” Women S Styles larity. 


“Anything and_ everything 
that is beautiful, harmonious and possessed of 
characteristic and artistic lines.” 

This opinion expressed by a prominent mer- 
chant who owns and operates several exclusive, 
high grade stores, pretty well sizes up the style 
situation for early fall. 

“Style,” however, is hardly broad enough a term 
to apply to the new creations in feminine foot- 
wear. 

“Fashion” is a better word. It is broader and 
more comprehensive. It covers a wider field and 
we are approaching a season when the broadest 
possible term will be necessary to encompass the 
variety of good sellers. . 

The range of leathers and materials is wide, 
and patterns more than ever before will reflect 
the character and personality of the maker. 


Footwear Must Harmonize with Gowns 
Gowns and dresses will not be confined to any 
one special mode, color or design. Footwear must, 
perforce, harmonize with the costume and be ap- 
propriate for the occasion. 


undoubtedly retain their popu- 
Medium shade Russia 

calf will be the dominating ma- 
terial in this type of footwear, but some very hand- 
some models are being shown in black boarded 
calf and also in plain gun metals. Blacks will 
grow to full strength in October. 

Ooze calf in black and brown are also being 
quite extensively shown. Greys also are shown in 
almost every sample line, but manufacturers are 
pinning their faith on black and brown as the 
bigger sellers in this material. 


More Tips and Foxings 
Fewer ball strap patterns are being shown. A 
wide variety of fancy tips and foxings have taken 
the place of ball straps as fancy decorations. 
Many of the samples of ooze calf carry tips of 
plain leather of the same or harmonizing colors. 


Materials and Patterns 


Lace and harness strap oxfords comprise a con- 
siderable proportion of the sample lines of high 
and medium grade manufacturers in the middle 
west. Practically all of the oxfords are of the 
welted sole, military heel 
type. In the lighter mate- 





Two General Classifications: 


Women’s footwear can be 
classified under two general 
heads. First, welt soles with 
military or Cuban heel. 

Second, turned soles or 
imitation turns, with Louis 
and Junior Louis Heels. 

In the welt sole class will 
be oxfords, strap effects and 
boots. 

For the earlier and warm- 
er months of the approach- 
ing fall season one, two and Co., Campeilo, 
three-strap effects with welt — 
soles and military heels will 





TAN WALKING TYPE 
Number of straps optional 


Selected from line 
of George E. Keith 


rial, some are made with 
turned soles and imitation 
turns, but very few are be- 
ing shown with Louis or 
Junior Louis heels, heels of 
this type being confined al- 
most entirely to the strap or 
pattern pumps. 

Oxford patterns generally 
are neat and tasty, the ball 
strap having almost disap- 
peared, although imitation 
ball straps are being shown 
to some extent. 

Decorative effect is pro- 
duced on many of the new 
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models by tips of contrasting color, with large 
cutouts on either side of the center. Foxing of 
contrasting color with cutouts, following the same 
design as those used on the tip, are also shown 
to some extent on both oxfords and strap effects. 

The range of material in oxfords covers a wide 
variety. F 

Russia calf in medium light shades and also in 
medium dark shades are shown extensively. Me- 
dium shades of boarded Russias are very popular 
in the more broguish types. 

Patent a Strong Number 

Patent leather comprises a very fair propor- 
tion of samples. There is a wide difference of 
opinion among manufacturers as to whether or 
not patent leather will prove popular in oxfords. 
Several manufacturers are showing it extensively 
with fair stitched edges and fancy tips and 
foxings. 

To add variety to sample lines, several manu- 
facturers are showing enamels, made with welt 
soles, having fair stitched edges and patterns con- 
siderably pinked and punched. 

Black grain and boarded leather are being 
shown to a considerable extent in the heavier 
broguish type of oxfords. 

Black kid and brown kid will, of course, 
retain a permanent place among the good 
sellers for fall. Patterns in this class of 
leathers will be more plain than in _ the 
Russia and boarded leathers. 

BOOTS A BIG QUESTION 


in proportion than do the downtown districts of 
cities. 
Walking Boots Only 


Manufacturers showing boots are generally 
confining their sample line to a few numbers, 
nearly all of which are of the welt-sole, military- 
heel variety. There is always some sale for black 
kid boots and brown kid boots with turned soles, 
but here, again, Cuban and military heels will 
be used almost exclusively. Very few boots will 
be shown with Louis or Junior Louis heels. 

Should the early winter months be wet and 
cold, boots will undoubtedly sell. Many large 
buyers, however, are leaving the consideration of 
boots until later in the season. 

Where orders are being placed, medium shades 
of Russia black kid and brown kid are the leathers 
selected. 

Little attempt is being made to decorate the 
black kids or brown kids. Most of these are being 
bought with tips and vamps having very small 
perforations, or perfectly plain. Boots of Russia 
calf show more attempt at decoration. Fancy 
punchings and pinkings are being used quite ex- 
tensively in this variety of footwear. 


SHORTER VAMPS AND 
APPROPRIATE HEELS 
There Is a Proper Place for Full Louis Heels 
Lasts which are being used in welts show very 


little change from those already in vogue, although 
there is some tendency to- 





A Low-Shoe Fall with Pos- 
sible Mid-Winter Boots 


It is too early yet to pre- 
dict what proportion of 
purchases should be cen- 
tered on boots. Each in- 
dividual buyer must settle 
this question for himself. 
The size of his community 
and the class of trade to 
which he caters must be 
considered in arriving at a 
decision. 

Rural communities and 
outlying districts in the city 





BLACK STREET TYPE 
Stitchings in colors to suit 


ward wider toes. The mod- 
ified French type of last 
with medium square toe, 
which has proved popular 
in men’s footwear, is being 
shown to a considerable ex- 
tent in women’s footwear. 
Shorter vamps are here. 


Turned Soles and Louis 
Heels 


The increased demand 
for welt soles and walking 
heels, which has grown at 
such a rapid rate, has had 
a tendency to put footwear 
of the Louis heel type 


Selected from line of 
Joy, Clark & Nier, 
Inc., Rochester, N.Y. 








always consume more boots 
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where it really belongs—that is to say, that it 
will be used more exclusively for afternoon and 
evening wear and less for general street wear. 

The development of new ideas and designs in 
strap patterns continues without abatement, 
while almost every line of women’s style footwear 
contains a few tailored pump patterns and a 
tongue Colonial or two; the great majority of the 
samples are of the strap variety. ' 

Every pattern maker has been bent on creating 
new ideas in strap patterns, and, as a rule, these 
patterns are so designed that they lend themselves 
to almost endless variations in combining various 
colors and materials. 

Patent leather as a base is combined with red, 
white and various other shades of kid as a 
trimming. 

Black kid and light-weight black Russia, both 
plain and in combination with other leathers as 
trimmings, are shown extensively. In fact, to 
try to describe or picture the wide variety of com- 
binations would consume many pages. 

Black ooze and brown ooze are shown exten- 
sively in strap patterns, while gray and fawn 
still make up a fair proportion of the sample lines. 

Gray kid, both in solid colors and in combina- 
tion with black, is expected to have some admirers 
among high-class buyers. 

Black satins have become staple in the lighter 
and more airy class of footwear, and no stock 
would be complete without a fair representation 
of this material. 


ples on 14/8 or Junior Louis heels. These manu- 
facturers believe that women have bought 12/8 and 
14/8 walking heel so freely for street and general 
wear that they will demand the 14/8 Junior Louis 
heel on their afternoon and evening dress footwear. 

When all is said and done, fashion or style is 
a matter of opinion, and the merchant who has 
good taste and artistic ideas is not apt to go 
wrong in the selection of styles, and if he sells 
clerks on the styles which he buys, the public 
will undoubtedly relieve his shelves of his fall 
purchases. . 





INCREASE IN PAIR SALES 


Survey of Iowa Merchandising Prospects 


By C. A. HAGBERG 
Hagberg & Peterson, “Shoe Economists” of Ottumwa, Iowa 


We thought that perhaps some of our experience 
of the spring season may be of some interest to 
your readers. Considering prevailing conditions 
in this section, which is to a great extent an agri- 
cultural one, we think our showing is very sat- 
isfactory. 

We are showing an increase of dollars and cents 
for May of 19 per cent, and for the first five 
months of the year were a little better than 12 
per cent. Our percentage of increase in pairs 
showed 31 per cent for May, with a 12 per cent 
increase for the five months’ percentage. All of 
this, however, is on the women’s and misses’ side 
of the house, the men’s side showing about the 

same number of pairs sold 





Gold cloth and _ silver 
cloth, both plain and bro- 
caded, will, as heretofore, 
be popular for evening 
wear. 


Heels 


Some of the high-grade 
manufacturers believe that 
16/8 and 17/8 Louis heels 
will show a considerably 
larger proportion of sales 
for fall and winter than has 
been the case during the 
spring and summer months. 

Other manufacturers, on 
the other hand, are prepar- 


From advance pur- 
chases, Thayer-Mc- 
Neil Store, Boston 





LOW LOUIS NOVELTY TYPE 
Scotch tongue and color slashes 


as last year, with a decrease 
in dollars and cents value. 
However, we are showing a 
great increase in oxfords 
on the men’s side and a 
corresponding decrease in 
high shoes. 

We have been cutting 
prices on suédes for some 
time, and are practically 
cleaned out, as we consider 
them a dead number from 
now on. Whites are the big 
sellers and have been since 
the latter part of May, ow- 
ing to the early warm 
weather. Also, military and 
low heels are big sellers, 








ing a larger variety of sam- 











July 9, 1921 


BOOT AND SHOE RECORDER 






59 















































/ tye Determination 

















with a small percentage of Louis and Baby Louis 
heels for dress wear. Some kick on prices is still 
going on and will be, no matter what price goods 
are sold at, but we have gotten so that we pay 
very little attention to the kicks. We took our 
losses in February and are selling goods at a 
close margin on to-day’s costs. 

We are carrying over practically no women’s 
boots ; in fact, we have so few that when we have 
a call it is almost impossible for us to fit cus- 
tomers, as we had a big sale last January and 
practically cleaned up on them. We are expect- 
ing, however, to sell boots from October on in 
considerable volume, at least a fifty-fifty proposi- 
tion. Of course, the weather will control this to 
a large extent, but we shall not be surprised to 
see an old-fashioned winter. 

The crop outlook is excellent, and we think our 
farmers will feel better this fall, although there 
is considerable unemployment in this section, and 
we see no immediate prospect of any betterment 
in this respect. 





THE METATARSOPHALANGEAL JOINT AS A 
SOURCE OF PROFIT AND GOOD 
WILL 


By O. E. Nell, Secretary Fischer Mfg. Co., Milwaukee, 
Wis. 


Certainly, a joint with a name like that should be a 
source of something. Sad to relate, however, it is 
usually a source of suffering—suffering that the 
shoe salesman can and should relieve, both for the 
benefit of his customers and his cash register. 

Every shoe salesman should 


For years I have been connected with the Fischer 
Manufacturing Co. of Milwaukee, who make the 
Fischer Bunion Protector. To-day we have many cus- 
tomers among shoe retailers who would never think of 
discontinuing Fischer Bunion Protectors as a part of 
their service to customers. 

A physician might call a bunion a bursitis of the 
metatarsophalangeal joint. Over the bony prominence 
of the first joint of the toes is a little sac filled with 
fluid called synovia. 


Effect of the Wrong Shoe 


This fluid is a lubricant. These little sacs are scat- 
tered throughout the body and form the human auto- 
matic lubricating system. 

When a shoe that is too pointed, too narrow or too 
short crowds the toes together, it places most of the 
pressure on this large joint of the big toe or the cor- 
responding joint of the small toe on the other side. 
The result is inflammation, which causes the lubri- 
cating fluid to become scanty; the membrane which 
forms the sac to thicken and harden, and we have a 
bunion. 

Now this condition is not always permanent. Many 
times when the pressure is relieved the inflammation 
disappears and the swelling subsides with relief for 
the sufferer. But it is difficult to remove the pressure. 
The swelling makes the bunion press harder against 
the side of the shoe than ever. 

The best means of giving permanent relief is found 
in a good bunion shield or protector, and the shoe 
merchant who doesn’t have this little article in his 
findings is missing a big opportunity. Think what 
it would mean to have every salesman who is faced 
with the task of fitting a foot with a bunion offer 
permanent relief to the sufferer 
—send him or her out for the 





know the cause of bunions and 
how to prevent them. He knows 
better than anyone else how 
many people have bunions— 
how difficult it is to fit both 
feet of a sufferer—how shoes 
lose their shape—how it is 
often necessary to stretch the 
shoe out of shape before the 
customer can wear it. 


Give Relief—Earn Gratitude 


Lately many shoe men are 
learning how they can gain the 
entire good will of a man or 
woman with a bunion by re- 
lieving the pain—causing shoes 
to fit easily and preserving 
their shape. A bunion sufferer 
thinks more of the shoe sales- 
man who gives him relief than 
he would of one who would give 
him a pair of shoes. 









HIGH LOUIS TYPE 
Hither straps or tongue or ornament 





first time in years, perhaps, 
with a pair of shoes that fit 
and look well—a pair of shoes 
that will hold their shape re- 
gardless of the deformity. 

In addition to the fact that it 
means friends for the store it 
means profit. Sales on bunion 
protectors will run into hun- 
dreds of dollars in many shoe 
stores in the course of a year, 
even though the individual 
sale is only 75 cents. 


Milford, Mass.—It is stated 
that Huckins & Temple are 
now making a very attractive 





Selected from line of line of women’s a 
P. Sullivan € Co., ; ; i i. 
pee ania A shoes, in which their wel 


known style and quality stand- 
ards are incorporated. 
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Black will achieve the com- 
manding position in footwear 
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The rush to black is apparent 
in all garment lines 








The Recorder’s Color Survey for Fall 


By EUGENE PEIRCE 
Color Expert, Boot and Shoe Recorder 


\ ay, NASMUCH as colors for fall and winter, 
POA be’m 1921-22, is one of the all-absorbing ques- 
com eae tions of the hour with manufacturers of 
ol Ba footwear, and is equally important as 
the selection of leathers and lasts, the 
RECORDER has made an exhaustive research of the 
subject, both here and abroad, to insure the usual 
accuracy that has attended former color forecasts. 
Notwithstanding the adoption by costumers and 
by retailers of colors in variety, black will over- 
shadow any one color in popularity and will hold 
the commanding position in footwear. Abundant 
proof of this is available from many sources, espe- 
cially with mills making fine silks and satins, see- 
ing that they have sold their production of black 
fabrics for early deliveries. 
The illuminating and decorative features of black 
footwear will be stitchings in four outstanding 
colors, viz., jade green, butter- 


unobtrusive color ornamentation. 

Dealers having a large outlet for novelties and 
having a clientele of rich women can profitably afford 
to have a small stock of hand-painted black patent 
leather slippers in hand for immediate delivery, but 
such action is not recommended to dealers whose 
outlet of novelties is comparatively limited. 


Soft Shades—Nut Brown 


Soft shades of nut brown will undoubtedly hold 
second place in point of selling strength. Again the 
RECORDER points out that the advance orders, both 
home and foreign, clearly indicate that browns, from 
nut to African brown, will be accorded second place 
in the color movement, counting black as a color. 

The decorative feature of soft browns and deeper 
shades will be stitchings of ivory white, bisque, or 
a pure high shade of tan, all of which are somewhat 
allied in chromo. Especial at- 
tention is directed to the advis- 





cup yellow, American Beauty 
red, and king’s blue. Certain 
success awaits the manufac- 
turer with sufficient courage to 
produce sample shoes on the 
order of the foregoing. 


To Enliven Blacks 


The special feature of black 
footwear (made to order) will 
be hand-painted decorations ap- 
plied to the toes principally, 
although for variety the heels 
and counters may come in for 


all the styles. 





WHAT THE RECORDER SAID 
APRIL 18 


Watch the Demand for Blacks 


The past ten days has seen a de- 
mand for blacks in shoe stores of the 
country that is quite phenomenal. 
No merchant can account for it, but 
it is a fact that blacks are being 
called for in all of the leathers and 


ability of not extending the 
color decorations for brown 
footwear beyond this recom- 
mendation. 


New Taupe Shade 


“New taupe’—a_ brownish 
gray, basically in the brown 
family—that is, having a larger 
proportion of brown than gray, 
will be worth considering for 
fall and winter purchases. 

Notwithstanding the long 
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Paris featured black last year 
—New York will this Fall 
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vogue of beaver tones, the same will again have 
recognition under a new title known among dyers 
as tortoise shell; that is, deep shades of tortoise 
shell, not the high shades. When a color runs for 
several seasons dyers bring it out with a new title 
to insure adoption. 

We come now to the presentation of colors for 
evening wear. In fancies for ball or opera wear 
silver metals will have first call. Grounds for this 
statement are found in the presence of silver threads 
in the filling of one-half of the novelty fabrics im- 
ported for American distribution during the oncom- 
ing seasons. Then, too, silver shoes look attractive 
for dressy wear. 


Metal Fabrics Lead 


Gold metals will have second place in point of 
popularity, evidenced from the fact that they have 
second place in the construction of metal fancies, 
both silk and lace. 





Red hat and heels 
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Distinction can be obtained ly 
colored stitchings and ornamen- 
tation 
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cially when a costume of brown is adopted for the 
occasion. 

Flesh pink will have the customary position as 
a staple, and, in the judgment of the RECORDER, sky 
blues. will foot the list of colors for evening wear. 


Our Own Fete of Good Taste 


In shoe circles, where styles are developed and subse- 
quently established, one finds abundant confirmation 
of the specific selections made by THE RECORDER at a 
time when opinions were not fully crystallized and hesi- 
tancy ruled generally. 

For example, combinations of black and white, and 
the reverse, have shown steady expansion since their 
indorsement during January last by the RECORDER 
and subsequent adoption by the exclusives during the 
winter of this year when the southern resorts were 
overflowing with wealthy visitors attired in the ex- 

tremes of fashion. 





As for designs in silver and 
metal fabrics, unobtrusive for- 
mations will obtain, such as 
hexagons and small flowers, 


both being inwoven to preserve Black 
a smooth surface. Brown 
Maize yellow will follow in Beaver 
order of popularity for evening Silver 
wear, and for the additional Taupe 
reason that it is an appropriate Gold 
combination with turquoise, am- Ivory 
ber, jade green, green blues, sil- Pink 


ver, and gold, all of which will Sky 
be in good form for evening 
wear, so far as novelty fabrics 
are concerned. 

Ivory white, selected in a 
foregoing paragraph as a deco- 
rative color for brown shoes, 
will be appropriate as a mono- 
tone for evening wear, espe- 


portions. 





Estimate of Demand for Colors in 
High-Style Footwear 





Black patent leathers mod- 
estly decorated with white pip- 
ings are constantly offered by 
specialty shops catering for the 


45% trade of the exclusives who dis- 
25% card footwear coincident with 
10% its adoption by the masses. Then 
6% too manufacturers of women’s 
5% hand-turned footwear, who ask 
4% and get $50 per pair for custom- 
2% made strap slippers, are featur- 
2% ing white decorated with little 
1% point decorations in various for- 


mations of black on white. 


100 pairs of shoes. It is noteworthy that both 


black and white have equal men- 


Substitutions for Sky and Pink can tion in the last cables from 
always be made—but harmonizing 
evening attire warrants these pro- 


Paris, both in solids and in com- 

binations. At the “Fete du Bon 

Gout” (Fete of good taste in 
(Continued on page 63) 
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Extraordinary Developments of the Art of Shoemaking 








Upper leather cutting 


Channeling 








Edge trimming 


Final Word Before Market Buying 


Buy Your Men’s Shoes for Snap and Pattern, Color and Volume 


Every indication points 
toward the fact that men’s 
shoe styles are going to be 
somewhat fancy and that 
there will be a wide range of colors, patterns and lasts. 

Buying footwear for men will be about as lively a 
game as is now being experienced in buying women’s 
shoes. 

Watch Your Ball Straps 


The flurry on ball straps and fancy punchings and 
pinking has had a wonderfully stimulating effect on 
men’s business during the first half of the year. 

There seems to be a general feeling that the ball 
strap craze has about spent its force. Ball straps 
never have held public favor very long at a time, be- 
cause they are more or less troublesome in fitting and 
often are painful to corns and enlarged joints. 


Smart Patterns Everywhere 


Patterns that are away from the ordinary, plain, 


MEN'S STYLES 


commonplace designs, how- 

ever, will undoubtedly remain 

in vogue. Manufacturers of 

men’s shoes have gone farther 

in development of style patterns in the first six months 

of 1921 than in a whole decade previous tq this time. 
Makers Are “Snapping-up” 

The snap and go to the new patterns have been 
pleasing to men of good taste and manufacturers will 
keep up the gait of producing a new variety of pat- 
terns every few months, so long as the public de- 


mands it. 
“In and Out” at a Profit 


Rapid merchandising is necessary so long as the 
tendency of rapid style changes remains with us. Get 
them in and get them out in a hurry, is the plan that 
must be followed in successful merchandising. 

Soft and Flexible Toes 


Long wing tips will continue to be used to some 
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Warrant Your Visiting Both Factories and Style Shows 








Goodyear welt work 


extent on regular brogues, but more straight and 
stitched effect tips will be in evidence. The punching 
on the toe is the important thing, especially if the 
shoe has a flexible or soft box. The heavier leathers 
and the blacks, smooth Russias and gun metals give 
a wide latitude to design within the scope of perfora- 
tions, punchings and stitchings. 

The wide variety of vamp and quarter designs is 
limited only by the imagination of the pattern designer 
—look for the “dress-up” vogue tc make shoes for 
men step right up into masculine popularity. 


Room for Plain Effects 


It is not to be taken, however, that plainer patterns 
are not in the running. In top grade shoes for busi- 
ness wear the plainer patterns predominate. The 
smart dressers in the twenties and thirties are the 
boys to take to the black cordovans and grains with 
square and fancy perforations. 


More Pairs Through Blacks 


The run to black in men’s shoes, especially in the 
grain leathers, is automatically making men buy more 
pairs of shoes. The one-shoe for every occasion will 
no longer continue standard. The brown that at night 
was black gives way to the black and the richer and 
lighter shade’ of tan—making two shoes where one sold 


before. 


Grading soles 








Hand lasting 


(Continued from page 61) 


dress), recently given in Paris, white and black and 
combinations were the dominant features, since they 
overshadowed colors which only had representation in 
the form of embroidery and trimmings. 

As showing the tendency to extreme styles in foot- 
wear, exclusive shops are offering black patent leathers 
decorated with hand-painted motifs in unobtrusive 
formations applied to the toes principally, although the 
counters are occasionally similarly decorated. 

In the meantime color tendencies for the coming fall 
and winter seasons so far as fabrics are concerned 
are gradually crystalizing. Manufacturers of ready- 
to-wear, featuring street suits and coats, have selected 
six dark colors, as follows: Navy blue, taupe, African 
and tobacco brown, twilight blue, Burgandy, and a 
deep shade of tortoise shell. Black is given equal at- 
tention with any one of the foregoing colors. 

The range of evening shades is necessarily large and 
include the following: Pink, amber, torquoise, coral, 
maise, jade, burnt orange, lavender, sand, silver and 
smoke grays, violet, copper, and corbeau blue. Black 
is highly regarded. 

Thus far the general opinion inclines to a freer adop- 
tion of silver and gold effects in evening footwear, 
with pink, lavender and sky blue reserved for the sta- 
ples. It is noteworthy that the silver and gold effects 
are in Jacquard effects on white grounds principally. 
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A Shoe for Every Utility 


Pick Your Line to Interest Men in Buying—Make Two Shoes 
Salable Where One Way Passed Out Before 





A Chart of Men’s Styles for Fall 


Plain Gunmetal and wax calf. 
Grain and boarded calf and kip. 
Black kid. 

Enamel. 

Patent. 











Leathers 





Smooth Russias, medium shades. 

Boarded or grain leather, bright and dull finish. 
Kid, medium tan and brown. 

Mahogany Calf—plain, grain and boarded. 


Colors 





Tips: straight and wing, wide variety 
punchings and pinking. Vamps punched 
and pinked or plain, according to leather 
and last. 


Bals 








Oxfords < 


Patterns Tips as above, some patterns regu- 
Bluchers lar, others giving short vamp ef- 
L fect. 














_ Boots 1 Patterns follow general lines of oxfords. 


No radical changes. Modified French (square) toe, popular 
in young men’s styles. 

Round toes with shorter foreparts following general lines of 
old custom last. 











outside, medium extension inside, cut close in the shank on 
inside, fair stitching on colored leathers and also on enamels. 





Grain and boarded leathers carry heavy soles, full extension 


flat. Where lasts have broad shanks many heels are stitched 
all around and are flange shaped. 


Heels to correspond with last. In a general way broad and 
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When it became obvious that the thing to do} was to show the public that, commonly held opinions to the contrary, 
the cost of living had gone down considerably, several novel schemes were thought up by retail merchants all 
over the country. Pictured above is the way it was worked out by Herpolsheimer Co. of Grand Rapids, Mich., 
who showed in one part of their window what $22 would buy in 1920 and what it would buy at the present time. 
Another noteworthy example is that of all the retail merchants of Blackfoot, Idaho, who pooled their advertising 
funds and ran a list showing the comparative prices of practically everything eaten, worn or used by the human 
race. In Boston, also, the All America Shoe Store displays prominently in its window a card showing price reduc- 
tions on various types of shoes. These are not “stunts,” but legitimate ways of getting across to the public the one 
big idea needed to create confidence, viz., “Prices are right—now is the time to buy” 








Leathers Re-Act Quickly to Style 


The Tanner Has Shown a _ Remarkable 


Ability in Creating New and Novel Finishes 


During the past few months it has been very evi- 
dent that style in leather as expressed in color has 
been one of the most encouraging features of the busi- 
ness. As usual the price has ranged the highest for 
the thing most wanted, and most often the thing most 
wanted happens to be the material in which there is 
more or less scarcity. For example, the fancy suedes 
and choice kid were scarce, while there has been and 
is a large accumulation of black kid, that is, of leather 
running from 40 cents per foot downward. On the 
other hand, black kid ranging from 40 cents and 50 
cents per foot upward has not been in any overabun- 
dant supply. 

The leathers for our very highest type of footwear, 
both of calf and kid, have been in strong demand for 
some months, and the price has ranged high in rela- 
tion to other leathers, although at a much lower price 
than a year and a half or two years ago. The big 
drive on novelty and fashion footwear not only took 
up all the available leather on hand but in some lines 
took up the receipts as fast as they could be obtained 
from the tanneries. The tanners making certain lines 
of high grade kid and calf have been very busy since 
the middle of the winter. 

The principal call was for the suede finishes of calf 
and the fancy shades of kid. There is probably no 
upper leather in which there is such a wide range of 
price and quality as kid leather. The choicest colors 
easily bring $1 per foot to-day. The same quality of 
leather brought $1.60 and in some cases $1.70 per foot 
during the peak price era. 


The Scale of Prices 


The average top grade of fancy colors in white, 
gray and the new brown shades of kid bring from 70 
cents to 80 cents per foot on this market. For the 
medium and good grade footwear the average price of 
kid is not much different from calf, 50 cents to 55 
cents per foot. Excepting in the very cheap grades, 
kid leather is not far away from calf in price, for it 
will be noticed that the choicest grade suede calf 
leathers in brown and gray are still bringing from 
80 cents to 90 cents per foot, with black suede a little 
less. This leather is mostly made from a fine variety 
of imported calfskins and a very small percentage of 
the native skins. The best native calfskins in the raw 
went from $1.00 a pound down to 15 cents, which was 
the lowest mark of the slump this last winter. More 
recently it recovered up to 23 cents and 25 cents for 
Chicago City calfskins. The finer grades going into 
our best suede leather cost about 30 cents. 

While smooth calf in colors brings from 50 cents to 
55 cents per foot for the best grades its range is not 
so wide as kid, for the cheapest calf leathers do not 
run below 35 cents to-day per foot excepting on pos- 
sibly some off lots. The cheaper grades of kid in the 
larger skins and coarser grain run down as low as 
10 cents per foot. 


Plenty of Cheap Leather 


It may be seen that the accumulations are almost 
wholly in the lower grades of leather for staple foot- 
(Continued on page 67) 
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HENCE came the strap style? We have traced 

W the elusive fashion to its source, to Paris and 

the very heart of fashion creation. Men who 

make a life’s study of fashion, right in the environment 

of color and materials, get a style-sense which cannot 
be obtained elsewhere the world over. 

Paris points out that hands and feet—the tentacles 
—have all of the best of it in practical magnetism. The 
era of greatest development of the arts of using hands 
and feet as expression of personality has come as a 
boon to the glove makers and the shoe maker. 

It has taken the combined efforts of Mademoiselles 
Hubbard and Labrun and Everit B. Terhune to cap- 
ture the modest master of shoe style so that this story 
might appear. We picture Mon- 
sieur Hellstern, who designs 
shoes that make the beauty spot 
adjacent to the pet dimple on 
the face of the fair lady of 
Paris look like a faded rose in 
the job of mutual attraction. 

The foot’s the thing in fashion 
the world over. Let’s keep it 
so.—Editor’s Note. 


Three Generations of Stylists 


As an influence on fashions, 
there is perhaps in the world no 
more important factor than 
that of the well-known Paris 
firm of Hellstern & Son. This 
firm has been in the shoe busi- 
ness for three generations. 
Starting originally on the Rue 
du 29 Juillet, they moved over 
23 years ago to their present 
spacious quarters on the Place ° 
Vendéme. Here originate all 
the many novelties which have 
made the firm so famous, and 
which have had so far reaching 
an influence on styles in footwear in general. 


Where Straps Originated 


For instance, the present vogue for the strap slip- 
per had its origin the year before the war in the Hell- 
stern’s ateliers, appearing in the form of what was 
known as the half or bracelet shoe. 

Mr. Hellstern’s son (who was mobilized during the 
war) explained in an interview with a representative 
of the Boot & SHOE RECORDER that the vogue for the 
“thé dansant,” dancing tea, prompted the shoe makers 
to the creation of more novelty shoes than was custom- 
ary before the war. 


A Style Suggestion for You 


The latest development of the bracelet shoe, Mon- 
sieur Hellstern said, is a low shoe with detachable 
bracelet of the same leather which allows of the shoe 


AlICHEATORS#TAS 


M. HELLSTERN, Jr. 


being worn with or without at will. 

In the course of the conversation, Monsieur Hell- 
stern said that in order to prevent copying, all of his 
models were patented for both France and America. 


Simple Straps Still Good 


He also said that prices in shoes will be lower next 
season. When asked with regard to the coming styles 
in shoes, he replied that the strap effects were so suc- 
cessful that for the time being he saw no likelihood 
of a change, and that all their new models were being 
made in this style with rather simple trim. 

In addition to their main showroom on the corner 
of the Place Vendéme and the Rue de la Paix, they 

have branches at Nice and 
Brussels, also many work 
rooms in different quarters of 
Paris.° 


Uses American “Special De- 
partment” Idea 


The work being very highly 
specialized, there are separate 
work rooms not only for each 
different style of shoe, but for 
different parts of the same 
shoe as well. For instance, up- 
pers for high shoes are made 
in one work room, vamps for 
the same shoe in another, soles 
and heels in a third. All of the 
new ideas, however, and the 
creations of the new models 
take place in the private office 
of M. Hellstern & Son on the 
upper floor of the Place Ven- 
déme establishment. 


That the sudden and al- 
most unaccountable swing 
to black in costumes for the coming fall season had 
its inception in the stress and sorrow of the great 
world war, is one of the many explanations which 
have been offered. The wearing of black mourning 
garments was taboo in practically all of the war torn 
countries of the world as a patriotic measure to up- 
hold the morale of the people. So many fathers, sons 
and brothers were killed in action that the use of 
black would have been too depressing it was decided. 

The theory of the present vogue for black is there- 
fore believed by many to be a direct aftermath of 
the war. Of course the fashion for black is to be 
reflected in shoes, hats and all articles of wearing 
apparel. Not alone will fashions for the women be 
influenced by black. It extends to the men as well 
and black is to be used more liberally in neckwear 
and shirts in both stripes and figured materials. 
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Helistern’s, the creative shop 

of footwear styles, which 

fronts on the Place Vendéme, 
Paris 


We picture the entrance, a 

showroom and an atelier— 

giwing in three pictures the 

essence of a business known 
the world over 

















(Continued from page 65) 
wear, for which there is much less demand. Some of 
the leading makers of kid state that trading is a little 
quiet now as the vacation holidays are upon us. They 
look for fairly good business for the balance of the 
year without anything sensational, but on the other 
hand, a much more stable business and one of larger 
volume than a year ago. 

The calf leather people make about the same report. 
Some of the leading makers of suede calf say that 
there are indications of a larger call for black suede. 


Use Skins in Windows 


Leading tanners anticipate a continuance of the call 
for the new colors. In the smooth calf these colors 
most nearly approach the Arab, Sahara, Mecca, golden 
brown and hazel as represented on the color card of 
the Textile Color Card Association. The Gipsy is an- 
other one. Colors closely approximating these shades 
are the ones most wanted to-day in high grade kid and 
calf, and there certainly has been nothing brought out 
previously which makes a more beautiful leather. 
These leathers certainly show up most attractively in 
display, either in store windows or at exhibitions and 
either in the whole skin or in the finished shoe, so that 
for a decorative purpose the new shades and styles 
offer much to the retail merchant in the way of mak- 
ing his store more attractive and interesting to his 
customers. 

As to the matter of stability of price, we believe 
that the retail merchants of the country have no cause 
for worry about conditions. Leather is on a basis 


to-day which tanners cannot replace and sell at any 
less. There may be still further job lots of low grade 
leather thrown on the market, but the days of liquid- 
ation and bargains in the highest grade leather stocks 
are over. The tanners of the leather under discussion 
are not working in more raw stock than they feel cer- 
tain can be disposed of, nor are they inclined to do a 
continuous liquidation or profitless business. 

In the matter of calf leather the recession in raw 
stock going from $1 to 15 cents per pound did not 
have the significance which might be expected, for 
there was little business done in raw calfskins at the 
peak price, while on the other hand, it was a dead 
market for months at the extreme low prices. Calf 
leather made from skins costing 25 cents a pound must 
bring its present price to be profitable. The deprecia- 
tion in raw goat skins was by no means as extensive 
as that in calfskins. Goat skins in the raw are still on 
a much higher basis relatively than calf, although the 
declining prices of cheap raw stock have also contrib- 
uted to lower the market on sheep and cabretta 
leather. 

This latter phase of the situation is not unlikely to 
give us a cheaper grade of the low-priced staple foot- 
wear; in fact, this tendency has already been in evi- 
dence for some months. So far as the price to the 
consumer is concerned, however, the distance is great 
between the raw stock and the shelves of the shoe 
store, and those conversant with the situation know 
that the prices of to-day in our industry at least are 
more affected than ever before by increases in cost of 
labor, service and overhead. 
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Where New Shoe Styles Are Born 


They Come from “Hunches,” Says the Author, but “Hunches,” 
in Turn, Come from a Study of Social, Economic and 
Even Political Developments . 


By L. CAYWOOD CLEM 
Designer for the Dunbar Style Service 


The writer is of the opinion that the editor of the 
BooT AND SHOE RECORDER wishes him to dwell 
considerably on the technique of pattern 
making; but, my friends, technical mat- 
ter is very dry matter, and, heaven 
knows, we have enough dryness in this 
old world today to satisfy most 
anyone. 

I shall confine myself to a discus- 

sion of the art of designing, and 
try to answer the oft-asked question, 
“Where do the styles come from?” 
I will not only try to make you 
understand where they come from, 
‘but also where they go to, or, in 
other words, what causes them to 
pass out. 

I have specialized in women’s, 
misses’ and children’s lines for many 
years; therefore, this article is written 
with those lines in mind. 


How to Become a Designer 


I will first devote a little space to the requirements 
of a designer. A designer must be, first of all, ar- 
tistic. He must be able to put that touch to the 
finished product that is pleasing to the eye. His 
proportions must be correct and he must be sure 
of the fit. He must thoroughly understand scientific 
methods of construction, study the various manufac- 
turing problems that arise and always consider the 
cost of production. He must be keen to watch every 
avenue of buying and selling. Being able to draw 
a beautiful picture is not sufficient. He must exer- 
cise good judgment in forming an opinion, and he 
must have a positive opinion to get the confidence 
of his customer. 

We are all familiar with the fellow who, when 
asked for an opinion, gives an evasive answer to 
please his customer and to be agreeable. This fellow 
leaves the front and back doors open so he can run 
either way and be safe, no matter what happens. No 
one can pin anything of this bird. He is right even 
if he is wrong, but he never gets anywhere. He is 
fooling no one but himself. The trained and suc- 
cessful designer should give his opinion and a posi- 
tive one, using, as stated before, good judgment, 
and he will have the confidence of his customer even 
if he is occasionally wrong. 


Quality and Price Not Sufficient 


Upon the designer the manufacturer depends to 
incorporate in his line the styles that sell best. He 
therefore and usually does pick his designer with 
great care, for the success or failure of his line 





each season depends upon the right style, first of all. 
The quality and price are not sufficient to 
move the merchandise if the style is wrong. 
We are all familiar with the “pattern 
man” who can take someone’s else idea 
and whittle a little off and whittle a 
little on, at his fancy, and call it his 
own original design. But these men 
are not designers and were never 
factors in the pattern business. The 
trained designer creates and pro- 
motes his work, does very little copy- 
ing and his finished work he stands 
by like a soldier on guard duty. 
The Dunbar Style Service has 
thirty designers in New York, Bos- 
ton, St. Louis, Milwaukee and 
Brockton. In addition to this force 
of designers is a force of artists, illus- 
trating these designs and they are also 
specialists in their line. 
These designers do not work by rule of 
thumb. If they did they would all produce 
the same thing, and they would lose their individ- 
uality, which is a designer’s biggest asset. He is 
trained to depend on his own resources at all times. 
To create stylish and well-fitting patterns is the 
cardinal point in the creed of the designer. 


The Sources of Style 


The designer must be very keen, indeed, to watch 
the trend of the times—social, political and eco- 
nomic. He gets his “hunch,” if you will allow the 
use of this word, from many sources. Certainly, 
a designer must immediately know a “hunch,” so 
called, when he meets one in the middle of the 
road; be prepared to act and create at once. You 
cannot buy a “hunch” as you would merchandise 
on a shelf. 

These sources are both foreign and domestic. 
They include color schemes in ladies’ wear, particu- 
larly with reference to the blending of colors, the 
length of the skirts and occasions for which each 
is intended. The social doings of the smart set, the 
theater, the sports, the colleges, the seashore are 
all sources. 

The high-grade retail merchant strives to keep in 
touch with the trend of the times and often has 
valuable suggestions to offer, and the same holds 
true of many live salesmen. 


How the Three-Strap Started 


The writer once had one of these ideas come to 
him to work out, from a salesman. It was a cross 
between a Chinese laundry ticket and a window 
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shutter. 


a poor way of expressing the same. 
signer’s job to work it out, and it developed that 


this man wanted a new three-strap 
pump, which later proved to be one 
of his best sellers. Many very at- 
tractive and good sellers result 
from such sources. 

The woman of today wants good, 
stylish clothes. This applies to all 
her apparel, for all occasions, but 
when she replaces, she rarely ever 
wants the same style again. Did 
you ever see a woman buy an even- 
ing gown and, after wearing it a 
while, buy another just like the 
first? Now, this applies to her hats, 
shoes, waists, and I guess that I 
had better not enumerate further. 
She wants something new, as she 
rightly feels that the cycle of style 
is changing all the time. What she 
has had was up to date when she 
bought it; she wants something 
new if she buys a wee klater. Out 
goes the old and in comes the new, 
and the designer is kept busy. 


Season a Big Factor 


The season is another big factor, 
of course. The coming in of new 
Easter raiment means the passing 
of previous-to-Easter styles. If a 
style becomes too popular it is fatal. 
If it becomes too common, though, 
stylish, it passes out. It loses its 
stylish distinction. 

Recently I was invited to speak 
before a group of retail salesmen 
and, at the conclusion, was asked 
many questions, and will speak 
of two. 

First I was asked if I thought 
trend of style was an aftermath of 
the war. Answer: “No.” If the 
present styles were an aftermath 
of the war it would apply to men’s 
as well as women’s business, which 
it does not, as is well known. The 
aftermath rule would work both 
ways. Women are very keen to be 
dressed up to the last tick of the 
clock, and they mean to be so. 
They strive to outdo each other, and 


this creates a demand for women’s styles which is 
somewhat lacking in men’s, 


Now, this man had an idea, even if he had 
It was a de- 
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are shown new patterns worked out by the designs of the 
Dunbar Pattern Service 









Styles to Remain Fancy 


Question No. 2 was, why it was, 
if the present styles in women’s 
shoes were somewhat difficult to get 
through the stitching rooms, that 
the manufacturer did not make a 
plainer style in order to relieve this 
condition. Answer: “The manu- 
facturer has nothing to do with this 
at all. He has to follow the trend 
of style, or the demands, so to 
speak, and those manufacturers 
who thought they did not have to 
follow, and tried to make plainer 
styles, are not very busy. They 
have no stitching room troubles, 
and have plenty of time down at the 
beaches.” 

Plainer shoes will be made only 
when exchange values become sta- 
bilized and we can get some export 
trade. Until then keen competition 
for the domestic business will keep 
the styles quite fancy. Some -man- 
ufacturers are very optimistic just 
now about the early resumption of 
export trade, the exchange value 
being the key to the entire situation 
at present. 


INCREASING MEN’S SHOE BUSI- 
NESS 


Lynchburg, Va.—“One of our 
best salesmen who believes in keep- 
ing just a nose ahea dof the market 
has caught a new trend in business 
which has caused his orders for 
shoes for men to increase remark- 
ably,” said an officer in the George 
D. Witt Company. The tip is that 
during the continued dull business 
in men’s styles many merchants 
have allowed their stocks to get as 
low as possible and now that the 
men have begun to buy, the sales- 
man who can convince the merchant 
that he must have live styles, who 
is getting the business? 

One salesman has increased his 
sales until his orders for men’s shoes 
have been more than those for women. 
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A Tower of Strength and Optimism 


The Outlook for Fall Taken from Interviews with Well-Known 
Shoe Men in the Bush Terminal Sales Building 


New York.—A canvass of representatives of lead- 
ing shoe manufacturers who have sales offices and 
show rooms in the Bush Terminal Sales Building, 
great wholesale merchandise market place, center for 
merchants and store buyers the world over, and well- 
known to shoe buyers in all parts of the globe, dis- 
closes the fact that the majority of the shoe men lo- 
cated there look for splendid business during the fall. 
In fact, one manufacturer said that he was accepting 
only immediate deliveries for he felt there might be a 
tendency among the retailers to over-order. Another 
said if his production were doubled, he could readily 
dispose of all the shoes manufactured. 


Fall Outlook Good 


A. L. Slavens of the Boyden Shoe Company said: 
“The fall outlook for shoes is mighty big with us. If 
we could make twice as many, we could sell them. We 
are sold up for the year 1921. We have received to 
date fall orders calling for over 15,000 pairs more 
than had been booked up to this time a year ago for 
delivery in the 1920 fall season. Our men on the road 
have received twenty per cent greater orders during 
the past week than in the corresponding week in 1920. 
The only part of the country in which a comparative 
loss is shown is in the South, but despite the impaired 
financial condition and the fact that salesmen had a 
late start in that territory, the orders are only 3500 
pairs behind those of 1920, and I doubt if the South 
will be any behind when all orders are taken.” 

“The shoe business for fall will be excellent. The 
demand will exceed the supply,” said Harry M. Rogers 
of L.-B. Evans & Son Company. “Business is good on 
both our women’s lines of styles carried in stock and 
on men’s slipper orders for fall, which in this city and 
the metropolitan district have been placed earlier than 
a year ago and in increased quantities. We feel that 
perhaps the men’s slipper business is an exception to 
the general rule this season for the reason that the 
large and unexpected demand for men’s 
leather slippers last year found many 
dealers unprepared, thus the falling off 
in the sale of felt slippers due to the 
mild winter and late deliveries cleared 
the market of desirable slippers, in our 
grades, and therefore we are getting 
the benefit of the increased business 
now for fall.” 


Unusually Well Treated 


Mr. Marconnet of Selby Shoe Com- 
pany (with that smile which breaks 
down all barriers), admits that he has 
been unusually well treated and that 
the orders came earlier and stronger 
than for spring. He was just leaving 
for Portsmouth with one of those 
large, well-filled envelopes which sales- 
men so willingly pay extra postage on. 
They were mostly for low shoes. 


Good Export Business 


“TI look for a good export business in the shoe line,” 
said H. L. Kraus, export manager of the F. Mayer Boot 
& Shoe Company. “For shoes sold this year, we have 
closed bigger orders than for the same period last year. 
We have just received an order for 15,000 pairs of 
civilian shoes for Poland and this is but one of many 
orders. Some of our men on the road in two weeks 
have done 32 per cent of their fall quota.” 


No Deliveries Until October 


G. Berkowitz of the Julian & Kokenge Company, 
said: “We are pretty nearly sold up in our factory— 
we cannot take any deliveries until October. Our men 
on the road have been very successful. Judging from 
the present outlook, the fall will be a very good season 
in shoes. Our factory is having a fine season this 
year.” 


“All Business We Can Handle” 


Benjamin King Farnham of the Irving Drew and 
Walk-In Shoe Companies: ‘The shoe business is bet- 
ter than any business I know of at the present time. 
Manufacturers are getting their factories keyed up to 
meet the demand. We have all the business we can 
handle.” 


Sales Increase 100 Per Cent 


L. H. Revare of the Excelsior Shoe Company, said: 
“The shoe business is better than most lines these days, 
though the New York trade is pretty dead and business 
is very bad in the South. We have done considerably 
more business than we had last season at this time. 
The factory has about one hundred per cent more sales 
than at this time last year.” 

S. A. McOmber, representing Utz & Dunn Co., says: 
“IT am pleased to inform you that I have just returned 

to New York after a four weeks suc- 
cessful trip from Boston to Wash- 
ington. 

“In the cities which I visited during 
this time I found the shoe merchants 
(with hardly an exception) ready and 
willing to place their fall business, and 
a majority of them have had a nice in- 
crease in both pairs and dollars and 
cents, over a year ago, and look for- 
ward to a very favorable fall and win- 
ter business. 

“Situated as I am in the Bush Ter- 
minal Sales Building, I have an oppor- 
tunity of seeing and talking over con- 
ditions with buyers from all parts of 
the country, and I have yet to hear one 
of them admit that their sales have not 
been up to a year ago, but a majority 
report an increase. 
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The Way to Build Permanent Trade 


Use That Brand of Advertising Which Breathes Sincerity and Typifies 
Your Store, Says Speaker Before Atlanta Convention of Associ- 


A store cannot use institutional advertising unless 
it is, indeed, an institution, but if it be such, it over- 
looks a great opportunity if its advertisements do 
not have the so-called institutional ring, declared 
Arthur Freeman, director of the Affiliated Retail 
Stores of New York City, addressing the retail sec- 
tion of the seventeenth annual convention of the 
Associated Advertising Clubs of the World at At- 
lanta, June 14. 

“A store’s clientele,” he said, “is made up of tran- 
sient trade, influenced almost entirely by day to 
day offerings, which may appeal to them at the 
time, and a definite following 
or clientele made up of peo- 


ated Advertising Clubs. 





and she has to go from store to store asking, ‘Are 
you the one who advertised women’s blouses for 
$2.95?’ 

“The day is over when men believe that all we 
need do is have the merit and sooner or later the 
public will find it out, eating snowballs in the mean- 
time. To-day only a very small business, which can 
live off of comparatively few people, can survive 
without regularly telling a public of its merits, and 
even this small store is required to do it, if not 
through so-called periodical advertising, then 
through its windows and its selling talk. 

“On the same basis the 
store is shortsighted which 


EIU WLU MUU ULL says, ‘We confine our adver- 





ple influenced in numerous 
ways to a confidence in a cer- 
tain store strong enough and 
definite enough to resist the 
pull of competitive advertis- 
ing to buy elsewhere. 


Regular Following Essential 


“In this analysis do not 
get the impression that the 
first woman is necessarily 
‘shawl’ trade, or a working 
woman, and that the second 
one is necessarily the car- 
riage trade, so-called. On 
the contrary, some of the 
wealthiest women in a com- 
munity are the shrewdest 
shoppers and have a dollar 
struggling around on 
crutches before they get 
through with it. Per contra, 
the working man’s wife is 


the point. 


“The wind.” 
“a 


invisible force. 


There Goes Your Hat! 


You cannot see the force of advertising, 
but you can feel it—and Ernest C. Hast- 
ings, managing editor of the Dry Goops 
ECONOMIST, New York City, in speaking 
before the retail section of the Convention 
of the Associated Advertising Clubs, told 
a story of a conversation between an adver- 
tising man and a merchant that illustrates 


“Ever have your hat blown off?” asked 
the advertising man. 

“Yes,” said the merchant. 

“What blew it off?” 


“Did you ever see the wind?” 
“Well, advertising is like the wind—an 


You can’t see it but you 
can and will see the result.” 


tising to our daily offerings, 
leaving the public to find out 
that we are honest, sincere, 
courteous, willing to serve, 
and just.’ But I think it is 
as essential, when it is done 
without violating good taste, 
to constantly remind people 
of the virtues of a store or a 
service which lifts that store 
above its fellows, as it is to 
tell a price story. 

“Now, one of the fallacies 
which department store ad- 
vertisers fall into is when 
they think that so-called in- 
stitutional advertising means 
editorials up in the left-hand 
corner, with a smattering of 
sentiment, ‘a la John Wana- 
maker.’ It does mean that, 
and I think the Wanamaker 





often a spendthrift, or a 
woman who would easily 
come under the second classi- 
fication. 

“It does not require a deep thinker to see how 
essential to a retail business is a regular following, 
based on confidence earned through square dealing, 
faithful service and the right merchandise at the 
right time, at the right price. 

“Advertising which is purely price appeal, or 
merely a sales appeal from day to day, even though 
the store backs it up religiously, does not attract 
the type of woman who prefers to deal regularly 
with one or two stores exclusively. 


Make Them Think of the Store 


“There is something about that advertising which 
leaves no impression of the principles upon which 
the business is founded; that unconsciously makes 
the reader think only of the specific offering, and 
not of the store. Often the woman forgets what 
store made the offer, remembering only the item, 


NUMA 


editorials are the finest sin- 
gle thing ever done in retail 
advertising, but institutional 
advertising means far more than that. 

“Institutional advertising should permeate a re- 
tail advertisement from name cut to base rule, and 
every offering, every sale, every announcement, 
every item ought to reflect the institution, as such, 
as well as to announce the day’s offerings. 


Eliminate Superlatives 


“A store which is continually advertising in a 
hectic, highly seasoned way, calling every item ‘the 
best,’ ‘the biggest,’ ‘the largest,’ ‘the most extraordi- 
nary,’ ‘the most unusual’ and writing each descrip- 
tion of merchandise as though it were the most won- 
derful thing they had ever done, is not building any- 
thing like the favorable impressions in the minds of 
its readers that certain other stores build. 

“There is a type of advertising which breathes 
sincerity and yet has the punch. You know the ad- 
vertising I mean. Its force is not in adjectives, but 
in the ring of sincerity in its every impression. You 
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feel by the very flavor of it that the store has prin- 
ciples. You say, ‘I don’t know just what it is, but I 
feel that this advertisement was written and super- 
vised by men who believe in the work they are do- 
ing.’ 
Advertising is News 

Advertising is news. Through advertisements we 
learn how we can get the most value for the money 
we spend. Frank A. Black of William Filene’s Sons 
Co. of Boston, addressing the retail division of the 
world convention of advertising, said that since ad- 
vertising is news, the tendency of advertisers in the 
future will, in his opinion, be to treat it as such. 
He believes advertisers should get further and fur- 
ther away from screaming headlines and large type 
and depend upon ability to write and ability to sup- 
ply the goods the people want to get attention. 

During discussions of advertising at this conven- 
tion of the Associated Advertising Clubs of the 
World, it has developed that a great many women 
read newspapers quite as much to keep in touch with 
store advertisements as for any other purpose. In- 
teresting store advertisements are circulation-get- 
ters for newspapers, it has been shown. 


Pay Attention to How You Write 


“Some time,” said Mr. Black, “retail advertising 
will elevate itself, in interest and in value to the 
reader, so that it can be printed exactly as the news 
pages of a newspaper are printed and will be read 
with the same attention. We are tending in that di- 
rection. 

' “This does not mean,” he continued, “that every- 
body will read every item of every advertisement, 
because we do not read every item of news in a 
newspaper, but it does mean that a great deal less 
attention will be given to 
the display of store adver- 
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the editor of a newspaper judges the news. With 
type no larger than eight point (the size of which 
newsmatter is usually set) and with all the present 
competition in the matter of display eliminated, the 
advertisement that gets the most attention will be 
the one which is written with the greatest skill. 


Price Secondary to Quality 

The subject of price will be subordinated to its 
proper position, secondary to quality. Illustrations 
will improve from an artistic point of view, and will 
really illustrate. Headlines will have to say some- 
thing, because space will be limited. Exaggerations 
will be recognized for the poor and extravagant ad- 
vertising that they are.” 

He did not believe there would be any trouble in 
getting men and women to read advertisements when 
they realize that the advertisement is published as 
a guide to help them be more comfortable, healthier, 
better looking, happier, to reduce the labor of house- 
work and otherwise to add to their freedom and 
prosperity. 

Untruths Are Wasteful 

“There will be much satisfaction in being a mem- 
ber of the advertising profession when advertising 
is used in such a manner,” he said. 

The time will come when there will be no need 
for vigilance committees of advertising clubs to see 
that all advertisements are truthful, he said, be- 
cause business men will recognize that untruth is a 
waste in the long run. The economic value of truth 
in business will be taught in the schools, he be- 
lieved. 

Many helpful suggestions and thoughts were con- 
tained in the addresses and a vote of thanks was ex- 
tended by the convention to each one of the speakers 
for their efforts. 

TO PREVENT SHODDY 
FOOTWEAR 





tisements and to devices for 
getting attention, and much 
more attention will be paid 
to the matter in the adver- 
tisement. 

“In other words, retail ad- 
vertising will be treated 
like news, which it is—news 
about the subject which oc- 
cupies so much of the time 
and attention of all of us, 
namely, how to spend our 
money to the best advan- 
tage. Retail advertising 
will then be something 
which helps men and women 
to buy, rather than helping 
stores to sell. My feeling is 
that the result will be that sisi 
certain stores will sell | of Women's 
more while others. will pat 
probably sell less. 


Advertising Men as Editors 
“When advertising is 





BURNS ASKS: | 
‘*Is Your Size Here?’’ 


are just 607 wonderful shoes in this remarkable sale 
lity Footwear. Above is a chart sho-ving just 
pairs we have of each size—if yours ne you 


English Trade Interested in 
Big Publicity Campaign 


London. — At present price 
cutting is being carried to the 
extreme and, as may be ex- 
pected, the public demand for 
cheap boots has led to the 
manufacture of a considerable 
amount of shoddy wear. Cer- 
tain localities are, indeed, 
flooded with these cheap goods 
which are practically worth- 
less at any price. To counter- 
act this the Joint Committee 
on Shoddy Footwear have 
agreed on a draft scheme, the 
details of which are not yet 
fully worked out. The prin- 
ciple underlying the scheme is 
the adoption of a standard 
quality mark to be used on all 
unbranded goods. 

“Keep the Quality” 

In addition, the Committee 

: have decided to embark on a 
big publicity campaign for the 
purpose of inducing the public 


.( 
2 





handled in that manner,” 
said Mr. Black, “the adver- 


to demand and buy only foot- 
ne c bearing either the stand- 
tising manager will con- ~—— 

: . P : ard stamp or a well known 
sider each item in relation branded name which has al- 


to its news value, editing 4.» p q a ( 
A : B. Burns of Detroit uses a size she ready established its reputa- 
the advertisement much as ee oe Ooo lL p 


A. E. BURNS & CO. 


Grand River Avenue at Griswold Street 
4 (Helden Building.) * Onan 


Open Saturday Bvening. Seturde: 1y Evening 
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Laird Schober aw Company 
Philadelphia 


felasterful footwear 
Sbhoemaking of fashion 


New VPork—London—Paris— Melbourne 
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Philadelphia Show to Be Best Ever 


Unusual Exhibits and Artistic Color Scheme to be 
Features of Quaker City Footwear Exhibit 


Plans for the 1921 Phil- 
adelphia Footwear Exhib- 
it,. to be held in the 
Bellevue Stratford Hotel 
July 18 and 19, are prac- 
tically completed and, 
judging from  arrange- 
ments to date, it will sur- 
pass by a wide margin 
the splendid showing 
made one year ago at 
which time thousands of 
retail merchants, whole- 
salers and other members 
of the trade considered it 
of sufficient importance to 
justify long trips in order 
to be present in person. 


Better Than Last Year 


Needless to say, all of 
them were more than re- 
paid for their trips—not alone because of the style 
information gleaned by viewing the exhibits, but also 
because of the opportunity afforded to meet and par- 
take of the hospitality of men in their own walk in 
life. 

I have heard the statement made several times since 
last year’s exhibit that the show was one of the most 
attractive shoe exhibits ever staged and that the feel- 
ing of good fellowship was supreme. 

This year’s exhibit, not alone in decoration and 
effectiveness, but in attendance as well, is expected 
to surpass last year’s by at least 100 per cent. There 
will be at least 25 more exhibitors—enough more to 
justify the rental of two additional ballrooms. 





Cc. E. GIBBON 


Artistic Color Scheme 


The color scheme this year will be green, white and 
Quaker gray and the decorative effects will be such 
as to add much to this effective background. No 
expense is being spared by the committee and by the 
individual exhibitors to make the exhibit one well 
worth seeing—one in which there will be a great deal 
of real value. 

It is superfluous to say that all kinds of footwear 
will be on exhibit, as the State of Pennsylvania, from 
which the exhibitors are drawn, produces all imagin- 
able kinds of footwear with a single exception—In- 
dian moccasins—and Pennsylvania could make those 
if it wanted to. 


Educational Feature Planned 


The committee is also planning an educational 
feature, which will be of the greatest value to 
every visitor. Although lots of us are connected 





July 18 and 19 


By C. E. GIBBON 
Chairman of Philadelphia Footwear Exhibit 








directly with the shoe trade, still there are many points 
in the process of manufacture, and in the selection of 
materials used, concerning which we are all ignorant. 

In addition to this feature we will have an exhibit 
showing the entire state shoe production. This ex- 
hibit alone is more than worth while for it will be 
the first time that every species of footwear made 
in Pennsylvania will be on exhibition. 


Tannery Products on View 


The tanning industry plays a big part in this dis- 
trict and visitors will also have the opportunity of 
viewing the sole and upper leather products. 

The importance of making Philadelphia, on July 
18 and 19, the center for the shoe buyers is self- 
evident, for here a merchant can buy or inspect most 
any style and grade of merchandise he needs. Last 
year we had an average attendance of three thousand 
persons daily, which represented men from every State 
in the United States, and fifteen men, buyers of shoes, 
from four foreign countries, Let’s all strain a point 
to make the attendance even greater this year. 


WHOLESALE TRADE TOP GRADE 


Ruling Spirit One of High Endeavor—Every Effort 
Made to Keep Shoes High in Quality 


In the Philadelphia wholesale trade, the ruling spirit 
is one of high endeavor. The various wholesale estab- 
lishments, and there are a large number of them in 
the city, take pride in the high quality of the shoes 
that they carry—both in point of artistic design and 
in the sterling worth of the materials that go into 
their making. 

It-is upon this latter feature that the reputation 
of the Philadelphia wholesale trade is based. Relia- 
bility and integrity have been attained and the buyer 
of shoes from a Philadelphia firm is assured even 
before he has seen the stock that it is all it was 
represented to be. It is a proud reputation for any 
industry to have as a body. 

No man is surer of this than the traveler who goes 
out on the road for a Philadelphia house. His ex- 
perience is that when he presents his card to a 
merchant, he will receive a cordial reception, and that 
the sample lines he shows will receive the careful 
attention of the buyer. 

As a city of retail enterprise, Philadelphia has 
always claimed a certain degree of leadership. It is 
the home of the original department store and this 
form of merchandising. has expanded to such pro- 
portions that stores covering a city block are not 
unusual. Shoe stores are in no particular behind 


their neighbors in this respect and within their doors 
may ‘be found the most modern and up to date foot- 
wear to be found anywhere in the United States. 
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Your Summer Trade 


There is still much summer business to be had. A 
complete children’s line in your store can be made 
very profitable. The numbers shown here represent 
the values of the entire line. 











TRADE MARK 











HIS trade mark sig- 
nifies that the stand- 
ard of 3 W’s shoes will al- 
ways be maintained. We 
are proud of our shoe 
Roman Sandal, Patent making. 
Leather—Turn 


8 Ze 8% to 11 run also in 
6901—1-5 . stock in spring heels. 


Inst s Pat Leather 
— — caine Patent Leather Mary Jane— 
MeKay 


Instep Strap, Patent Leather 
—McKay Patent Leather Mary Jane— 


7050—4 to 8 
7O051—1 to 5 








Weimer, Wright & Watkin Co. 


Manafacturers 


35 South Second Street, Philadelphia 
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What Philadelphia can do in the way of exhibits is well illustrated by the above display which Quaker City manufacturers 
and wholesalers had at the Milwaukee convention last January 


The Workshop of the World 


By C. C. WOLF 
Secretary, Philadelphia Footwear Exhibit 


No city in the world can compare with Philadelphia talking machines, hosiery, street cars, saws and felt 
as an industrial center. For this reason it is fre- hats. 


quently referred to as “the Workshop of 
the World.” 

Philadelphia taught the world the great 
value of glazed kid, and to-day manufac- 
tures 60 per cent of the world’s supply of 
that commodity. The value of its tannery 
products exceeds $150,000,000 a year. 

Philadelphia-made, shoes are known 
wherever shoes are worn. Her leading 
factories produce high grade women’s 
welts and turns, as well as footwear for 
growing girls, misses, children and in- 
fants. So well established is the city’s 
reputation as a high grade shoe center 
that other sections of the country have 
paid it the high compliment of imitation. 

But Philadelphia ranks high in indus- 
tries other than the shoe and leather. She 
holds undisputed first place in the value 
of her manufactures of woolen goods, 
carpets, textiles, locomotives, steel ships, 
storage batteries, dental instruments, 














All conditions — mercantile, productive 
and social—lend themselves to the main- 
tenance of this supremacy. The location 
of Philadelphia is pretty close to ideal 
for manufacturing in all lines, and the 
shoe manufacturer as well as others ben- 
efit by this. 

Known the country over as “the city of 
homes,” the workingman in Philadelphia 
has the advantage of an individual dwell- 
ing place and yet at a rent that is not 
prohibitive. He has easy means of tran- 
sit from his place of occupation to his 
residence, and his living. costs are lower 
than in any other large city in the United 
States. 

His city is public spirited and his chil- 
dren have the advantage of school sys- 
tems that are regarded by authorities 
upon this subject as of the highest class. 

The city is rich in libraries and insti- 
tutions for instruction. 








EDITORIAL 


Looking ahead and deter- 
mining what is best for 
the next three months in 
women’s high grade shoes 
is important for all of us. 
Indications are that welt 
oxfordswith Cuban leather 
heels will be very popular 
for early Autumn. 


Havana brown kid, rich 
and lustrous, will be in 
greatest demand with 
blacks more popular than 
for some time past. In 
turns the Chatham one 
strap pump with Junior 
Louis heelisin great favor, 
especially in black satin 


and black glace kid. 


Our in-stock Department 
is doing a wonderful busi- 
ness with the most repre- 
sentative retailers in every 
section. We feature the 
shoes that are wanted by 
your most particular cus- 
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Made 


Style 16 


Finest Black 
Glace Kid 


Goodyear welt circular vamp 
whole quarter lace oxford, 
straight tip, 890 last, 1% 
leather cuban heel, fudge 
wheel edge, medium weight 
sole. 


Price $6.50 
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Style 14 


Finest Black 
Glace Kid 


Goodyear welt circular vamp 
whole quarter lace oxford. 
straight tip, 905 last, 1% 
leather cuban heel, fudge- 
wheel edge. medium weight 


. sole. 


Price $6.50 


tomers; our stock service 
will help you increase 
your sales. 


Hallahan-made shoes for 
women are famous for 
fineness of leather, skill- 
ful shoemaking and per- 
fect fit. 


Vrassonyitettefiaw 








Style 59 
Black Glace Kid veseens 
Junior Louis Heel The Breton Pump 


Chatham pump turn sole, 945 
last, 134 finished wood Louis 


heel. 


Of finest black satin, turn sole, 
860 last, 2'4 wood Louis heel. 


Price $7.50 Price $7.50 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., PHILADELPHIA 


New York Office ; Chicago Office 
D. Duncan Burton T. Duncan, 


Frank 
34th St. and Broadway, Marbridge Bldg. 5 South Wabash Ave. 
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Style 35 


Finest Black Satin 
Junior Louis Heel 


Turn sole Chatham pump, 945 
last, 13% inch finished wood 
LXV heel. 


Price $7.50 





Style 26 


Havana Brown 


Glace Kid 


New Castle's finest selected 
leather, Goodyear welt cir- 
cular vamp whole quarter 
lace oxford, straight tip, 905 
last, 17% leather cuban heel 
fudge-wheel edge, medium 
weight sole. 


Price $7.50 
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Style 8 


Havana Brown 


Glace Kid 


New Castle’s finest selected 
leather, Goodyear welt circular 
vamp whole quarter lace ox- 
ford, 890 last, 13% leather 
cuban heel, straight tip, medi- 
um weight sole. 


Price $7.50 





Style 27 
Mahogany Russia Calf 


Goodyear welt, white stitched 
overweight soles, 890 last, 
1% military heel, straight tip 
with new center design and 
pinked edge. 


Price $6.50 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., PHILADELPHIA 


New York Office 
Frank D. Duncan 
34th St. and Broadway, Marbridge Bldg. 








Burton T. Duncan 
5 South Wabash Ave. 
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IN STOCK 





Now Ready 
to Ship 











All Stock Shoes 
Sold Net Thirty 
Days 










The following schedule 
of sizes and widths 
carried in stock. 












AAA 4/4 to 8 

AA 34 to 8 

A3 to8 

B, C and D 24 to 8 












Hallahan-made — shoes 
for women are famous 
for fineness of leather, 


skillful shoemak- 
ing and perfect fit. 
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COURTESY 


Mr. Arthur Brisbane, eminent journalist, writes: “The 
word ‘please’ in telegrams costs millions of dollars every 
year.” He adds: “It is worth it.” 











rhat one word “please” charts the course of big busi- 

ness. 

Telegrams are necessarily abrupt, straight to the point. 
g y Pp & Pp 


It stands to reason that any little touch of courtesy must 
be appreciated, must spur men to act! 

















We believe in saying, “Please.” 
We think it builds sales and prestige. 


No matter whether you buy one case or one hundred 
cases of shoes from the Harrisburg Shoe Manufacturing 
Company—you will receive courtesy and genuine exec- 

















utive interest. 








Our line will be on display at the Philadelphia Style 
Show in Booth No. 81, Bellevue-Stratford Hotel. 
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Che Harrisburg Shoe Mig. do. 


of Harrishurg, Pa. 
WOMEN'S SHOES MISSES SHOES CHILDREN'S SHOES 
OF VALUE 
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Summer Weight ~The Demand 


Street Turns eM | of the Day 


5 


\\"s" We 


1200—Black Satin Full Louis 
1201—Black Satin Jnior Louis 
1202—Black Kid Full Louis 
1203—Black Kid Junior Louis 
2112—Dull Kid 2 =e Junior Louis 
AA to 


\S 


, mi 


Uf 
For at Once ! Neat, Graceful 
Shipment Si Strap Effects 




















A SPECIAL OFFERING 
$5.00 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET +- +: PHILADELPHIA 











A CORDIAL WELCOME IS EXTENDED 
TO ALL VISITORS DURING THE 




















PHILADELPHIA STYLE SHOW 
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If you would get the correct “slant” on Fall styles— 
[f you would gain new and invigorating ideas— 
If you would talk with men who understand your problems— 
VISIT THE LINDNER BOOTH! 
Philadelphia Style Show, Bellevue-Stratford Hotel 
July 18-19, 1921 


“Lindner Shoe Gompany 


CARLISLE PA 
NEW YORK CITY 


PHILADELPHIA BOSTON LOS ANGELES 
929 Chestnut Street 183 Essex Street Angelus ‘Hotel Marbridge Bldg., Room 454 
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CONTINUED 
GROWTH 


C HILDREN’S departments show 

continued growth, year in and 
year out, when the stock carried meas- 
ures up to the exacting demands of 
rough and tumble children. 


i l 


Edwards’ welts and turns meet these 
requirements. The quality is re- 
ligiously maintained. 


We appreciate that a merchant’s repu- 
tation is as much at stake as our own; 
so we produce but the best. 


“anni 


i 


il 


PHILADELPHIA 








ici 











1 


2) 


= 


_— 








a . 


73° eee 
PE 


sil 


— 


= 


Ec NOTA RT 


sama = 





84 BOOT AND SHOE RECORDER July 9, 1921 


SSS SSS SSS SSS SN eee eee eee nee en SS SS SS SS SSS SSS SS SSS NSS 





Announcement 


Y OVR visit to the Philadelphia Style 


Show, Bellevue-Stratford Hotel, July ; 
18-19, 192I—wvill not be complete unless ; 
you call at the J. R. Newton booth. We ; 
inspect our line of women’s fine hand- ; 
stitched welts and turns. Come and see ; 
Philadelphia footwear of great beauty and ; 
authentic style. ; 


J. R. Newton & Co. 


507 Arch Street Philadelphia, Pa. 


SSS SSSSSSSSSSSSS SS SSS SSS SSS SSS SSS SSNS SSSR SSS SS SS 


eee! “ 


See eee eeepc) 


Fog. 


TRADE MARK 


The name that marks our best efforts in 


Turn and Welt Footwear 


From Infants to Growing Girls 


STYLE — EXCLUSIVENESS — VALUE — FIT 


STOCK SERVICE ON MANY NUMBERS 





You Are Invited to Inspect Our Lines at the Style Shows 


Boston, July 11-14 Philadelphia, July 18-19 
Booth No. 20 Booth No. 44 


GRIEB SHOE MANUFACTURING CO. 


531 MARKET STREET, PHILADELPHIA 
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| BOOTH 32 
PHILADELPHIA 
FOOTWEAR EXHIBIT 





You will find a few of 
our samples on exhibit 


BELLEVUE-STRATFORD HOTEL 
JULY 18 to 19 


A careful comparison of our prices, 
considering styles, patterns, lasts and 
materials, will assist you in deciding 
whose children’s shoes to feature. 


FERRIS SHOE COMPANY 


Factories 


CLEVELAND PHILADELPHIA 
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EXCLUSIVE STYLE AND QUALITY 
Shoes for the Juvenile Trade 


THESE ARE TWO 

OF OUR POPU- 

LAR IN-STOCK 
NUMBERS 


No. 200 











No. 100 


All Numbers Shown at Booth 46, 
Philadelphia Footwear Exhibit, July 18-19 


THE DONALD SHOE CO. 


237-41 NorTH 6TH ST. PHILADELPHIA 
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SUEDE POWDER | 


| CLEANS & RECOLORS 
<-> 


| Sut aC aN nareY LEATHER FO oor TWEA 


TRACE 


|: GRIFF In AFG co. nine 





———— nh 
Ma 
Griffin Lotion gg ll 


Grifin White Kidine 2 ee ee WORIEEIN 
For all white kid shoes. A per- gray and dark gray. = Seon Sees. 
fect white cleaner that gives a softens and lishes 
kid glove finish, leather. 
Small (18e.) Size, $15.60 Gross, acids. 

$1.35 Dos. 























Griffin Suede Powder Large (te), Bice, $21.60 Gross, . 
ay A Ey OI . Grifin Peuerwhite 
and seatenen ¢ color and surface in- . See 

For all white shoes except kid. 


The Right Shoe Dressings A thorough cleaner, not a white: 


aan . 
and gray (Rig ws for Spring 8% ca Folding re, 4.8 Carton— 


weal = nigger brown, light, 
medium and dark gray, bigck. 5 ot ‘on 
$21.60 =. Lo 90 Dos. 


$20.20 Gross, $1.85 Dos. 
There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 
67-69 MURRAY STREET NEW YORK, U. S. A. 
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NUMBER, SEVEN EIGHTY 


WOMEN’S CANVAS 
SPORT OXFORD 


Carries the serviceable “Camco” fibre sole and _ heel. 
Perforated black or brown leather trimmings, “Camco” 
turn construction. A shoe of style and quality at a price 
that assures good profits to dealers. 


PRICE $2.25 


CAMBRIDGE RUBBER COMPANY 
CAMBRIDGE, MASSACHUSETTS 


MANUFACTURERS OF 
RUBBER FOOTWEAR CANVAS FOOTWEAR OUT!NG SHOES HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 
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At the Boston Show July I Ith to 15th 


EVANS-STANDARD SLIPPERS — Booth 198 


‘EVANS 


PAN DARD 





Have you covered your Slipper Requirements 
for Fall? If not—send at once for our In- 
Stock Slipper Catalog No. 17. Listing a com- 
plete line of Men’s Better Grade Slippers. 


Price range $2.50 to $5.25. We can give you 
immediate shipment or fall delivery. 


Men’s and Boys’ Turn Patent Dancing 
BROWN Wicl’ CAVALIER Oxfords also in stock. 


oc 


THE SLIPPER HOUSE 


beastie “" 1 B. EVANS SON Cy JS 


110 Summer St. 
WAKEFIELD, MASS. 





Make Two Sales Instead of One 


Here is how hundreds of dealers have opened a new chan- 
nel of profit with these Wobst Comfort Slippers— 


First—Sale No. | is made to the woman who asks for a 
dress shoe. 


Second—While completing Sale No. | have the same party 
try on a pair of Wobst Comfort Slippers—suggesting their 
pers, with Leather Insoles at Pe. greater adaptability and comfort for home wear. Their 
oe oo eee tet neatness, durability, fit and the “home wear”’ idea get im- 
No. 602 mediate response. And when you quote the reasonable 

price Sale No. 2 is made. 


G ine Glazed Vici Kid Oxford with 
Lather Insoles and Rubber Heels, 


$2.15 Net Send for samples today 


Sizes 24% to 8 
WOBST SHOE CO. 


411-15 Vliet St., Milwaukee, Wis. 


Genuine Glazed Vici Kid Comfort a 





In Stock 
Always 
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A Man Is as Old as His Feet 


Our Patented Process Foot Flex Shoe is the most 
wonderful improvement in shoe making of the 
age. Requires no “breaking in.” The foot 
shapes the shoe, not the shoe the foot. 














. 
ti a aa 





























A shoe when properly fitted to the foot 
ceases to be a liability but proves an asset 
paying 100% in comfort and satisfaction. 


STACY-ADAMS COMPANY 


BROCKTON, MASS. 
BOSTON OFFICE: LITTLE BLDG., TREMONT AND BOYLSTON STS., ROOM 706 
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A TEST WE REQUEST 


@ Send for samples of our white shoe 
fabrics named individually Brightex and 
Beechtex. Allow them to remain sub- 
merged under water twenty-four hours 


or more. 


q The results will please any shoe manu- 
facturer or retailer. You will find after 
this severe test a cloth with its soft lus- 
trous finish impaired in no way. 








q Then examine the backing on these 
cloths and be convinced that here at last 
is an ideal white shoe fabric that make 
summer shoes a comfort. They never 


lose their shape. 


J. EINSTEIN, Ine. 


9 SPRUCE STREET NEW YORK CITY 


Boston. St. Louis. Montreal, Can. Buenos Aires, Arg. 
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SHE IT FOR YOURSELVES 


@ We cordially invite those 
manufacturers and retailers 
who happen to be at the 
Boston Style Show on July 
11th to 14th to rest at our 
booth No. 127 and see our 
demonstration. 


J. EINSTEIN, Ine. 


9 SPRUCE STREET NEW YORK CITY 


Boston. St. Louis. Montreal, Can. Buenos Aires, Arg. 
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YOUR FALL REQUIREMENTS OF SCHOOL SHOES! 


Growing Girls’, Misses’ and Children’s McKays 
Little Stitchdowns for the Youngsters 











McKAY BOOTS 


GUN METAL 
MAHOGANY 
NUT BROWN 
BLACK KID 
PATENT LEATHER 


STITCHDOWN BOOTS 


“MOTHER HAGER’S SHOES FOR CHILDREN” 


TAN LOTUS 
CHERRY LOTUS 
MAHOGANY ELK 
BLACK KID 
SMOKE ! 
GUN METAL 





Hagerstown Shoe & Legging Co., Inc. 


HAGERSTOWN, MARYLAND, U. S. A. 
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While going through Mechan- 
ics Hall 
Look over all the styles 


Then see RIALTO’S line for 
Fall 


It's got them beat by MILES. 


ST. ANDREW DELMORE 


\,\ o 
‘i 4 

fey 
THE 

PREMIER 


There are styles that are individual to your locality. 

No longer need you waste time and expense by looking where they 
cannot be had before you find them. 

You know your style requirements—we know how to meet them! 
Together, in one discussion, we can do what alone would take you 
weeks! 

Be sure to see us and find out why we have just doubled our capacity. 
Samples conveniently displayed at 215 Essex St., next to Hotel Essex. 


At your service 3 hy — 


Rialto Shoes—Good-All-W ays 


VS EMS SE ST 


RIALTO SHOE GOMPANY 


FACTORY, LYNN, MASS., 26 OXFORD ST. 
BOSTON OFFICE , 215 ESSEX ST. 
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STYLE SHOW 


Florence Woods will 
appear on the runway 
in our newest creations 
of fine footwear. 
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Gowns by 


Jean B. LeMeitour Cie. 
Onyx Hosiery 
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Gregory & Read Company 
cMakers of Womens High Grade Shoes 
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ThePlant Behind Jhe Prod: 


wct> 


Gals 
¢ 


VISIT OUR 


FACTORY 
XE 


AUTOS WILL TAKE \ 

VISITORS FROM 
LYNN SECTION MECHANICS HALI 
13 || 7° THE FAcTORY- 


A 1l5 MILE RIDE ALONG 
THE FAMOUS NORTH 
SHORE OCEAN FRONT 
RESERVATIONS 
MADE AT BOOTH 























See The Last Word Ju Women's Exclusive Welts 
See Whe Last Word Ju Modern Factory Construction 
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& THOMAS company 


(INCORPORATED) 















THE DIANA 


| - ERFECT in its outline, snug in 
Te and light weight. The Diana 
Oxford is typical of the Jones & 
Thomas line of carefully con- 
structed welts. You will find 







our complete showing of Fall 






styles in the Lynn section of the 
National Shoe and Leather Ex- 
position in Boston, July | 1-14— 






an inspection will repay you. 


















V.K.& AH. JONES & THOMAS COMPANY 


(INCORPORATED) 
Makers of High Grade Shoes for Women 
226 BROAD STREET 
Se oe as a a 


Boston Office: 42 Lincoln Street 
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MECHANICS HALL 
LYNN SECTION 
BOOTH 11 
































STYLE No. 475 


GUN METAL CALF 
LACE OXFORD 
10/8 HEEL 
GOODYEAR WELT 














A. M. CREIGHTON 
LYNN, MASS. 


alk ‘““FOLLOW THE CREIGHTON LINE”? 
Ss | 
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BLUCHER OXFORD 


GOODYEAR WELT 
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BOSTON OFFICE 
141 

LINCOLN STREET 



































STYLE No. 478 








RUSSIA CALF 





10/8 HEEL 




















A. M. CREIGHTON 
LYNN, MASS. | 


‘““FOLLOW THE CREIGHTON LINE’’ 
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North Shore Manufacturers to Have Their Own Runway 
at Boston Show on Which to Display Novelty 
Footwear to Best Advantage 


J]YNN will have a runway at the big Expo- 

|} sition in Boston and Cedric R. Taylor will 

| direct it. 

<7/|, Model 1921.” She will present “Shoes to 

)) | be worn along the Main street.” Also, 

= = Lynn manufacturers will show a thou- 
sand and one samples of novelty shoemaking. 


He will present “Lady Lynn, 





A century and more ago John Adam Dagyr, patron 
of Lynn shoemaking, made shoes so fine that news- 
papers of the time advised women to buy “Fine Shoes 
Made in Lynn.” Observe, if you will, that Dagyr made 
fine shoes, but that Lynn did not get a reputation for 
fine shoes until the bright light of publicity was turned 
on them. 


Cinderellas of To-day 


Along the Main Street millions of Cinderellas are 
passing to-day, and Lynn is making millions of shoes 
for them. 

Remember the story of childhood. With a few waves 
of her wand the fairy changed the kitchen drudge 
into a dream of beauty. Cinderella is not dead, for 
millions of Cinderellas walk along the Main Street to- 
day. “Lady Lynn” makes a few waves of her magic 
wand and Lynn manufacturers make new and beau- 
tiful shoes for these modern Cinderellas to wear. 

The style appeal is ages old. Women will wear 
pretty shoes as long as shoe manufacturers can make 
pretty shoes. And “Lady Lynn” keeps waving her 
magic wand, to make new and pretty shoes, for the 
host that walks along “The Main Street.” 


The Bright Way 


See the light on the runway. It is a Bright Way 
of fashion—a flaming electric arc, brighter to the eyes 
than the rays of the full moon at night. It is the way 
to larger life as well as larger trade. Lynn flashes it. 

Elihu Thomson came to Lynn 30 years or so ago. 
He had a few ideas about electricity, not visions like 
Franklin drawing the lightning from the sky, but ideas 
of making electricity useful to men. Lynn shoe men 
started him in the basement of a snoe shop on Market 
Street, now occupied by Allen, Goller Leighton. From 


this dark basement has come the big General Electric 
plant at West Lynn, a city in itself. 


More Electricity—More Shoes 


So electric motors now drive the shops of Lynn, and 
electric lights illuminate “the Main Street” at night, 
and the day of each man, woman and child is length- 
ened by hours. More shoes are worn, and, also, there 
is a finer appreciation of good shoes. 

Think back to candle light days, when grandfather 
ceased his toil at dusk, and the stores were like a cave. 
Next look upon the bright electric sign, and the artis- 
tically lighted store window, and the throng moving 
along the brilliantly lighted Main Street. 

Certainly, Lynn light over head, and Lynn shoes 
under foot, contribute much to the happiness of hu- 
manity. 

The Magic of Lynn 


Locked up in the hearts and minds of Lynners are 
a thousand and one traditions of the making of shoes. 
That Lynn babies start, not with a silver spoon in 
their mouths but with a stylish shoe in their hands, 
is the familiar story told to explain the excellence of 
Lynn’s shoemaking. 

Through a hundred years and more Lynn has assem- 
bled a horde of advantages for the making of foot- 
wear. The Lynn manufacturer of to-day has but to 


- press the button and there comes to him the specialist 


in shoemaking, even as the genii appeared to Aladdin 
when he rubbed his magic lamp. 

There comes the modeler of lasts, the designer of 
patterns, the tanner, the machinist, the finishing ex- 
pert, and the merchandising manager, and a host of 
experts, all ready to do his bidding. The Arabian 
Nights are not ended. Their magic still abides in 
Lynn shoemaking. Rub a pencil on a Lynn order 
blank and see the novelties come. 


A Lynn Magician 


A prince of shoemakers there is in Lynn, a good 
prince, who toils daily, that those who walk along the 
Main Street may have pretty shoes for their feet. And 
like magicians of old, he does some wonderful things. 
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He sews the tightest seam that ever was sewn, and 
he sews an ocean of shoes. His daily production of 
shoes is double that of the average operator. 

Yet there is no magic in his work, nothing but hard, 
practical work. A college graduate is he. He keeps as 
ft as an athlete, or even as a pugilist. So his eye is 
always keen, his nerve alert, and his strength vigor- 
ous, for the making of its shoes. 

That is oné reason of a thousand and one reasons 
why Lynn excels in making shoes. 

Shoemaking is an achievement of men, guided by a 
vision to design pretty shoes, and carried along by 
technical skill, gathered in the school of expe- 
rience. Such is the way of “Lady Lynn’—the fairy 
of fashion. 

The Main Street 


Where is this Main Street, on which Lynn would 
throw its light? Why, it is the Main Street of the 
Big City, or the Thriving Town, or the Cheerful Vil- 
lage—anywhere that ideals are high, the lights are 
bright, and people rejoice in life. 

On this Main Street are wanted fine shoes, pretty 
shoes, light and dainty shoes, not the dull and dreary 
shoes that the kitchen wench shuffled, but the beauti- 
ful shoes that Cinderella wore to the ball, and the shoes 
that charmed the prince. 

That is the kind of shoes Lynn makes, guided by 
“Lady Lynn,” as well as by the wisdom handed down 
from its patrons of a century and more. 

Lynn will strive to make prettier shoes. All that 
it asks is the co-operation of merchants, to make sure 
that the shoes are merchandised right, and fitted 
right, to the host of Cinderellas that will walk along 
the Main Street. 


LEARN THE OTHER FELLOW’S METHODS 


Merchants Alive Above Their Coat Collars Want 
Ideas 
By T. C. Merkil, Sec.-Com. N. 8. R. A. 
Before the Southeastern Shoe Retailers’ Convention 

The dealer who elects to turn his back on organi- 
zation probably says to himself, “no one can tell me 
how to run my business,” but he overlooks the fact 
the Lord never put all the wisdom in one man. Such 
a merchant has but one head while the trade as a 
whole has many heads. The association man will pull 
through because he will talk his problems over with 
his fellow merchants. If you 
study the methods of the 
really big business man, you 
will find that he makes it a 
hard and fast rule to learn 
what the other fellow thinks 
before he makes up his mind. 

The fellow who knows it all 
doesn’t want new ideas. No 
new ideas will ever enter his 
business except over his dead 
body. But the chaps who are 
still alive above their over- 
coat collars want ideas. 
These fellows know where to 
get them and what to do with 
them after they have gotten 
them. 
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They know they can get more good ideas in meetings 
of this kind than anywhere else. Because that is where 
ideas are born. 

You can’t get a live bunch of merchants together 
like this all bent on getting the solution to their prob- 
lems without striking some fire. 

The retailer has experienced five distinct and power- 
ful sources of hostility. 

Five influential factors in our every day life have 
gone far out of their way to condemn the retailer. 

The newspapers, the government, the manufacturer, 
the banker, and last but by no means least, the public. 
They have all been taking a whack at the retailer. 
Association was and is the one means for combating 
these influences successfully. 

Making Public Opinion 

Why did they pick on the shoe business? Shoes are 
a necessity which all must buy. Thousands of mer- 
chants have had no time for associations and instead 
of getting together and talking things over and then 
speaking up and telling the people the facts, they have 
been staying at home, reading all the slams in the 
newspapers and saying, “It’s a crime, somebody ought 
to do something about it,” or, “I’m too busy, let the 
State Association do something. Why doesn’t the 
National do something?” 

“No, I don’t belong to any association,” said a cer- 
tain dealer to me not so long ago. “I’m too busy to 
bother with meetings.” A pure shoe bill was pending 
in the legislature of his state and I suggested that 
this was good argument why he should belong to the 
State and National Association. “No,” he insisted, 
“I can’t spare the time, I’m not interested.” 

It just happened that the representative in the 
state legislature who was sponsor for the Pure Shoe 
Bill in question hailed from this busy dealer’s home 
district and I asked him casually if he had helped 
elect this fellow and his answer was: “No, I don’t 
believe I voted for anybody last election, I was toa 
busy and didn’t get to the polls.” 

There are a good many others just like this dealer, 
too busy to bother with associations, too busy even to 
go to the polls to vote. Always ready with the ques- 
tion, “what do I get out of it, and what has the as- 
sociation done about thus and so?” when approached 
to sign his name on the dotted line of the membership 
application. 

Won’t these fellows ever 
stop to think who the assecia- 
tion is? The individual mem- 
bers of a trade are the asso- 
ciation, and if they won’t do 
anything how is anything go- 
ing to be done? 







ONE MERCHANT REBELS 

Posted in a window of the 
main shopping street of a 
small and flourishing city is 
this sign: 

“Our rent was $2,300 in 
1910—$3,500 in 1915—$6,000 
in 1921. 

“We cannot rob the people 
to pay the landlord. So we 
offer our entire stock for 
sale.” 
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Clara Three-Strap Sandalette 


Patent leather, military heel, six 
cut-outs on vamp, B, C and D. 


Wire for price. 


Clara Three-Strap 


Gun metal, military heel, imitation 
tip, center medallion, perforated 
toe. B, C and D. 


Wire for price. 


Our Mr. W. A. SULLIVAN will be at the 
Hotel Essex during the week of July 11-16 
at Rooms 8 and 10 and will be glad to wel- 
come visiting merchants during their stay 
in Boston. 


COMPANY 


£,YNCH SHOE 


W. A. Sullivan, Pres. 


192 BROAD ST. 


B. F. Green, Treas. 











£,YNN, MASS. 
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'¥4 HOSE Individual Lippitt 
Shoes” create enthusiasm 
wherever presented. 


Their individuality embodies the ut- 
most integrity. They are Lynn made 
by especially selected skilled work- 
ers. They are styled correctly and 
originally by our own expert style 
author, who is a graduate of the 
Vienna School of Designing and 
Shoemaking. 


See “Those Individual Lippitt 
Shoes” displayed at Booth 19, Lynn 
Section, National Shoe Style Show, 
Boston, or write for our representa- 
tive to call with samples. 


J. J. LIPPITT, Ine. 


MAKERS OF WOMEN’S HIGH GRADE WELT AND TURN SHOES 


4 BOX PLACE 
LYNN, MASS. 


Write for samples of our in-stock department for immediate delivery 
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Announcing | 
The Formative Shoe 


for Women 





Shown in our display booth in the Lynn Section 
of the Boston Style Show 





HE newest and most interesting shoe in the industry is the 
Formative—unexcelled as an attractive orthopedic model 


for women. 
Already its acceptance by the Trade and its general success 
are accomplished facts. 
Be sure to see Formative Shoes at the Style Show and note 
their striking features, as follows: 
—Perfect anatomic design 
—High-grade construction throughout 
—MODERATE PRICE, to insure large demand 
and large volume. 
Formative Shoes carry full, official endorsement by the 
National Y. W. C. A. 
Made in Blucher patterns, oxfords and boots, in Black and 
Brown Kid. 


Our representatives at the Style Show will furnish full infor- 
mation about Formative Shoes and the methods of their distribu- 
tion. 


THE COTTER SHOE COMPANY 


Lynn, Massachusetts 
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BARTLETT. SOMERS COMPANY 
= ui Hea 














GLOVE FITTING 





UR booth in the Lynn Section, at the National Shoe 

and Leather Exposition and Style Show in Boston, 
will give visiting buyers an opportunity not only to see 
our line of Women’s Welts but also to become 
acquainted with the men who are responsible for it. 


The growth of our business over nearly three score years 
signifies the quality and merit of Bartlett Somers’ foot- 
wear. May we see you at our booth? 







2691 — Black kid 
lace boot. Three- 
quarter foxing. 
Fourteen - eight 
Cuban heel. Vas- 


sar last. 





2690—Tony red calf 
oxford. Circular vamp. 
Perforated throat and 
quarter. Fourteen- 
eight Cuban heel. Vas- 


sar last. 











BARTLETT, SOMERS COMPANY 


LYNN, MASS. 














57 Years Designing and Manufacturing Shoes 
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Lynn Makers’ Exhibits Will Be 
a Feature of the Boston 
Style Show. 


LTHOUGH shoe and leather shows 
are principally mile-stones in the 
progress of the Industry, this summer’s 
exhibition in Boston, next week, will be 
really more than that. ‘ 
New England’s preeminence in fine 
shoemaking finds natural expression at 
this great display. And New England’s 
shoemaking quality and ‘prestige, always 
valuable to the trade-at-large, are uncom- 
monly helpful whenever business condi- 
tions are anything less than normal. 
Traditions of good shoemaking, such 
as have always influenced New England’s 
production, operate as a stabilizer; they 


ALLEN, GOLLER, LEIGHTON Co. BARTLETT-SOMERS Co. 


BURDETT SHOE Co. COTTER SHOE Co. 
A. FISHER & SON GREGORY & READ Co. 
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serve to inspire quality-maintenance ; they 
tend to preserve regularity in business 
methods—and therefore encourage indi- 
viduals, who are tempted to relax or go 
stale. 

The Lynn branch of the Industry takes 
normal pride in its unvarying contribution 
to the upholding of New England’s shoe- 
making traditions. 

As producers of high-grade shoes for 
women and children and slippers for men, 
the Lynn manufacturers hold typical qual- 
ity a cardinal principle. 

Their products, going everywhere, have 
built and will always build a reputation 
valuable, in actual dollars and cents, to 
everyone who helps market Lynn’s foot- 
wear. 


P. J. HARNEY SHOE CO. HENNESSEY, MAXWELL & HENNESSEY 
G. W. HERRICK SHOE Co. T. J. KIELY & COMPANY 
WATSON SHOE 
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And What of 
Staples ? 


An appreciation of the 
merchandising value of 
staple shoes will always 
bring a proper return. 


While style is of less 
consideration, the _ ele- 
ment of customer-satis- 
faction is of prime im- 
portance. 

A satisfied purchaser of 
staple shoes is a regular 
source of profit. 
FISHER shoes are stand- 
ard. They represent the 
pride of production that 
25 years of honest shoe- 
making deserves. 


oA fisnen Hon 


ms LYNN, MASSACHUSETTS 
SQogooooeos cenooeEEoSs Seas Saasas 


No. 050 Ladies’ Oxford 
No. 030—Ladies’ Juliet 


Can be furnished with a plain toe 
or with a tip and comes in Turns 
and McKays, kid or _ cabretta. 
black or brown—rubber heels if 
you prefer them. 


This common sense Oxford for 
ladies always attracts the house- 
keeper or business woman for whom 
a well n.ade shoe, built on the most 
sensible and hygienic lines, offers 
the utmost possible value. 


; OST Cy Zona ar atrakratr ata 
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Best Shoe For The Least Money | 
MASTERS of STYLE 


us 


9%-inch Wave Top 
with Chrome Patent 
Circular Vamp. Ha- 
vana Brown Kid 
Whole Quarter. Imi- 











tation Wing Tip and 
Medallion. Fancy 
Scroll Stitching and 
Perforation. 18/8 
Leather Louis Heel. 


GAIN black and brown 
in combination claim 


the attention of pattern 





designers. For Fall we recom- 
CLIO mend the Clio Last. It’s a 
LAST typical M-C McKay, in point ~ 
of style and salability. 


























MITCHELL-CAUNT CO. 


FACTORIES BOSTON OFFICE 
Lynn, Mass. 72 Lincoln St. 
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Medium Toe, 
EE, 45 Last 





No. 465—Same as above, 
Plain Toe, 
46 Last 


% Rubber Heel, 








Press Vamp and Quarter, 
Rubber Heel, 











No. 456—KID, Stock Tip, 7 Inch Polish, 
9/8 Rubber Heel, 


except it has 
D, B and EE, 
$3.25 


eee eee eee eee eee eee ee 
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D, E and 
$3.25 


A 


No. 401—% FOX KID, Stock Tip Polish, 
12/8 Ca 
A to B, 40 Last 


t’s-Paw 





No. 


Toe, 7/8 Rubber Heel, B and EE, 462 Last. 
$2.60 





No. 201—KID OXFORD, Gray Quarter and 
Sock Lining, 12/8 Cat’s-Paw Rubber 


to E, 20 Last 


No. 206—Same as above, in lower grade, 
$2.6 





No. 


ter, 
Rubber Heel, 


No. 272—Same as above, in lower grade, 





462—KID OXFORD, 


202—KID TWO STRAP SANDAL, 
Medium Narrow Toe, Press Vamp and Quar- 
Gray Quarter and Sock Lining, 
A, B, 


























Commonsense 


No. 204—KID, 7 Inch Polish, Press Vamp I 
and Fox, 12/8 Cat’s-Paw Rubber Heel, a3. a ° 


E, 20 | RR CIR CG, OR 


eel, 
25 








ber Heel, C to E, 40 


No, 404—KID, ———. Polish, 10/8 Rub- 
Last $3.50 


12/8 
C and D, 20 Last. $2.85 


$2.25 













































Twenty-Six Styles—Immediate Delivery 


Our complete catalog including eleven high cuts is timely and contains some very worthy 


examples of Gardiner Quality Comforts. Many other styles are shown, all expressive of 


Mr. Gardiner’s thirty-five years of experience in the last field. 


Every Gardiner Comfort is made from the choicest, most durable kind of kidskin—of uni- 
form break and fine feel. Long-wearing soles make the finished shoe a profitable proposition. 


Write for that catalog today! 


H. K. GARDNER COMPANY 


680 WASHINGTON STREET 


BOSTON SAMPLE ROOM, 134 LINCOLN ST. 
















LYNN, MASS. 
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\ E welcome you to our exhibit in the Lynn Section 
of the 


seeeennennine 


National Shoe and Leather 
Exposition and Style Show 


in Boston 


July 11, 12, 13, 14 


ULL 


Our line of novelty walking shoes will be featured both 
by our salesmen at the Booth and on the Runway. 


Messrs. P. J. Harney, Charles F. Harney and Mark Crehan 
will be in attendance. 


HARNEY, TRACY, CREHAN CO. 


Factory, Lynn, Mass. Boston Office, 10 High St. 
Telephone: Lynn 5422 Telephone: Fort Hill 725 

















avddiasy » < 












































July 9, 1921 BOOT AND SHOE RECORDER 

















NESs, 


| 3 
ere 


SHOE co. 
Ml "mabe e000 to want Gooo- Ip 








. again the problem of procrastination confronts shoe 
manufacturers. Not, we rejoice to say, as formidably 
as it did last year; but it is still with us. 


In exhorting retail shoe dealers to place their Fall orders 
promptly, and to cease this harmful procrastination, the 
manufacturers are displaying wisdom, not selfishness. 


Everybody knows that retail dealers must watch their com- 
mitments. Everybody knows that judicious pauses while 
prices gain stability are often necessary. 


But everybody ought to know that shoemaking plants can- 
not produce a six months’ volume in six weeks! 





When are all dealers going to realize this? How long must 
the manufacturing end of the business carry all of the re- 
sponsibility for empty shelves in retail stores, and pay the 
heavy penalties therefor? 


| There is a middle ground on which judicious ordering and 
| judicious manufacturing can meet. In the name of wise com- 
mercial progress, let us all reach that ground quickly! 


HENNESSEY, MAXWELL & HENNESSEY 
By Thomas H. Maxwell 


Makers of Women’s Welts that are known 
as the best in our Grades 


Lynn, Mass. 
June 25, 1921. 
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Two Popular Black Kid Oxfords Now In Stock 


READY FOR IMMEDIATE DELIVERY 








STYLE NO. 6954 


Lady Constance Grade Black 

Kid Oxford on No. 68 Last. 

Similar to No. 8425 but carries 

a wider toe and 1% inch heel. 
In Stock—AA to E. 


Price $6.50 Price $5.35 


STYLE No. 8425 


Fine Black Kid Oxford on No. 

168 Last, Narrow Toe, Kid Tip, 

Flexible Welt, 154 Inch Heel. 
In Stock—AAA to D. 











UUEUIAEAIOANNOAI TONAL 


]. J. GROVER’S SONS CO. 


“Soft Shoes for Tender Feet” 


B N N 4 < 
Little pean, te Gentien St. LYNN, MASS. 47 Bae fr 


WI 























BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 








page 222925 2552553592089! 


You will learn authoritatively within the next 
few weeks that Spatwear will be in great de- 
mand this Fall. 


You will want to place your orders early— 
and when you do place them, remember that 
Mr. Whittredge’s personal service in our fac- 
tory means sales value in our product and 


expediency in deliveries. : Thirty-two Years’ Continuous Service 





STANDARD OF THE WORLD 





555855555255055523298224052251i25i5 


C. R. WHITTREDGE & CO. Consult Any Shoe Findings’ Jobber. 
245 Burrill Street Swampscott, Mass. 
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“BRESMACK” 














AHEAD OF THE STYLE CLOCK 





Black Satin Beaded One Strap “RUTHIE” 


BRESNAHAN-MACLAUGHLIN SHOE CO. 














LYNN, MASS. 








Manufacturers of High Grade McKay Shoes for Women 
Boston Office: 183 Essex Street. H. P. Leighton in charge. 

















H. L. BARLASS 
Sales Manager, 
Consolidated 
Shoe Company 
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CHAS. DANIELS 
Who will be in 
charge of ship- 
ping at the new 
Lancaster de- 
partment 








Consolidated Shoe Company Moves In-Stock Department 
to Lancaster, Pa. 


Boston, June 30.—Because 
the remarkable growth in 
business enjoyed by the Con- 
solidated Shoe Company dur- 
ing the last two or three years 
made necessary a_ decided 
enlargement of its in-stock 
facilities and, further, be- 
cause it was evident that bet- 
ter service to customers could 
be given from a department 
located closer to the factories 
producing the shoes, Claude 
H. Daniels, president of the 
company, has decided to move 
the in-stock department from 
Boston to Lancaster, Pa. 


Modern Building Obtained 


A modern, four-story build- 
ing has been acquired which 
will serve hereafter as the 
central distributing point for 
all Footprint shoes. Sales 
Manager H. L. Barlass and 
Charles Daniels, who will be 
in charge of shipping, will be 
established in Lancaster with- 
in a few days, ready for busi- 
ness. There, also, they will 
have the active assistance of 
Kersey Carrigan, treasurer of 
the Quarryville Shoe Company 
and a member of the Consoli- 
dated directorate. Charles 
Daniels is a brother of Claude 


Daniels, the head of the COM. 


pany. 
New Grades Added 


several new grades have been 
added to the Footprint line, 
making it possible for the 
merchant to buy in one place 
all the shoes of this type 
needed to fill the wants of all 
classes of customers. 

This latest move is but one 
of many in a program of in- 
tensive expansion which has 
been planned by this company. 
The headquarters of the com- 
pany will, of course, remain 








TWO NEW STORES OPEN 


Oklahoma City Adds to Its List 
of Up-to-date Stores 


Oklahoma City.—The Senack 
Shoe Store recently opened at 
Oklahoma City, Okla., occupy- 
ing the rear of Harry Katz’ 
women’s wear shop, and is un- 
der the management of O. C. 
Hobart of St. Louis, Mo., an ex- 
perienced retail merchant. The 
gray color scheme is carried 
out effectively, and an attrac- 
tive shop has been created. The 
many display cases artistically 
trimmed are worthy of special 
note. 

The Cinderella Boot Shop, 
exclusive women’s store, has 
just opened at Oklahoma City 
under the management: of Sid 
L. Lazarus. It is in the new 
Criterion Theater building. Al- 
though only a miniature shoe 
store, it is one of high class and 
refinement, carrying the snap- 
piest merchandise and appealing 


In addition to having an : 
P ° Four-story building in Lancaster which will house the 
increased business to care for, Cenectidated Ghee Oo. tn-steels Geparément to the best trade. 
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Costume by Gidding 


Golf Oxford Number Two, Buck With Calf Trimming 


Upham Bros. Shoe Company, Stoughton, Mass. 
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“The Beauty of the Toe” 


HMA 


You can’t see what’s inside of a shoe but it’s 
important that you should insist that the 


manutacturer use the genuine— 


VULCO-UNIT 
BOX TOE 


because it is waterproof and perspiration-proot 


and will not break down or become soft. 


The genuine “VULCO-UNIT”? BOX TOE is made only by the Beckwith Mfg. Co. and is sold 
only by them and their authorized agents as listed here. 


APPARATUS, PROCESS AND PRODUCTS PATENTED 


BECKWITH MANUFACTURING CO. 
111 SUMMER STREET, BOSTON, MASS. 


G, W. Kibby & Co. Oscar F. Wright Co. Geo. A. Springmer Co. 
Chicago, Ill. St. Louis, Mo. Cincinnati, G@hio 
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HAVERHILL AT THE BOSTON SHOW 


LANS are fully matured for the community exhibit by Haverhill shoe manufacturers and accessory concerns 
at the National Shoe and Leather Exposition and Style Show at Boston, July 11-14. The Haverhill section 
in Mechanics Building is of triangular shape, the decorative effects being in natural foliage colors. The section 
is enclosed by a decorated partition four to five feet high, thus separating it from the main hall. There are two 
entrances in order that visitors may be able to circulate freely. The word “Haverhill” appears in electric lights 
over the entrances, surmounted by colored foliage. 












Inside, the booths are uniformly decorated in an attractive color scheme. Two large trees are diagonally 
placed, with profuse foliage effects. A blue canopy simulates the sky. Colored lanterns add to the decorative 
scheme. Divans and chairs are placed for the convenience of visitors. Each exhibitor has an electrically lighted 
sign bearing the firm name, also signs on each side of the booths. On the runway each evening, new shoe styles 
will be shown on the feet of models. Haverhill manufacturers have made elaborate preparations for this commun- 
ity exhibit, which will be in every respect worthy of the high reputation which the city enjoys in the production of 
novelty footwear. 








Following are the Haverhill concerns exhibiting at the Boston Show: 







¢ K. oo ie sc ay & Booman, Co. Hannahsons Shoe Co. 
mery arsha ‘Oo. osquet-Moore Co. ; 

Rickard Shoe Co. J. H. Winchell & Co. a = és 
Claremont Shoe Co. Herman E. Lewis, Inc. - = N ams oe Co. 
Ellis Eddy Co. Witherell & Dobbins Co. (Newburyport) 
Hazen B. Goodrich & Co. Welch, Moss & Feehan John H. Cross, Inc. 






Harrison-Lockwood Co. Civilian Shoe Co. F. W. Mears Co. 
Hopkins & Ellis Collins & Staples Slipper City Wood Heel Co. 


















Jorahcatnnn ath panies at 
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THE TESSIE 


One of the Most Wanted Styles 


No. 2206. Black Kid, Perforated, One 
Strap, Junior Louis Heel, A-C. 


Immediate Delivery 


$6.25 














The Season’s Best Selling Turn Novelties' Ready for Im- 
mediate Delivery. Orders, Coming in Daily, Are 
Shipped at Once. 











What the trade want most can be had 
from us at a moment’s notice. Every 
provision has been made to accommo- 
date all customers. A floor stock has 
been selected from a long line of good 
sellers. By specializing on quick sellers 
we have helped the trade get big busi- 
sis delicate ie a: ie ness. Our prices are down where much 
ated strap and Quarter, Junior Louis Heel, dv. wanted retail profits can be easily ob- 


Pri 6.00 ° e 
a — tained. Put in some H & E shoes and 


watch them go. 








J 
SUN MOR TUE WED Tay Fe) SAT 


No. 125—White Polar Kloth Vincent Pa Strap, " 
No. 10 Last, Full Louis Heel. AA D. See our full line of Turn Novel- 


Pric 95 - P - n 
— ties in the Haverhill section. 


HOPKINS & ELLIS 


HAVERHILL, MASS. 
Boston Office - - 108 Lincoln St. 


No. 130—Black Satin Vincent One Strap, No. 90 
Last, Junior Louis Heel. AA to D...Price $6.00 
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See the new styles in Fox 
Footery at the Haverhill 
Section 


CHICAGO: 

Great Northern Bidg. 
BOSTON: 

54 Lincoln Street 


LER’S SHOP 
OMER’S APPARE 


»OF ATTENTION. 


BTERY IS MOR 
VOMAN’S C 





VING 
SLIPPERS, 


N FOOT 
AIM i 


. 
aQ New vO 
rbridge Butid 
way & 34th Stre 
: Room 63 
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HARTMAN 


The Fastest Growing White 
Shoe House in the United States 


JOBBERS! 


While in Boston look over this line 
of snappy, clean-cut, white canvas 
novelties in both turns and McKays 
—the new styles for 1922 are ready 
—and they're winners—new pat- 
terns—new lasts—new heels—every- 
thing that’s new you'll find reflected 
in this line. 


White Duck Two-Button 
One Strap, Military Heel 


10,000 PAIRS 


A day is our production and we're : 
running to full capacity—YOU’LL : 
FIND US GEARED UP TO MEET 
YOUR EVERY REQUIREMENT 
IN CANVAS NOVELTIES— 


LOOK US OVER AT 
183 ESSEX ST. 


White Duck Oxford 
Military Heel 


0000000000000 00 <p 
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HARTMAN SHOE COMPANY 


HAVERHILL MASS. 


Manufacturers for the Wholesale Trade 








& 
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TWO TONES IN VELVETTA 


Brown Velvetta Calf, One Strap Sandal, with in- 


__serted strap and inlay effect in light contrasting 


color, suggesting many combinations in the pop- 
ular shades. 14/8 Junior Louis Heel. 


“Kimball and Sherman Quality” 


See our line in the 
Haverhill Section 


KIMBALL & SHERMAN (0. 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 


Omaha Representative : 
Culley-Store Shoe Co. 


at eT 2 
Mri 
we % HVAEDLUETTRNEVEEEETUEROUETOUENCVE UO COREOUOCIENCETETICEETCNTEN O77 
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To the Merchant Who Can 
Buy in Case Lots of One 
Width 7 


Here is a shoe that you can retail 
at $7.00 at a good profit. A 
limited amount now ready for 
delivery in B and C widths. 
Full Louis celluloid covered 
heel. 


Order Early! 


Harrison-Lockwood Company 
HAVERHILL, MASS. 
BOSTON OFFICE: 141 LINCOLN STREET Pa. ie 


Haverhill section, 
































WE ARE READY TO SHOW THE SMARTEST 
LINE OF SHOE TRIMMINGS ON THE MARKET 


We are originators, not copyists. Our 
novelties are actually new. Every shoe 
manufacturer who wants the best in shoe 
trimmings should write for samples and 
prices. Now is the time to get in touch 
with us. 


D. T. Dudley & Company 


66 Washington Street Haverhill, Mass. 
(Established 1873) 
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SEE 
HER SMILE! 


She Wi cars 
Collins & Staples Slippers 


They’re black satin one strap. 
Carry 14-8 Junior Louis Heels. 
Solid sole leather counters and 
shanks. After July 15 we will 
have this shoe in stock. 


Number 160. Widths A to C. 
Sizes 24 to 8. Price $4.60, 
less 5% ten days. 


Order now to insure prompt de- 
livery. Let us hear from you. 


COLLINS & STAPLES 


Haverhill, Mass. 


Boston Office: 183 Essex Street, Room 306 


Address All Communications to the Factory at Haverhill. 














: 
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| VE <(COMFORT SHOE 55x 


i 


| YOU WILL FIND OUR SHOES 





= 





“18 





ei 











Wh be enon kame rome es 





In any prevailing kid or fabric. Dull kid or satin. Beaded straps. Full Louis Heel. 
Full Louis Heel. 17/8 or 14/8. 


THE LATCH-STRING IS ALWAYS OUT AT OUR 
BOSTON OFFICE OR FACTORY. SELLING OUR 
“NU-TIPE” SHOES WILL BE A PROFITABLE 
EXPERIENCE IN SHOE MERCHANDISING. 


~ 





— 


Ua 





fal 















KNIGHTS-ALLEN CO., Inc. 

















J. GEORGE KNIGHTS (BOSTON OFFICE, 207 


) 
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~ ON EVERY “MAIN STREET” 


TE 
} eee 


Fine Vici Kid Polish. Fine Vici Kid Oxford. 
14/8 Semi Dress Heel. Leather or Rubber Heel. 


OUR NOVELTIES ARE JUST AS STRONG SELL- 


ERS AS OUR STAPLES. TOGETHER YOU 
HAVE AN UNBEATABLE COMBINATION. 
THEY COST A LITTLE MORE—A GLANCE 


TELLS WHY. 


HAVERHILL, 


ESSEX STREET) J. WALLACE ALLEN 


fm fe 
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Shoe Ornaments 

















Our line of novelty rhinestone buttons 
in silver, gold and jet finishes will add 
beauty to those strap shoes. They are 
easily substituted for the old ones. 


“Dalco” beaded tongues and _ straps 
are the latest in novelty effects. They are 
quickly and easily applied to the shoes, 
transforming them into salable and attrac- 


tive styles. 


Send for samples at once or see our line at 
our Boston Salesroom. - 


3540 
Beaded Tongue 


THE DALRYMPLE-PULSIFER COMPANY 


Manufacturers of Shoe Ornaments for World Trade 


Haverhill Massachusetts Boston Salesroom, 59 Lincoln St., Corner of Essex 
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One of our. latest 


novelties— 
A worthy member of the E & M Line of 


Quality, “Anita” patent turn, two-strap 
on our new 83 last 334 inch vamp. 16/8 
finished full Louis heel. 











JULY 
SUN MOR TUE WED Tau FR. Sad 


See the E. & M. Line 
in the Haverhill Section 


WOMAN’S TURN BOW WOMAN’S TURN ONE 
PUMP TRAP 


Made in our Kingston factory Made in our Kingston factory 


Emery & Marshall Co. 


Haverhill, Mass. 


CHARLES L. MARKS WARREN H. TUCKER 

Eastern City Trade and on ngage ay i 

Southern Territory with J. B. LAUGHLIN ce at ssex St., ston 
New York Throughout the Middle West LARRIE H. SASS 

1008 Marbridge Building On the Pacific Coast 


























BOOT AND SHOE RECORDER 



































Zion City Mercantile Inst. 
Salt Lake City Utab 
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F. P Kirkend 
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No retailer of women’s welt and turn footwear need go un- 
covered with so many agencies working closely with us to see 
that the trade is supplied. This field service is augmented 
by a factory service that occupies the most modern factory 
in Haverhill and has every facility for the manufacturer of 
shoes possessing inherent service qualities and outwardly 
revealing the most advanced ideas of fashion. We believe it 
will be found beneficial by many dealers, not now merchandis- 
ing W. & D. styles, to sample them at their first opportunity. 





Graham Brown Shoe C 
Dallas ™ Terss P 
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Harper & Kirschten Shoe Co. 
Chicago Ill. 
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Smith-Herrick Co. 
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A brown calf—welt-oxford. Imitation 
wing tip. White Ivory slip sole. Half 


rubber heel. 
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ANNA 


SUMMER 
one STOCK 


IMITATION TURNS —- WHITE CANVAS 
READY 70 SHIP | 


The season’s best novelty sellers at one price 


$2.00 $2.00 





No. B-160 


No. B-170—White Canvas Imit. Turn, 
1 5 oe Half LXV Heel, 2% t° $5.00 No. B-165—White Canvas Imit. Zura. 


No. B-160—White Canvas Imit. Turn, 3 pon rap. Baby LXV Heel. 
2 Butt. x Strap, Half LXV Heel ab 2% nd D 
c, D 


No. B-375 


No. B-375—White Canvas Imitation No. RB-265—wWhite Canvas Imit. Ture. No. B-175—White ~ a Imit. we 
Turn Oxford, Imit. Stitehed Tip, Military 2 Butt. 1 Strap, Mil. Heel. 8. 2 Strap, Military Heel. t 
Heel. 2% to 8. C and D $2.00 > and D $2.00 a D 


No Samples—Minimum Orders One Dozen Pairs—Terms 2%—10 Days. 
Be Sure and See the Hannahsons’ Exhibit— 


HANNAHSONS SHOE CO. 


35 WINGATE ST.. HAVERHILL,MASS. 
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NOVELTIES 
IN-STOCK 


TURNS — BLACK SATIN ano WHITE CANVAS 
READY 7O SHIP 


Values that can’t be duplicated. 


| 
N 
3 
T 
O 
. 
K 
! 


No Samples—Minimum Orders One Dozen Pairs—Terms 2%—10 Days. 
Haverhill Section, Mechanics Hall, Boston, July 11-14 


HANNAHSONS SHOE CO. 


35 WINGATE ST. HAVERHILL,MASS, 
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TWO EXCLUSIVE NOVELTIES 
IN OUR FAMOUS LINE OF 


MEN’S SLIPPERS 


MADE ON ORDER — NOT IN STOCK 





MEN’S OPERA 
of Genuine Sharkskin 


MEN’S TUDORS ONE-STRAP 


Patent Chrome Dancing Pump. 
(Original with us.) * (Shown only in our line.) 


Our complete line of Men’s Slippers and Women’s High Grade 
Trion Novelties will be on view at our booth in the Haverhill Sec- 
tion at the Boston Exhibition and Style Show. 


Your careful inspection is invited. 


HAZEN B. GOODRICH & CO. 


HAVERHILL, MASS. 





BOREL TSS TSS SUS SSs OSSESES a ssc 











Comfort Boudoirs and Ballets In Stock nines OT 20 


1. 
‘Quilted Sock. Low 
Heel. 





Immediate Shipments 












VICI KID BALLET 
Child’s, 8%-11. ras 40 
Misses’, 1144-2 1.45 
Growing Girls’ 

BUN cecccccses 1.50 






ve Oxford. Misses’, 
BO sccnese 1. 


ieaine Girls’, 2%-6, 
$1.50 


WE CAN FURNISH WHITE CARY AS AND 
SATINS IN PUMPS AND STRAP 


Women’s Whole 

7 5 oT ioe. 
u r Hee 

Bright Cab. 

$2.50 ow eel. 

Price ...91.65 





Comfort Blu. Oxford 1- 8 
Rubber Heel .. 82.25 


Also 2, 3 Strap Sandals, High and Low Heels. All Turn Sewed and Fine Bright Cab. Terms 2 per cent 
10 days, net 30. 


The Bay State Slipper Co. Haverhill, Mass. 
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THE “ADAMS” 


HIGH GRADE QUALITY SHOE: 
A Super-Style Line of Women’s Turns 


No. 3321 








Black Satin Turn One Strap. Beautiful de- 
sign on vamp in steel beads. Strap ornamen- 
tation also in steel beads. Carries full Louis 
heel. Can be had also with Baby Louis heel. 
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NMOTOMOMOTOM 


OF 
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Boston Office—215 Essex St. 


Our full line will be shown in the Haverhill 
Section, Boston Style Show. Come and see 


the ‘‘ADAMS”’ novelties. 








F. E. ADAMS SHOE CO. 


NEWBURYPORT, MASS. 


New York Office—Marbridge Bldg., Room 433 
Address All Mail to Newburyport, Mass. 
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Black Satin 3 Strap Gray Silk 
Stitched New Stage Last 17/8 
French Heel 


Our complete line will be shown in the Haverhill Section at the 
Style Show 


” Plsvermm,Mass. 
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The Lorette 


Patent vamp, satin 
quarter Spanish 
Louis heel on the 
new French last. 




















“A T your Service” in our new daylight fac- 
tory in one of the biggest shoe centers in 


the country. 


We have doubled our production capacity but 
we will supply the trade with the same carefully 
made women’s turns that we produced in our 


more limited quarters. 


We are proud of the rapid growth of our busi- 
ness for it reflects the merit and character of our 


shoes. 


Wholesale Trade Exclusively, 
or Volume Buyers. 


Tessier and BoWwdoin 


172 Washington Street, Haverhill, Mass. 





Boston Office, 183 Essex Street 
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NATIONALLY ADVERTISED 
Manning “MEADOW BROOK” White Shoes 


“UNICO” FELT FOOTWEAR 


will be exhibited at the Shoe Exposition, Mechanics’ Hall, 
Boston, July 11-14. 


SPACE U, HAVERHILL SECTION 


We have just taken over the factory at Haverhill, formerly 
occupied by H. E. Guptill which gives us large additional 


space. 


Visiting dealers are most cordially invited to call and 
inspect samples which will tell why it is constantly neces- 
sary for us to-increase production to meet the demand for 


our merchandise. 


Please remember that our salesmen cover the country 
and we will be pleased to have one call on your request. 


OUTING SHOE COMPANY 


HAVERHILL BOSTON WORCESTER 


Boston Office, Salesrooms and Stock Department 


530 ATLANTIC AVENUE 











July 9, 1921 























EESEEESESESECEIESESEESESESEEEECESITESE RECESS SSSECSSES EEE Ses sassesgensssssa ssessensensessensensansaesaesssasassassassessesesassesssessassessessesseneensanssseasteetetis 











July 9, 1921 


BOOT AND SHOE RECORDER 


137 


























Ik, 











STYLEFUL TURN SHOES 


= 





5 afin oe 


A new pattern two strap, made from 
THAYER, FOSS COMPANY’S 
PARAMOUNT PATENT LEATHER 
shown at Booths Nos. 65 and 66, Boston Style Show. 
The shoe is stitched in white silk, perforations inlaid 
with white kid. Carries full Louis Heel. 
Can be retailed from $9 to $11 
Our complete line will be displayed in the Haverhill 
Section of the National Shoe and Leather Exposition and 
Style Show. 





ELLIS - EDDY COMPANY 


Shoemakers 


HAVERHILL, MASS. 
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The NEW Colors for Fall 


YEA 6 = attain their highest degree of richness and beauty in 
sears the skillfully tanned and fine textured * ‘SUNPRU” 
} SHADES of 


BROWN’S CALFSKINS 


At the NATIONAL SHOE AND LEATHER EXPOSITION and STYLE 
SHOW, BOSTON, MASS., SPACE 130, JULY 11th to 14th 


We will exhibit all the popular and Newe st Creatio 8 TENE COLPSRS 
IN COLORS, BLACK a nd OOZE. Sample Cuttings S Sieka n Request. 


C. D. BROWN & CO., Inc. 


EXECUTIVE OFFICE AND FACTORY 


BOSTON 50 SOUTH ST. 


nih, ati 


IN STOCK LIMITED STOCK OF 
WHITE KID SHOES 


IMMEDIATE DELIVERY 









SPECIAL VALUE 





Good Cabretta 
McKay 


$ | 20 


NET No. 28—White Kid one-strap turn sole. 


Full Louis Heel, widths AA to C. 


on Price $3.75 
CASS LOTS CHLT——5S No. 29—Same _ above —_ Louis Heel. 
i 3. 
A REAL SHOE AT A REAL PRICE No. 30—White Eve Cloth one eyelet tie. 


Turn Sole, Full Louis Heel. 


B 4-8, C 4-8, Net 30 days. Price $1.25 
Sele Slipper Co. atte 
NEWTON SHOE CO. 


129 DUANE STREET NEW YORK HAVERHILL, MASS. 
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A complete and authoritative 
showing of latest Fall and 
Winter models in ‘Footwear 
for Gentlemen— 


as manufactured by 


French, Shriner and Urner 


wall be on display at 


Booth 176 


National Shoe and Leather 
Exposition and Style Show 


Boston, July 11 to 14 


Factory and Salesrooms 


63 Melcher St., Boston 
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Welcome to 140-144 
“The King of Jobs” 


cordially invites all visiting shoemen in the Boston Market to 
call at our new business home during their stay in this vicinity. 


In all the twenty-five years of our business life there has never 
been a time when we were so well prepared and equipped to 
serve you and save you in liberal terms. 


Saving Our Customers 15% to 30% is Our Specialty 


and we number 
among our patrons 
most of the largest 
retail and wholesale 
houses from coast to 
coast. 


Old friends and new 
—we welcome you 
all, and assure you 
that we will make 
your call both inter- 
esting and profitable. 





L. ROSENBERG 


S. ROSENBERG 


S. ROSENBERG & SON 


‘‘King of Jobs ’’ 
140-144 ESSEX ST. BOSTON, MASS. 











eT 
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Essex St. 


Some Typical 
Bargains 


Men’s tan English bals. Grain leather 
inner sole, leather top facing. 


With rubber heel...... $2.35 
With leather heel...... $2.25 


Sizes 6-9, 6-10, 6-11. 


four pair case lots only. 


Sold twenty- 


Men’s black vici arch support bluchers. 
Cushion inner sole, orthopedic heel, 
Goodyear welt. Price $2.50. Sizes 
6-10, D or E wide. Sold twenty-four 


pair case lots only. 


Men’s white tennis oxfords. White 
sole with solid rubber heel. E:s-Ki-Mo 
brand. Made to sell for $1.80. Sizes 
6-9, 6-10, 6-11. Sold twenty-four 


pair case lots only. Price 85 cents. 


Men’s tan welt blucher oxford. Grain 
leather inner soles. Sizes 6-9, 6-10, 


6-11. Price $1.85. Sold twenty-four 


pair case lots only. 


Same in black. Price $1.65. 


Boys’ gun metal McKay bluchers. 
Solid leather outer soles. A real bar- 


gain. Sizes 1-5, I-2. Price $1.40. 


Sold twenty-four pair case lots only. 


Women’s gun metal McKay lace ox- 
fords. Military heel. Sizes 3-7 and 
3-8. Price $1.20. Sold thirty-six pair 


case lots only. 
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New Home Now Occupied by S. Rosenberg & Son, 
140-144 Essex Street 











Boys’ tan English bals. Goodyear 
welt. Strictly solid. Made by one 
of our best manufacturers. Sizes 24- 


51. Price $2.50. 


Same in youths’ $2.35; same little 
gents wide toe, $2.10. Sold thirty- 


six pair case lots only. 
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Thisis No. 1141 
Made in sizes one 
Y-V2-54-%-1 In. 


Women Respond Easily 
To Style Appeal, But 
Men Must be Shown. 











“ANCHOR BRAND” BUCKLES 
BREAK DOWN ALL PREJUDICE 








Commonplace arguments will not persuade 
men to abandon their conventional footwear in 
favor of more stylish modes. 

Buckles are seen first, hence good judgement 
should be used in their selection by shoe man- 
ufacturers, thereby adding momentum to the 
campaign for making men’s shoes attractive and 
pleasing to the eye as well as the feet. To 
purchase buckles carelessly is to handicap deal- 
ers who distribute footwear. 

We manufacture an extensive line of buck- 
les for men’s shoes at attractive prices. They 
are made in latest designs, standard sizes and 
finishes, and sold by leading jobbers throughout 
United States and Canada. 

Upon request samples with prices will be 
mailed without charge, and we shall welcome 
the opportunity of serving you. 


NORTH & JUDD 
MANUFACTURING CO. 
NEW BRITAIN, CONNECTICUT. 


227 

















REPCO—your customers want it 


 * Sedan is a liquid enamel which restores the 


new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 


Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 
Havana brown. 


For sale by Shoe Findings Jobbers. Better order 
some today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York — 
United Shoe Repairing Machine Company, Boston 
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ONE MORE TALKING POINT 


*‘Madame, these slippers will not stain your stockings’’ 


SLIP INSOLES 


KENDEX Slip Insoles 


will not bunch, crack 
or curl. Packed one 
dozen pairs assorted 
sizes. Order a sample 
lot at once. 


Practically all large 
rubber companies use 
Kendex Insoles, among 
which are the follow- 
ing: 

Hood Rubber Co., 
Watertown, Mass.; Bea- 
con Falls Rubber Shoe 
Co., N. Y.; Canadian 
Consolidated Rubber 
Co., Ltd., Montreal; 
The Northern Rubber 
Co., Ltd., Guelph, Ont.; 
Ames Holden Me- 
Cready, Ltd., Montreal. 


—— 


When a dealer mentions KENDEX INSOLES he 
has another talking point with which to close a 
sale. 


Regarding a KENDEXED slipper he can say: 
‘‘Madame, these slippers have a moisture proof, 
non-stain insole called KENDEX which is very 
flexible. If you could look at this insole through 
a microscope, you would see thousands of mi- 
nute holes. These holes allow the feet to breathe, 
dry the natural perspiration and eliminate sting- 
ing and burning of the feet. This will make these 
slippers ideal for dancing.” 


In other words, KENDEX increases the desirabil- 
ity of your footwear. Ask the shoe salesman if he 
has KENDEX in his sample line. If you would like 
to see and feel a piece of KENDEX, we will gladly 
send you some. 


-2 


Kenworthy Brothers Company 
Stoughton , Mass. 


-4/so 


Menworthy Brothers ; Canada Lt, St Johns, F. Q. 
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There is only one 


VICI KID 


There never has been 
any other 
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We want every shoe and leather 
man to realize that VICI and 
FOERDERER are an inseparably 


interwoven business fabric. 


As maintainers of the reputation 
of VICI and FOERDERER we 
must and will maintain VICI 
quality and improve it if possible. 


Robert H. F oerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia - - - Pennsylvania 
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The 
| | First National Bank 
_of Boston 





Transacts commercial banking business of 
every nature. 


Make It Your New England Bank 





Capital, Surplus and Profits 


$37,500,000 
















Ladies’ Fancy Ball Strap Oxfords 
Cie pilinen 


SPECIAL. , 
" High Grade Shoe 25 a) 


| STOCK No. 414 


IN STOCK 


PRICE $5.75 


Barnet’s 33 light shade of Tan 
Russia Calf. Widths AAA 
to D. 


























| 








WHITMAN & KEITH COMPANY 


DESIGNERS AND MAKERS OF MEN’S AND WOMEN’S FINE SHOES | 


Brockton (Campello Station), Mass. 
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SCHERER 


FLOWER CIT. 


44 


J 
HATA 


© Nnailes heller shoes 








Nothing can help more to give your 
customers a quality impression of 
your shoes than to have them made 


of Scherer’s Flower City Kid. 














In future selling much will depend 


| 
SEA GULL GREY | on first impressions. Make your HAVANA BROWN 
No. 23 | customers enthusiastic at the start No. 10 
LUE a 9 oaks 
= =" am | by giving them Scherer’s Kid in your — 
BELGIAN BLUE | shoes. BEAUTY BROWN 
o. o. 
MAPLE _— | — 
o. o. 18 
| Oscar Scherer & Bro., Jnc. venen cana 


No. 3 


BRONZE No. 34 


BOOZIE BLUE 
o. 38 


29 SPRUCE STREET, N. Y. 
FACTORY, NEWARK, N. J. 


Originators of end Leaders in Fancy Colored Kid 


WINE No. 6 
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TO OUR FRIENDS 


ARTHUR and ABE H. SACHS are now in business for 
themselves, with a new running factory, making a full 
line of 


Felt and Satin Novelty Slippers 


' See Our Lines at the 
HOTEL ESSEX ABE and ARTHUR SACHS 
fogs BR pe ve > 2. 0) | > rr S. WEINBERG 


SACHS BROS. FELT SHOE CO. 


Manufacturers of 


FELT AND SATIN SLIPPERS 
508-510 Broome Street 








USMC CORK INSOLES 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery Corporation - - Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. . - Boston 
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Reg. VS.Pat. Orfice 


Hosiery 


For Immediate Delivery 


An attractive assortment of imported mercerized 
lace hose. Exact reproductions in finest lisle of 
French silk lace hose which sells at $25.00 per pair. 

The patterns vary from neat ankle clocks to elabo- 
rate all over designs as shown above. A favorite 
style comes in a net background with a floral design 
on the ankle. 

In all the popular colors. 


Priced at $12.50 and $13.50 per Doz. 


Emery 6 Beers Company, inc. 
Broadway at 24th Street New York 
Dept. P. 

Chicago Philadelphia Boston Buffalo San Francisco 
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Buyers’ Easy Reference Directory 









Attractive, 
of buck, deer or elk. 
infants. Plain or Fancy. 


‘ tinuous service. Factory running to capacity. 
| catalogs and price list sent at your request. 


J. 
133 Middle Street 








Prompt shipment of large orders as well as small. 


Style 


A WANNALANCIT MOCCASIN 


long-wearing slipper for home comfort. 
Sizes for men, women, children and 


Made 


Con- 
Interesting 


S. TURNER MANUFACTURING CO. 
Lowell, Mass., U. S. A. 





ss. ss 2 ee ee ee ee eee eee eee ee ae ee 








F 


A Scientifically 
Constructed Shoe 








veloper is made under 
field. 


better. Lon 
and perfect 
them little 
builders. For 
deliveries, 

Brockton 2133. 


BURKLEY 
SHOE CO. 


VENTILATIONS 
PATENTED 





The Burkley Ventilated Foot De- 
i the sanction 
of prominent men in the medical 
The growing foot of the 
child could be fitted with nothing 
wear 
it make 
sales 
uick 
phone 


1156 No, Main St. 











LEACH 


k SHOES 





JOBBERS ONLY EESECUSSRSRSRRRERRCER TREE EE 








2 to 5, 3 to 8, 5 to 8 


In 72 Pair Lots 


Tt ae eae nae 


| 
| 


E. F. LEACH 


Lj UERAEGEGSCRRERREERRGREEREGRGRER EERE! 


Ready for Quick Shipment 


Write or Wire to Factory 


PATENT LEATHER MARY JANES 


184 Market St., Lynn, Mass. 


rORRERORASRURORREROGRERORRRRRRERGROREOED! 
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pared, everlasting. 


High Leaves Pot Pot 


ers, Plants, Vines, Garlands, Hang- 
ing Baskets, etc., will be mailed 
FREE FOR THE ASKING. 
FRANK NETSCHERT 
No. 61 Barclay St. é New York, N. Y. 


32767-10—Palm Plant, natural pre- 


Inches Palm With Without 


32767-4 24 4 $1.10 
382767-5 30 5 1.25 
32767-7 42 7 2.50 
32767-10 48 10 8.00 2.50 


My ILLUSTRATED CATALOGUB 
No. 32, containing Decorative Flow- 




















I 
i 
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Cab Boudoirs— 
Black 
Red 





Kid Ballets— 


Ohilds’ 8%-11 ........81.40 
Misses’ 11%-2 ....... 1.45 
eccccccce 1.50 


Girl’s 2%-7 


10 days. 


Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 


Terms 2% 








IN STOCK 


Orders Shipped Same Day 
Received 
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IN STOCK! 





Patent Leather, Gun Metal, 
and Tan Calf, 
2-5..... $1.30 5-8..... $1.55 
White Nubuck 
2-5..... $1.35 5-8..... $1.60 
White Canvas 
2-5..... $1.05 5-8..... $1.25 
Sturdy little shoes of real merit. Made with choice 
leather quarter linings and counter. uipped with 


tough yet flexible 8 iron sole. Other styles in stock 
2-11. Your trial order opens the way to new business. 
Send for stock list. 


JAQUES & CLEMENT 
Haverhill, Mass. Boston Office, 215 Essex St. 


sCUREEDOGUEESROGRERERCODEREERECORCEOREREREOEORECRERROORRROEE 








(UOURCRRSGRORSERGCRASOLGRRSSROGTRASSERORERESASUCRORGHRGSRRORRCROCR ERAGE SERRHRREC GRRE EERSTE: 




















SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 


] 


Kistler, Lesh & Co. 
















832 Summer St. 


St. Marys Mt. Jewett Burke Muskegon 
Boston, Mass. 












FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 

















July 9, 1921 BOOT AND SHOE RECORDER 





This Symbol Stands for Service 


in Shoes 


AN; 
por & SHOE 
WORKERS UNION 


UNIO AMP 














Factory 


The man admitted to the councils of the Boot and Shoe 
Workers’ Union is a competent artisan. - As a result 
of our standards relating to the craft, members of this 
Union are skilled workmen. 


Their production is always intelligently made, and, as 
a mark of distinction assuring retailer and public of 
the footwear’s merit, the stamp of our Union is affixed. 


Whether your patronage includes a percentage of the 
industrial class or not, it is good business for you to de- 
mand the trade-mark of the Boot and Shoe Workers’ 
Union on your stock, because it is a guarantee of good 
making and selling conditions. as 


Boot and Shoe Workers’ Union 


246 SUMMER ST., BOSTON, MASS. 


COLLIS LOVELY CHAS. L. BAINE 


Gen’! Pres. Gen’l Sec.-Treas. 


eR 
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SS Sed tr 
fer Women 








ORDER NOW 
Get Early Shipments 
For FALL 


Be prepared to show your trade the newest crea- 
tions early in the season. They will stimulate 
your sales—and bring you good profits. 








You may depend upon the stability of the styles me Metal | 

ag ay or Russia Calf 
we are showing in this advertisement. Note the : i ‘ 
popular prices and remember the sterling reputa- : 
tion of our house for making 


Smart Footwear 
for Women 


These numbers will be ready for early fall delivery. 








Descriptions 
No. 354 


Six Eyelet Lace Oxford, Welt 108 Last, 
One Inch Heel 


In Gunmetal Calf 
In Grade A Russia Calf 
In Grade B Russia Calf 


In Patent Colt 
Imitation Ball Strap, 10c Extra 


New York Chicago 
437 Marbridge Bldg. 304 Lees Bldg. | Patent Colt 


with plain Tip 


_ 


- The HOLTERS COMPANY 
\ Cincinnati, Ohio. 

















Imitation Ball Strap ea 





July 9, 1921 


chert re 


News in 


ULI iti 


BIG RETAIL MEETING HELD 


Last Until Fall—Report on Spring 
Colors Made By John Slater 


An enthusiastic membership meet- 
ing and dinner closed the activities 
for the summer of the Retail Shoe 
Dealers’ Association of New York on 
the night of June 21 at Offer’s Res- 
taurant, Thirty-Eighth Street and 
Sixth Avenue. The meeting was the 
largest the association has held this 
year, and brought out a larger gather- 
ing of retail merchants than any event 
for months, with the exception of the 
allied shoe dinner here last winter. 

The dinner meeting was devised 
primarily to stimulate interest in the 
association, which has begun an in- 
tensive membership campaign. As 
various speakers at the meeting 
pointed out, it is a lamentable fact 
that the New York association is so 
small with about 4000 retail shoe 
dealers in the city on which to draw. 
Twenty-four new members were added 
to the roster, following able addresses 
by President Percy Hart, John Slater, 
B. F. Lippold, Arthur Josephs, James 
E. Meade, Louis E. Edelstein, John 
Laycock of Hanan & Son, Percy Hut- 
chinson of Franklin Simon & Com- 
pany and Captain Eddie Perlberg. 


WHITES SELLING BEST 
Demand for Men’s Shoes Not Yet 
Strong Enough to Warrant 
Optimism 

With the arrival of more seasonable 
temperatures, most all Rhode Island 
merchants say that white goods have 
finally come into real demand with 
all stores doing a good business in 
the feminine line. Men’s white shoe 
business is lagging, although this is 
usual until July when the vacation 
season starts. Many believe, how- 
ever, it will be a banner 1921 white 
season. 


Store Observes Anniversary 
Jordan’s department store on Wey- 
bosset street, observed the first anni- 
versary of its establishment recently. 
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New York 


Spring to See Color Riot 


John Slater gave the report of the 
allied color committee on spring col- 
ors. Mr. Slater was a representative 
of the retail merchants at the meeting 
at the color card association headquar- 
ters recently when the spring 1922 
colors were selected. He advised the 
members that the spring season was 
going to be a “riot of color.” 

Mention was made at the meeting 
of the association’s monthly publica- 
tion, “Shoes,” under the direction of 
Mr. Lippold, field secretary of the or- 
ganization. The paper, it was stated, 
is being financed by the association, 
but is expected to be placed on a self- 
supporting basis through advertising 
in the near future. The June issue is 
being distributed now, and contains 
among other things of interest, a com- 
prehensive article on stock control as 
used in the Cammeyer store. 

It was decided that the association 
will hold four evening dinner meet- 
ings a year from now on. Activities 
will be suspended through July and 
August, but will be resumed early in 
September with another dinner meet- 
ing. 

During the dinner a musical pro- 
gram was rendered by the Cammeyer 
Jazz Orchestra composed of Messrs. 


Providence 


It is one of the most successful new 
stores in Providence and has built up 
a large following. Manager Chester 
of the shoe department says business 
is holding its own. 


Ads on Women’s Line 


The local See-Kay store at 207 
Weybosset street, has added a com- 
plete line of women’s shoes, a purely 
five dollar proposition, to their stock 
of popular price men’s shoes. Man- 
ager F. J. Fowler has already turned 
his new line for his first month, and 
reports business in general as being 
fair. 


Imported Silk Hosiery Sells Well 
“Pretty Nifty” silk hosiery for 
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Gregoire, Gillson, Davis, Cohn and 
Silverstein, and several songs were 
sung by Messrs. Houle and Whitcomb 
of the J. & J. Slater store. 


Cammeyer Employees Hold Outing 


The annual outing of employees of 
the three Cammeyer stores will be 
held on July 9 at the Chateau Laurier, 
City Island. A program of games, 


. dancing and other events has been ar- 


ranged. The committee on games 
consists of Mr. Sweeney, Miss Bixler 
and Miss Pasch, of the Thirty-Fourth 
Street store, Mr. Adler of the New- 
ark store and Mr. Walhan of the 
Fifth Avenue store. A baseball game 
in which the Thirty-Fourth Street 
store will oppose a team composed of 
members of the Newark and Fifth 
Avenue store organizations has been 
arranged. 


Slater Ball Team Leads 


The J. & J. Slater baseball team is 
in a fair way to claim the retail shoe 
baseball championship of this city. 
After defeating the Cammeyer team 
a short time ago, the Slater team took 
the team of Henning, Inc., into camp 
on Sunday, June 19, defeating the 
Henning outfit by a score of 35 to 6. 


women is making somewhat of a 
stir here at the shoe store of Thomas 
F. Pierce and Son. Imported scotch 
double knit spun silk sport hosiery for 
women, in novelty patterns of varied 
colors is the very latest offering, at 
prices of $12, $18, $22. Manager 
John A. Quinn -says that this high- 
grade hosiery is going exceptionally 
well. 


Business Section Torn Up—Merchants 
Complain 


The business section of lower West- 
minster Street at Turks Head corner 
has been torn up for the last few 
weeks, due to the laying of a new 
cobblestone street. Several mer- 
chants have complained about the 
street being roped off to the public. 











Where to Buy 


Women’s Shoes 

















BOUDOIRS IN STOCK 
No. 202— 





Westcott Whitmore Co., Syracuse, N. Y. 








BOUDOIRS AND BALLETS IN STOCK 
to) Fine Chevrita Kid Hand 
Turned Boudoirs, Quilted 
Sock. Black 


2% to8. Wom- 

2 ten se 

ts. 

Bench Sewed Turns. size $1.60. 





> ® 2% to 7. 
Same in Misses’ 11% to 2,.$1 %o: 5% 10 days. 
SALEM SHOE CO., Salem, New Hampshire 











COLLINS & STAPLES 
Makers of 


Head Turned Low Cots 
ancy straps 20) 
Sala leathers. _—— 


verhill, M 
183 Besex 8¢., Boston 


BLEECKER STYLES 
Are the last word in footwear 
for stylish women 
Hii AMD Reade £0 SOE ru 
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BOUDOIR , 
SLIPPERS 4 





sizes or case Prices, 
1.65. Terms, 5%10 days, net 30. 
ILVER SHOE . 
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in Medium and 
IGH GRADE 


a8 
dll styles made of Dome 


Imported Satin Brocadesand Metal Cloth. 


$220 per pairandup 


west MQGUSTIN Co 


ANY TYPE RE. 
OF A SHOE : 


In Men’s Fine Goodyear Welts 
Making special and difficult styles cf shoes is our 
special y. Let us solve your prob’ems. See samples 
a. Esex Hotel, Poston, July 5 to 15. 


NEW YORK 














Brockton, Mass. 


CRAIG-REEY & EMERSON, INC. | 
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Cleveland 


STEADY GAINS RECORDED 
Business Grows Better as Weather 
Grows Warmer 


Warm weather with a humid atmos- 
phere made the week ending June 25, 
a particularly good one for white 
shoes and all models that were made 
for summer wear. During each week 
in June, business has increased in 
summer models. The first week 
started off with a brisk demand; the 
second was better and the third 
eclipsed records made in either of the 
two preceding weeks of month. 

Women have been the best buyers 
of the lighter models, although the 
demand on the men’s side of shoe 
stores has been fairly good, and prac- 
tically equal to the normal. 

At this time predictions-made four 
and five weeks ago that the summer 
of 1921 would be a banner season for 
sports and white oxfords look mighty 
good. Merchants in the downtown 
section are not only satisfied with the 
way things are going, but they are be- 
ginning to be sorry that they didn’t 
buy white oxfords and sports, espe- 
cially models in black and white color 
combinations at an earlier date. 

Outing Shoes Going Strong 

Tennis shoes have been in good de- 
mand, especially for women and chil- 
dren, in the last week. Models that 
are suitable for outings and camping 
trips have stepped forward into the 
limelight in the last week, and all 
stores visited reported brisk demands 
for them. 

The Fourth of July always was a 
great day for visiting and outings, 
and since the dangerous firecracker 
has been eliminated from programs, 
and set programs are not nearly so 
numerous, more and more people have 
taken to spending the day quietly in 
the woods, or in camping places along 
the lakes. This change is responsible 
for a growing demand for suitable 
shoes for such wear. 


THE SIX MONTHS’ RECORD 
Not Far Behind Normal, Declare Most 
Merchants 


The record for the first six months 
business in the present year has about 
been written. No matter what is 


done or what happens in the next few 
days after June 25, there will be no 
change on the books of the merchants. 
Men interviewed on the subject of 
volume of business in the six months 
about to end declare they are satisfied 
with results, and many asserted that 
their expectations were exceeded. 

During the first three months of the 
year, sales of high shoes went along 
satisfactorily. While the demand for 
them was not quite what it is under 
normal conditions, yet there was a 
volume of business in low shoes, espe- 
cially oxfords, that more than made 
up for the condition prevailing in the 
local high shoe market. 

The weather during the first three 
months was mild—the mildest Cleve- 
land has experienced in years. Then 
in addition the golosh was quite popu- 
lar, and this helped also to hold down 
sales of high shoes. It was the prac- 
tice to purchase goloshes and then 
oxfords, the two making a pretty com- 
fortable combination for mild winter. 
The goloshes kept the foot warm on 
the outside, while the oxfords were 
very comfortable inside. 

Through March and April and the 
greater part of May, the demand for 
low shoes, oxfords and pumps con- 
tinued unabated. Customers began 
to ask for white shoes and other 
summer models the middle of May, 
and that operated to cut short the 
season for spring shoes. But no mer- 
chant interviewed would say that the 
year’s business in leather oxfords and 
pumps had not been satisfactory. 


The Fate of Goloshes 


Merchants have commenced to 
speculate on what is to happen to the 
golosh next winter. There was a 
slight decline in the volume of busi- 
ness in the rubber model last winter, 
but there also was an extremely mild 
winter. Merchants are divided on the 
proposition of what is to happen to 
the golosh. Some maintain that 
with severe season, the golosh will 
reign again with all its old power, 
while others insist that the model has 
had its day, and it will fall before the 
perennial desire of the consumer for 
a change. The last class of mer- 
chants appear to be the more numer- 


ous. 


Butfalo 


FEW NEW STYLES NOTED 
Merchants Waiting Until Boston Style 
Show Before Placing Orders for 
Fall Novelties 


Boston retail shoe merchants are 
showing few new styles these days. 
The reasons are two in number—first, 
because the sale of white shoes and 
sport shoes in general is keeping them 


plentifully supplied with business; 
and, second, because manufacturers 
have offered nothing new of late, pre- 
ferring to reserve until the Boston 
style show any new models which they 
may have up their sleeves. 

Women, as is natural, are buying 
whites more freely than men, although 
sales to the male sex are not lagging 
as much as they have been in the near 
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past. Men, however, are paying more 
attention to oxfords in black or tan 
and are apparently willing to pay 
prices ranging from $7 to $12, and 
even as high as $14, for the privilege 
of wearing some of the newer pat- 
terns. Of these newer patterns most 
interest has been awakened by the ap- 
pearance of the imitation ball strap, 
worked out with triple and quadruple 
rows of fairly fine stitching. 

Significant of the awakening inter- 
est in black shoes is the report from 
the dealers in men’s ready-to-wear 
apparel that their orders for fall 
goods include a preponderance of 
blacks and blues. While the black 
fabrics are really black, nevertheless, 
the fabrics are woven with patterns 
which tend to relieve what would 
otherwise be a rather monotonous ex- 
panse. A departure from the all-black 
is seen in black fabrics with pin 
stripes of white, gray, green and blue. 
Fashions generally seem to be tend- 
ing toward the more conservative in 
pattern and color. 


In Boston During Style Show 

Leo Goodkind of the Lucille Felt 
Slipper Co., New York City, will be at 
the Hotel Essex, Boston, during the 
week of July 11 with a full line of his 
Solematesfelt slippers. 


Juvenile Footwear Being “Dolled Up” 

Modern merchandising practice 
leans toward style, no matter to whom 
the shoe is to be sold or to what pur- 
pose the shoe is to be put after it is 
on the foot of the consumer. This is 
particularly true of juvenile footwear 
which is to be seen in strap patterns 
of tan calf, black calf and kid, gray 
suede and patent leather. Others have 
been worked out in white buck, nu- 
buck and fabric. There are even two- 
tone combinations, a la I. Miller, some 
of them blue and white, green and 
white and even red and white. 


A New Idea in a “Non Skid” Sole 

The call of the out doors has been 
responsible for great forward strides 
in the manufacture of shoes adapted 
to outing purposes. Inventive minds, 
always searching for something dif- 
ferent, have found plenty to occupy 
their thoughts in this type of shoe, 
bottoms in particular gaining wide at- 
tention. Experts at the Cambridge 
Rubber Co. of Cambridge, Mass., re- 
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cently perfected a sole which is used 
exclusively on “Camco” canvas foot- 
wear, embodying the suction cup prin- 
ciple and technically described as the 
Duplex Suction Sole, insomuch as 
there is a cup within a cup. 


Spats and Boot-tops for Summer 


One of the high class Boston shoe 
stores is displaying a white canvas 
spat to be worn with white footwear. 
Nothing more impractical could well 
be imagined. Sport shoes are worn 
only when the weather is warm and 
skies clear and the protection of spats, 
gaiters and boot-tops is absolutely un- 
necessary. Nevertheless, it is a nov- 
elty and a few of them are being sold. 


Whclesale Trade Good on Whites 


Those wholesale houses and manu- 
facturers who have sport shoes in 
stock are doing a land-office business 
but in the rest of the shoe industry 
there is a seasonal, pre-style show 
lull which was to have been expected. 
Manufacturers are receiving a few or- 
ders for staple footwear but the sale 
of novelties is pretty much at a stand- 
still. 


In Boston During Style Show 


Mr. Garbe of J. Einstein Co., of 
Philadelphia, will be at the style show 
in Boston on July 11. After his de- 
parture the Einstein booth will be in 
charge of Mr. Perkins. The Sachs 
Bros. Felt Shoe Company of New York 
will have representatives at both the 
Essex and the United States Hotels. 
Mr. Weinberg will be at the United 
States, and Mr. Arthur and Abe Sachs 
at the Essex. 


Leather Firms Suffer Fire Loss 


Several leather companies suffered 
losses in the partial destruction by 
fire of the btilding at 69 South Street 
early on the morning of June 28. The 
third. fourth and fifth floors of the 
building were the most badly dam- 
aged and stock stored on the other 
floors was wet. Among firms occupy- 
ing space in the building were Buck- 
ley & O’Neil, Simpson Leather Com- 
pany, Rosenthal Brothers, W. Millen- 
der & Sons, Templer Leather Co., 
Victoria Hide & Skin Co., and the 
Skilton-Childs Co. The last named 
company has secured temporary of- 
fice svace at 113 Lincoln Street. 


Salt Lake City 


BUSINESS MEN OPTIMISTIC 


Industrial Conditions Not Good But 
Agricultural Outlook is Excellent 


The retail shoe business is not so 
good now as it was two weeks ago, 
but it is holding up very well and may 
be considered as, at least, satisfac- 
tory. Buyers for the trade still com- 
plain of being unable ta get the right 


kind of merchandise, but things are 
improving a little in this respect. 
There is a greater feeling of confi- 
dence in the future and orders are be- 
ing placed more freely than they have 
been for many months. Although the 
industrial situation is still far from 
satisfactory, the agricultural outlook 
is excellent and business men are op- 
timistic. 
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Where toBuy 


Women’s Shoes 








Se ee 





WOMEN’S McKAY 
Slippers and Boots 


of Character 
HARRISON-LOCKWOOD CO. 














ill, Mass. 
Bosses, tee Linooins Strest 
Lower Priced 
than the Best, 


Better Quality 
than the Rest ! 
Send for Cat:t 
MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingston St., Brooklyn, N. Y. 


















E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Fac’ 
Haverhill. 


Boston Office 
207 Essex St. Reom211 











FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











WOMEN’S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 


On All Lasts 
Inquiries Promptly Answered 


Felstiner-O’Connell ShoeCo.,Inc. 
41 Washington Street - - - Haverhill, Mase. 














Phillips-Cram Corp. 
Makers of 

Women’s Turn 
Slippers 

276 River St., Haverhill, Masa. 


Boston Office 
207 Eesex Street & 



















Where to Buy 


Boys’ Shoes 


















A “‘Sandard” Shoe for Boys. Two 
ol double soles, high grade oak 
ther. 


Upper—Elk or grain leather 

stock; will wear like iron. Will 

not rip—three rows of stitch- 

ing—back stay. Full vamp 

under toe cap. Rubber heels. 

Georgetown Standard Shoe 
Co., Ine. 


Price 
Georgetown Mass, 


$2.60 























| Where to Buy 


Women’s Shoes 











309-329 JOHNSON fad 
BROOKLYN, 





BALLET SLIPPERS 


Ready To Ship NOW 


Black Cab., at $1.40, Black Kid, $1.65, 
for women’s, Five cents between runs 
on misses’ and children’s. Special prices 
in 1000 pair lots. Let us hear from you. 


HAMMOND SHOE CO. 
7 Fleet Street, Haverhill, Mass. 











Howard & Foster Co. 
Men’s and Women’s Welts 


Address all Communications to the 
factory at 


Brockton, Mass. 








==Harding Shoe Co., Inc.om 


Makers of years Turn Shoes Specializing 
High Grade Novelties 


BOSTON 
139 Lincoln 8t. 
Bernard L. Durgin 


Factory 
Leu Haverhill, Mass. gue 


NEW YORK 
D. F, Mellen 





WOMEN’S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, and 
production is ‘hitting on high.’’ The high-qual- 
ity standard will be better maintained than ever 


before. 
TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 








Strap Sandal 
of bright cab., with 
lew —_ 


STOCK 
PRICE $1.65 
Also 2 and 8 straps. 
Five cents extra for each strap. 
Terms 2/10 net 80, 
Bay State Slipper Company 
Haverhill, Maas. 














Where toBuy 


Shoes at Auction 














HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 





Every Wednesday and Friday 
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Whites Selling Freely 


Whites are.“The Big Thing” here 
just now, especially among. the 
women. They would seem to be even 
more popular than in past years. Men 
are buying whites, too, but the women 
buy hardly anything else. Strap 
pumps are in most demand, and some 
of the retail merchants are selling 
quite a number of white kids, but the 
canvas shoes are the most popular. 
The tendency is toward medium 
prices. People will ask for a low 
priced shoe, but when they see it they 
will turn it down in favor of some- 
thing better. It is not easy to sell 
shoes carrying fancy prices, dealers 
say, and most of the business being 
done is in shoes around $6 and $9. 
Broken lines are going very cheap. 
The Z. C. M. I.’s, shoe department, is 
offering satin pumps, inter alia, for 
$1.95. The same shoe sold for $7 to 
$10, and even more in some cases, a 
few months ago. Mr. Solomon of the 
Hirschmann Shoe company says $7.85 
is a popular price at the Hirschmann 
store just now. 


Buyer on Eastern Trip 
Harold Young, buyer of the Z. C. 
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M. I., wholesale shoe department, and 
Manager Geo. Waring of the retail 
department, are in the East on a buy- 
ing trip. The Z. C. M.I., shoe factory 
is working four days a week now, 
steady. 


Merchants’ Association Re-Organized 


The Salt Lake Shoe Retailers’ As- 
sociation has been re-organized with 
Arthur Robinson, owner and manager 
of the Robinson Bros. Shoe company, 
as president; Geo. Waring, vice-presi- 
dent, and E. E. Speicher, owner and 
manager of the Speicher Economy 
Shoe Co., secretary. It is hoped to 
revive interest in the organization and 
to have some Round-Table discussions 
in the near future. 


R. A. Horton to Leave Salt Lake 


R. A. Horton who has been manager 
of the shoe department at Auerbach’s 
for the past 8 years, will leave shortly 
to take a similar, though more im- 
portant, position at Seattle, Wash. 
Mr. Horton came to Salt Lake City 
from Denver. 


Rochester 


ON TO BUFFALO 


Big Crowd from Rochester to Attend 
Buffalo Convention 


Rochester shoe merchants are plan- 
ning to go en masse to the conven- 
tion of the New York State Retail 
Shoe Dealers at Buffalo, July 11-12. 
Many of the Rochester men are plan- 
ning to drive their cars and a special 
car will probably be secured over the 
New York Central. 

President William Pidgeon, Jr., has 
been busy during the past weeks 
drumming up enthusiasm for the con- 
vention and it is his ambition to have 
Rochester represented by at least one 
man from each store. 


PUBLIC OPINION CHANGING 
More Nearly Satisfied With Retail 
Prices, Says Merchants’ Council 


Satisfaction is expressed in a state- 
ment issued by the Retail Merchants’ 
Council of the Rochester Chamber of 
Commerce at the changed view that 
the public is taking with reference to 
retail prices. Investigations, the 
statement says, cannot fail to reveal 
the fact that the retail prices conform 
with the general declines in other 
lines. The question before the retail 
merchant is not one of disposing of 
old high cost goods and replacing 
them with low-cost goods, but rather 
that of costs and expenses, the council 
says. Costs of rent, heat, light, labor 
and transportation have not declined, 
and all these are declared to have an 
important weight in the prices of to- 
day. 


“Again,” the statement says, “people 
demand more in the way of service than 
they used to demand. This is particu- 
larly so in the matter of delivery, the 
cost of which adds materially to the 
cost of all commodities. Also the 
things called frills of retail merchan- 
dising have grown to be very expen- 
sive. The wrapping paper bill which 
used to be nominal is now very sub- 
stantial. Express and freight charges 
are now so high that they must be 
apportioned and charged into the sell- 
ing price of the individual articles. 
Taxes have not come down. Adver- 
tising costs have gone up. Wages of 
clerks, which were raised during the 
war have not been lowered.” 

To combat the idea that prices 
should be at the pre-war levels the 
statement adds: “These facts make it 
clear that while retailers sell cheaper 
than they did they cannot cut their 
prices to the level that previously ex- 
isted without putting themselves out 
of business. The retailer has been, 
as a rule, the hardest hit in the 
process of price lowering. He has 
been the shock absorber during the 
sharp turn. Not only has he had to 
take big losses, but he has had to take 
much unmerited abuse.” 


Burke Buys Long Stores 


Don J. Burke, well known shoe man 
who has managed the Rochester stores 
for the R. H. Long Co., has purchased 
the Long stores in Rochester, Syra- 
cuse, Buffalo and Auburn, and will op- 
erate them under his own name after 
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July 2. During the past week Mr. 
Burke has conducted a re-organization 
sale in which all the shoes of both 
stores were offered at exceptionally 
low prices, ranging from $2.87 for 
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ladies high shoes to $6.37 for women’s 
sport oxfords trimmed with black, 
patent or tan calf. Men’s tan calf, 
gunmetal and vici kid shoes ranged 
in price from $3.67 to $6.37. 


Kansas City 


RETAIL TRADE GOOD 
Volume Furnished by Sport Shoes; 
Brown and Black Satins Also Sell 
Well 

With the exception of white goods, 
business with the Kansas City boot 
and shoe merchants for the month of 
June has been more or less spas- 
modic; but on the whole, good. White 
goods have had a steady, strong de- 
mand. So strong, in fact, merchants 
state, that the principal cause of 
worry toward the end of the month 
was the inability to re-stock on cer- 
tain sizes and styles which became 
exhausted. 

White oxfords, in both canvas and 
buck, seem to hold the lead in sales, 
military heels predominating. How- 
ever, the Louis heel in the pump and 
the strap effects also experienced a 
good month. Very little movement 
was discernible in other colors, ex- 
cept in the lightweight satins, in both 
brown and black. Sport shoes, with 
black and brown trim, also went well. 
Novelty effects in sport shoes, with 
various colored inserts—green, rose 
and other shades, handled by a few of 
the more exclusive dealers, found a 
ready sale among women who wished 
to harmonize the shoe with the sport 
costume. One dealer who placed a 
small order for these styles at the 
opening of the season was enthusias- 
tic about them. 


Combinations Good Sellers 

“It is something that is needed to 
‘top off’ the well dressed woman’s 
costume,” he expressed it. “I believe 
it will offer a new field of develop- 
ment for summer footwear in future 
seasons.” 

The increasing popularity of the 
military heel was amply demonstrated 
in the sales for the month. Dealers 
report that a surprisingly small num- 
ber of the women demand the Louis 
heel, while quite a few refused to even 
look at them. The baby Louis fared 
a little better. Dealers believe that 
the day of the Louis heel as the leader 
in popularity is rapidly passing, as il- 
lustrated by the fact that one of the 
leaders in the shoe business in Kan- 
sas City, who has placed orders for 
the greater part of his fall stock, has 
not included a single pair of Louis 
heels in his orders. 

“Of course, I expect to place orders 
for a few pairs before the season 
-opens,” he stated recently, “but noth- 
ing like the number I usually carry in 
stock. The day of the Louis heel is 
doomed. The merchant who stocks up 
too much on these will find himself 
‘with a stock on hand next spring.” 


The Fate of Louis Heels 


Several of the other dealers feel 
more kindly towards the higher heel. 
When told of the above prediction, 
they merely smiled and said: “There’s 
nothing to it. The Louis heel may 
fall off a little but not to that extent.” 
So there you are. Another matter of 
opinion. Still, the majority of the 
merchants admit that the Louis isn’t 
as popular here as a few seasons ago. 
Continual arguments by health work- 
ers account for it a little, they say. 
Still they believe there is no danger 
of such drastic steps as taken in Utah, 
where the legislature was called upon 
to pass a measure barring the high 
heel, and prescribing certain regula- 
tions as to form. 

Shoe men hold that this procedure 
to enforce the wearing of low heels 
is not only fundamentally wrong, but 
will also be ineffective, and work to 
the detriment of business in the state. 
Any movement for the low heels, they 
say, must come as a demand on the 


part of the buyers—stimulated by ed-: 


ucational campaigns—not through 
legislative action. 


Good Fall Business Expected 


Although the majority of the deal- 
ers experienced a slight falling off in 
sales for June, compared with the 
preceding month, it is generally at- 
tributed to the regular summer lull. 
Business has been good all spring. 
May established new sales records for 
some. June was marked by the brisk 
white goods demand, but the total 
sales fell off a trifle. It is expected 
that July will remain comparatively 
strong, as the wheat harvests in the 
country surrounding Kansas City will 
be completed, and the men from the 
eastern sections who came west for 
the harvest will be returning, passing 
through Kansas City and spending a 
portion of their harvest field money. 
Farmers in the district, too, selling 
their wheat, will come to Kansas City 
for their purchases. Notes will be 
paid, and more money will be in cir- 
culation; all of which points to a con- 
tinuation of good business despite the 
summer lull in trade. 


Some Advance Orders Placed 


In the small cities in the wheat 
country, salesmen report better busi- 
ness. Merchants are beginning to 
stock up for fall. In Kansas City but 
few of the merchants have bought 
fall stocks. The majority have sent in 
small tentative orders. Some have 
placed no orders at all. Those who 
have ordered say the styles chosen 
are of the more staple variety in ma- 
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Gentlemen’s 


Shoes 


SHOE A.E. Nettleton Co. 
SYRACUSE, N.Y. 
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Men’s Shoes 














PULLMAN TRAVELING SLIPPERS S| 


better"than ever in Quality and fit _ 
iginatorownerr of 7rade Mark Pullman 
162 a doz. 
#182 
Colorr Black and Brown 
full sizes 3 toll in Stock 
M. GUSTIN CO. g 


Wwi9e st. New York 
eer, 








BETTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send and 
Sor Catalog 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 











Manufactured by 
La Crosse Boot and Shoo Mig. Co. 
La Crosse, Wiscencin 








THE 
CO-OPERATIVE SHOE 


FOR MEN 
Carried in stock at 11 South Street, 
Boston. 


Brockton Co-operative Boot & Shoe 





o. 
Factory—Brockton, Mass. 








Stock Dept. 5 oS 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 


| Where to Buy 


Boys’ Shoes 





























AShoe for Boys 
That Wears 


Marston & Tapley Co. 
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terial, in strap effect pumps and boots. 
Black and tan have been the colors 
designated; no novelty effects. 

On fall prospects, the dealers are 
confident of good business. General 
conditions throughout the country 
are little felt here. Boom times only 
slightly inflate business here. De- 
pression is only mirrored to a minor 


degree. 


Hanan Closes Store Lease 


Announcement has been made by 
the Hanan Shoe Co. (formerly the 
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Holland Shoe Co., one of the oldest in 
Kansas City) of a 30-year lease on a 
building at 1008-10 Walnut Street. 
The store’s present location, Eleventh 
and Main, will be vacated when the 
present lease expires, in about five 
years. In the meantime the company 
plans to remodel its present store, 
turning it into a regular Hanan type. 
It will remain under the managership 
of W. O. Guffin, who has managed the 
store for the past 23 years for the 
late Frank Holland. 


Des Moines 


WHITE SHOES POPULAR 
Continued Hot Weather Brings Sales 
of Sport Models to Record High 
Point 

Real Iowa “corn weather” has given 
a decided stimulus to the shoe busi- 
ness here in the last month. In a 
great many stores the supply of white 
shoes has been much smaller than the 
demand and therefore new stock has 
had to be rushed here. All mercaants 
pronounce this to be the greatest 
white shoe year they have ever had. 
It seems that the fact that so many 
more people than usual are wearing 
white shoes this year has led increas- 
ing numbers to think that they needed 
white shoes. A great part of this new 
business is no doubt due to the large 
amount of early advertising; also, to 
the prices which have been compara- 
tively low from the beginning of the 
season. 


Hagan Addresses Iowa Merchants 


Heftry E. Hagan, president of the 
Massachusetts Retail Shoe Merchants’ 
Association and an N. S. R. A. direc- 
tor, was introduced at the local re- 
tail shoe dealers’ monthly meeting by 
George F. Breck, manager of the 
Walk-Over Boot Shop. Mr. Hagan 
spoke plainly in regard to conditions 
as they exist all over the country to- 
day. His main subject was that of 
keeping together and keeping up 
membership in the National Associa- 
tion. About 50 merchants from the 
different stores in Iowa were in at- 
tendance. 


Students Do Not Start Styles 


“In many cities,” says George F. 
Breck of the Walk-Over Boot Shop, 
“the college boys and girls may be 
expected to start novelties, but this 


is not true of our local college people. 


where the majority are working their 
way through. In the spring we gave 
them a full line of Scotch grain and 
boarded calf leather oxfords and de- 
spite special offers of every kind, they 
did not buy. The people of the city 
have not responded in the way that 
they should have, either. White and 
black, and white and brown combina- 
tions are selling fast and plain white 
shoes are in unprecedented demand. 
We are putting in a full line of strap 
models and oxfords with plain and 
wing tips in boarded calf and heather 
grain and believe that we will have 
a strong demand for them in both 
men and women’s fall goods as the 
local people are now becoming accus- 
tomed to them. One queer tendency 
that seems to be peculiar to the women 
of this city is their early buying of 
black pumps and oxfords. The de- 
mand for these shoes has been so sud- 
den and large as to be almost greater 
than our capacity to take care of it.” 


$5.95 Price Brings Buyers 


During the past week, several of 
the local stores have put a special 
price of $5.95 on a small part of their 
stock which has not had a rapid turn- 
over. The sale has been a success in 
all of the stores and the slow num- 
bers have been fairly well cleared out. 


Brunk’s Bootery Basement Sale 

A special sale of the last few days 
has been carried on in Brunk’s Bootery 
bargain basement. The leading fea- 
ture of the sale has been the offering 
of women’s plain white shoes. The 
idea of a bargain basement is new in 
this city. This department has been 
open only for a few weeks but it is 
making a big success. The object of 
the company is to sell low priced mer- 
chandise in large quantities at a small 
margin of profit. 


Chicago 


BLACKS SELLING BETTER 
Increasing Demand Noted By Chicago 
Merchants 

The extreme hot weather with 
which Chicago has been favored has 


brought about an exceptionally heavy 
demand for white footwear, both in 
men’s and women’s. In men’s foot- 
wear, white canvas leads the field at 
prices ranging from $3.75 to $6, with 
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white nu-buck following. The per- 
centage of sales runs about 75 per 
cent canvas to 25 per cent of leather 
sport footwear. 

In women’s footwear the prices run 
from $6.00 to about $8.50 in canvas. 
In taking a general average through- 
out the city, white nu-buck averages 
$10. Women’s footwear will run 
about 65 per cent for canvas and 35 
per cent for nu-buck. 

Both within the loop and outside, 
merchants who are ahead of last year, 
both in number of pairs and in dollars 
and cents, report that there is a con- 
stant demand for lighter shades in 
men’s footwear and that black foot- 
wear both in kid and kangaroo is sell- 
ing better each week. 


Jobbers Busy Shipping Whites 


Jobbers throughout the city report 
that they are working nights and all 
day Saturday in order to make prompt 
shipments on white footwear. Inter- 
mingled with orders for white canvas 
and white buck are orders for satin 
one and two-strap pumps—also a 
small demand for tan calf one and 
two-strap pumps with military heels. 
However, most of these orders are for 
fill-in purposes while white goods are 
being ordered in case lots. B. Gren- 
rock, buyer and manager of the shoe 
department for Henry Kleine & 
Co., reports an exceptional demand 
for immediate shipment of play ox- 
fords and sandals. He states that it 
is almost impossible to keep a supply 
of these numbers on the floor and his 
time is spent in wiring factories with 
whom he has orders placed for June 
and July delivery to expedite the ship- 
ment of these goods. Mr. Grenrock 
also says that from the number of or- 
ders they are receiving by mail and 
through their salesmen for felt foot- 
wear it is apparent that merchants 
learned a lesson last spring when a 
large percentage placed orders late 
for Easter delivery and failed to re- 
ceive them, and he attributes to this 
the booking of a large volume of felt 
business for August and September 
delivery. 


Shoe Travelers Report Increase 


Traveling men with headquarters 
in Chicago and those who travel out 
of Chicago report that their sales are 
increasing for future business, for de- 
livery as late as October 1. This last 
week has seen a great improvement in 
the attitude of buyers toward plac- 
ing orders for men’s staple footwear 
for future delivery and salesmen 
carrying men’s lines say that there is 
an increasing demand for black foot- 
wear both in kid, calf and kangaroo, 
and that they seldom take an order 
that there is not a substantial amount 
of it for black footwear of some de- 
scription. Many of the Chicago sales- 
men are now making preparations to 
take care of a large number of deal- 
ers who they have been assured are 


BOOT AND SHOE RECORDER 


going to attend the semi-annual Na- 
tional Shoe Exposition and the Illinois 
Shoe Retailers Convention, July 5-8, 
inclusive. 


Chicago Loses Prominent Shoe 
Traveler 


Frank A. Mahler, perhaps one of 
the best known men in the Chicago 
market, one of the most active of the 
Chicago Shoe Travelers’ Association, 
also well known throughout Illinois, 
Indiana and Iowa, has been made 
sales manager of the Tweedie Boot 
Top Corporation, St. Louis. Mr. 
Mahler has covered Illinois, Indiana 
and Iowa for the Tweedie Boot Top 
Corporation since its organization and 
has many friends throughout the three 
states. Frank, as he is known to 
everybody, has always been very ac- 
tive and one of the hardest workers 
on the force, and it is due to his ef- 


FRANK A. MAHLER 


New sales manager of Tweedie Boot 
Top Corporation 


forts that the sale of Tweedie’s in- 
creases materially year by year. It is 
expected that Mr. Mahler will con- 
tinue to make a good portion of his 
present territory this coming season 
in addition to his work at the factory. 
He has just returned from one of the 
most successful trips that he has ever 
had and is more optimistic regarding 
the sale of Tweedie’s than ever before. 
His appointment was a pleasant sur- 
prise, even to himself. He has the 
best wishes of all those with whom he 
has done business. 


BIG SHORTAGE OF WHITES 
Merchants Failed to Gage Demand 
and Many Were Caught Short 


Chicago retail merchants failed to 
cover themselves sufficiently in plac- 
ing their orders for white footwear. 
The demand in the past ten days has 
been so great that they have tele- 








Where toBuy 


Children’s Shoes 
































WC. Goodger 


Manufacturer of 
Children’s Dlexible Durn Shoes 
89 Allen St.. Rochester, > 





| TkeBeP FOOTWEAR CO. 
, = lamyaclurecs of 
INDIAN MOCCASINS, BOOT SOCKS 
FOOT COMFORT ond SLUMBER SLIPPERS 
camples or Catalog? 


| FACTORY 1, OSWEGO. NY. | 





Soft Soles and Moccasins 
Ask your Jobber for our 
yy ng We DO NOT sell 
the retail trade. 

Newcomb-Anderson Shoe Co. 

ROCHESTER, N. Y. 








‘Bonita: Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send /@r Cata 


AH.MertinG@ 


Mehers ROCHESTER NY 








“ELAM”? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
Rochester, N. Y. 

Boston Office, 212 Essex Street 








H. C. BROWN COMPANY 


(Incorporated) 


150 Lines Children’s Shoes 


Growing Girls to Flexibles 
Standard Merchandise 


Gen’l Offices, 155 Lincoln St., Boston, Mass. 











| the B*P. FOOTWEAR CO/- 


~~ 


TS TURNS-SOFT SOLES | 
qud HAND MADE MOCCASINS | 





Where toBuy 


Standard Shoe Materials 








BOOT AND 














3 Beggs & Cobb, Inc., Boston, Mass. ; 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 ——— Se. 


Formerly Wee an Shes Supply Co 





T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas 


F. E. JONES COMPANY 
FANCY 


covors MAT KID 


95 South Street, Boston 








The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. 3550u*" Sy 














Tanneries at Danvereport 


r—=Meyer Shoe Thread; 


is used by shoe polishers for sewing on straw hats. 
Any color can be matched up. Be sure and order 
these threads of your jobber or direct from us. 
State just what pas want for hand or machine 
stitching and send sample of the straw you want 

matche We will “do. all we can for you. Be 
sure and get “‘Meyer’’ Thread and take no other. 
It is the longest and strongest in the world. 
Manufactured by the 

John C. Meyer Thread Co. 








Lowell, Mass., Dept XYZ U.S.A. 


BEADED @62542 
BUCKLES “ere 
AND NOVELTY EFFECTS 


PARISIAN BEADING WORKS CO. 
4™& WALNUT STS.,PHILADELPHIA | 


E here toBuy 
Window Trim Material 


Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 

DOTY & SCRIMGEOUR SALES CO, Ine. 

30 Reade Street, New York 



















































the country to secure immediate ship- 
ments of white canvas and white nu- 
buck, both in strap effects and five 
eyelet lace oxfords with military heel. 

John O’Connor, of O’Connor & 
Goldberg, states that they are selling 
approximately 40 per cent of white 
canvas to 60 per cent of other kinds 
of white footwear including sport 
footwear. He also says that their new 
store on Sheridan Road, which by the 
way, is one of the most exclusive in 
the city of Chicago, is doing excep- 
tionally well regardless of the conges- 
tion of shoe stores in the surrounding 
vicinity. 

In addition to white footwear, san- 
dals and play oxfords are next in de- 
mand. The majority of retail mer- 
chants throughout the city are well 
stocked on these numbers and are do- 
ing a good business. July 4th clear- 
ance sales will see:them well cleaned 
up on these numbers and ready to 
start out with good clean stocks of 
fall shoes. 


Travelers Optimistic 


A large majority of Chicago shoe 
travelers and those traveling for 
wholesalers located in Chicago have 
returned to the city and will not start 
out with new lines until July 10 to 25. 
Optimism regarding the next season’s 
business is prevalent among ll. 
Many state that they have had a good 
trip and especially those who are rep- 
resenting women’s houses who manu- 
facture or distribute novelty footwear. 
R. P. Smith salesmen were in this 
past week for a sales conference and 
to secure new samples, and those who 
cover the surrounding states were 
present at the Chicago National Shoe 
Exposition. 

Orders for future delivery are some- 
what scant, except in the better 
grades of shoes. 


Men’s Footwear More In Demand 


The demand for men’s footwear 
seems to be on the increase. Many 
traveling men having reported that 
they have booked large orders for 
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August, September and October deliv- 
ery and that these orders call for a 
number of black shoes in kid and kan- 
garoo. It is easy to appreciate the 
need of men’s footwear by the mer- 
chants because of the small volume 
that was purchased this spring and 
last fall. Reports of Chicago factor- 
ies manufacturing men’s high grade 
shoes such as Florsheim, J. P. Smith, 
J. E. Tilt, Levie and J. W. Carter, tend 
to confirm this. Some of the above 
mentioned concerns are working full 
force. In fact, the Florsheim Shoe Co. 
is oversold on its shoes that are car- 
ried in stock and are increasing the 
capacity of plant No. 2 to take care 
of the increased demand. 


Flexible Increasing Capacity 


Mr. Grossman of the Flexible Shoe 
Co. reports that his new welts are 
meeting with as much approval as his 
former line of McKays which are con- 
sidered one of the best lines of nov- 
elty McKay footwear made-in the 
West. His capacity has now reached 
about 750 pair per day and he antici- 
pates that within the next 30 to 60 
days he will be able to increase this 
to between 900 and 1000 pair so that 
his daily production of welts and Mc- 
Kays will be double that of his former 
production of McKays. 


Chicago Jobbers Clearing House 


This past week Chicago jobbers 
have cleaned up on all odd lots and 
small sizes of their summer footwear. 
The majority of these numbers being 
disposed of to large operators and de- 
partment stores for fill-in purposes to 
take care of the heavy demand that 
they had in their July clearance sales. 
Traveling men representing whole- 
salers in the city will leave for their 
territories within the next week or ten 
days with their new lines and all seem 
very optimistic on what the fall holds 
for them in the way of big business, 
mainly because of the fact that deal- 
ers have not seen fit to place a great 


‘amount of future business and will 


need immediate shipment of shoes for 
August and September. 


St. Louis 


SHORTAGE OF WHITES 
Wanted Styles Hard to Get—Manu- 
facturers and Wholesalers Hard 
Pressed 


The manufacturing and wholesale 
trade of this market is struggling 
with the delayed demand for white 
footwear and it is probable that the 
wholesale houses and the manufac- 
turers both will go out of the pro- 
ducing season this year with fewer 
white shoes to be disposed of in 
broken lots than ever before. Re- 
tail merchants have been insistent by 
mail and in person as well as in 
their contact with the traveling sales- 





men, in their demands for white 
goods. They have come into the mar- 
ket even as late as the present week 
in search of goods and plants gen- 
erally are pretty thoroughly cleaned 
out of whites of every character, even 
of the slower sellers of the white 
lines that were put out early in the 
season and added to as the season 
progressed. 

The same situation seems to be true 
in the local retail stores—that is a8 
to the demand for white goods. The 
public is seeking white footwear of 
every character and there is no ques- 
tion but that this will be the biggest 
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white season locally ever known, both 
in the wholesale and the retail divi- 
sions. The sport lines—white goods 
with darker trimmings—are also in 
excellent call all along the line and, 
as a result of the more refined char- 
acter of the ornamentation over pre- 
ceding years, the so-called sport shoe 
is making its appearance in quarters 
where in reality it should not be worn 
—but this is always the case with any 
distinctive type of shoe. 


FACTORIES AT HIGH SPEED 


Production Scheduled Well Into Fall— 
Late Orders then Expected 


Manufacturing of footwear general- 
ly is keeping up at the high speed 
which has been maintained ever since 
the activity of the first month of the 
year opened up. The factories are 
still unable to get ahead of the de- 
mand for the wanted types of foot- 
wear and it is assured that the plants 
will be running full tilt through the 
summer and on into the fall when it 
is expected the delayed orders for 
fall and winter goods will make their 
appearance and create renewed pres- 
sure on the production end of the 
business. 

An instance of the rush character 
of the call for goods is shown in the 
case of one of the specialty houses. 
An effort was made to get ahead on 
three or four numbers so that a small 
circular might be sent out to the 
trade with not to exceed half a dozen 
shoes illustrated thereon. By the time 
the art work was completed on the 
shoes it was intended to illustrate in 
the circular all but one of the num- 
bers had been so completely sold out 
that it was impossible to make de- 
liveries if the circular were sent out 
and the advertising matter was can- 
celled. There were short shut-downs 
in a number of factories over the Na- 
tional holiday—from Friday night to 
Tuesday and Wednesday morning for 
instance, but even these were few. 


Merchants Delaying Again 


The consideration of coming fall re- 
quirements on the part of retail mer- 
chants is increasing steadily, but, it 
is admitted, very slowly and there is 
a general expectation in the trade 
that there will be very much the same 
situation as confronted the retail mer- 
chants at Easter time. There will be 
calls for goods that cannot be sup- 
plied because of the orders on the 
books and the conditions of the fac- 
tory. It is believed that the pressure 
on the factories will not be so great, 
but even this situation may be 
changed by a more optimistic view 
of the future when the crops begin 
to come in and release cash in the 
agricultural districts and incidentally 
lead the consumers to buy more free- 
ly than they have been doing. The 
salesmen of all the St. Louis houses 
are all still in the field and the orders 
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which are coming in are very largely 
for early delivery still. 


Sales Forces Keep Circulating 


The traveling sales forces of the 
St. Louis wholesale houses and man- 
ufactories will be kept in their ter- 
ritories more continuously this year 
than ever before. They will come in 
to headquarters, if at all, only for 
the shortest possible space of time 
and wherever it is practicable to do 
so the new samples will be sent out 
to them and the cancelled num- 
ber shipped back so that the men can 
keep close to their trade. The larger 
houses may bring in their nearby- 
salesmen in the early part of July, 
but for a great part of the houses 
the rule will be to bring them in 
singly or in small groups as opportun- 
ity offers. 


Little Demand for Boots 


The demand which St. Louis houses 
are reporting continues heavy on the 
low footwear with practically no call, 
from the volume comparison stand- 
point, for high shoes for women. In 
the definitely staple lines where or- 
ders have been placed ahead for the 
fall and winter goods there has been 
a percentage of high footwear listed, 
but it is doubtful if more than 10 per 
cent of the orders taken as a whole 
call for high shoes even including 
the staple goods. In the men’s lines 
there is still a disposition to lag be- 
hind, even in the case of the presen- 
tation of new styles and it is com- 
ing to be regarded as an uphill fight 
to put new life in men’s goods. At 
the same time new styles are being 
put into the sample lines by the 
houses producing men’s shoes and the 
general disposition is to improve the 
lines as far as possible in order to 
give the merchants a chance to do 
what they can with their trade. Wo- 
men’s novelty houses and departments 
are booking orders for September de- 
livery, but beyond that date orders 
aré still rather scarce. 


Hamilton-Brown Declares Extra 
Dividend 


The Hamilton-Brown Shoe Co. has 
declared an extra dividend of one 
per cent payable July 1 to stockhold- 
ers of record June 25. This dividend 
came as an addition to the regular 
quarterly dividend of 1% per cent 
which the directors declare each quar- 
ter. The company has been having 
a successful period as have all the 
other houses of the St. Louis market 
and the belief is quite general that 
for the most part the loses of the 
last half of 1920 have been in large 
measure taken care of by the extra 
good business of the first half of 1921. 


Plant to Be Made Larger 


The plant of the Hamilton-Brown 
Shoe Co. in East St. Louis which has 
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been used largely as an auxiliary in 
the past is to be increased in size 
and expanded in equipment in order 
to take up the manufacture of a 
better grade of children’s welt shoes 
than has heretofore been produced by 
the company. The plan is to make 
an appeal to the trade seeking a chil- 
dren’s welts of a more expensive type. 


Boyd-Welsh Addition Nearly Finished 
The addition to the factory of the 
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Boyd-Welsh Shoe Co., which has been 
under way some weeks has been closed 
in and is being made ready for the 
equipment which has been ordered 
and, it is hoped, will be in place in 
time to relieve the pressure expected 
with the fall season. The addition 
conforms in architecture and in plan- 
ning to the original factory building 
and will double the capacity of the 
company for its line of women’s 
novelty and high style footwear. 


Milwaukee 


BUSINESS MORE ACTIVE 


Lines Other than Whites also in 
Demand 


Perhaps the most conspicuous fea- 
ture of retail shoe trade in Milwaukee 
at this time is the excellent demand 
for white goods. Business in the more 
standard pumps and oxfords also is 
more active than many dealers had 
expected earlier. Hot weather is here 
with a vengeance and it has brought 
out a yery healthy call from women 
of all ages. At the same time the de- 
mand for white hose is excellent and 
many shops which formerly paid lit- 
tle attention to the hosiery end of the 
business are now finding this a most 
profitable line to develop. 

Sport shoes for women are moving 
so well that a good many dealers are 
expressing regret that they did not 
go in for this class of merchandise 
to a greater extent. Even the out- 
lying stores are experiencing a good 
call for the sport novelties and as a 
rule only a few pairs were purchased 
as “feelers,” as the result of which 
dealers are now combing the market 
for more goods. 


Men also Buying Whites 


Men’s trade is gradually turning 
to white goods, but the call is by no 
means so good as from misses and 
ladies. Sport shoes for men likewise 
are in better demand than usual, but 
Milwaukee men seem rather slow to 
respond to the appeal of the fancy 
low cut for hot weather wear. Rela- 
tively few sport shoes are being seen 
on the streets of Milwaukee, although 
at the numerous inland lakes within 
fifty miles of the metropolis the men 
are wearing these goods to an extent 
never before experienced. It is con- 
fidently believed that before the mid- 
dle of July is reached, the beneficial 
influence of wide use of sport shoes 
by the women will be felt in men’s 
trade as well. 


No Lower Prices, Say Experts 


Milwaukee tanners and shoe man- 
ufacturers do not agree with the be- 
lief expressed by the Federal Trade 
Commission that lower prices for 
leather and shoes are impending. Ac- 


cording to H. L. Nunn, treasurer of 
the Nunn, Bush & Weldon Shoe Co., 
it cannot be expected that there will 
be further declines. He points out 
that leather is now firmer in price, 
since hides have been stronger in re- 
cent weeks. As for shoes, Mr. Nunn 
said, deflation seems to have been 
reached. Manufacturers caught with 
large stocks have sacrificed them at 
big losses, providing the present price 
level. Even if there be further de- 
flation in labor and overhead expense, 
the chances for stronger leather prices 
may offset any saving in other direc- 
tions. 


Milwaukee to Have Foreign and Do- 
mestic Commerce Office 


The Milwaukee Association has been 
notified by Secretary Herbert Hoover 
of the Department of Commerce and 
Labor that a co-operative foreign and 
domestic commerce office will be es- 
tablished in Milwaukee, with offices 
in the Association headquarters, 106 
Mason Street, and J. J. Blommer, sec- 
retary and manager of the bureau of 
traffic, as official representative. The 
new service is expected to be of 
great benefit to Milwaukee manufac- 
turers and merchants. Leather, boot 
and shoe manufacturers are. highly 
pleased over the innovation, which 
they hope will enable them to resume 
and enlarge upon their former heavy 
export trade. 


New Shoe Co. Formed 


The Wissota Shoe Co. of Chippewa 
Falls, Wis., is the name of a new 
corporation organized with a capital 
stock of $15,000 which is establish- 
ing a new factory. The principals 
are William Keefe, formerly general 
superintendent of the Hand Made 
Shoe Co. of the same city, and Sidney 
S. Cameron, who also was connected 
with this concern. It has taken over 
the building at 113 Bay Street, until 
recently occupied by Charles Danner 
& Co., wholesale and mail order shoes, 
now located in Chicago. Practically 
a new complement of machinery has 
been purchased and is being installed. 
The new concern will specialize in 
children’s footwear. The name is 
gained from a combination of Wis- 
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consin and Minnesota, which states 
will furnish the initial field of sales 
activity. 

Chippewa Falls already is an im- 
portant boot and shoe manufacturing 
center, but the addition of the Wis- 
sota factory is not the only interest- 
ing development in that market. Dur- 
ing the week articles of incorpora- 
tion were filed in behalf of the Olson 
Shoe Mfg. Co., capitalized at $35,000 
and organized by Anton M. Olson, 
Charles J. Miller and George F. He- 
bert, all experienced in the business 
and until now associated with Chip- 
pewa Falls plants. No information 
has been divulged concerning the na- 
ture of the product. 


Merchants Plan Big Outing 


The Milwaukee Shoe Dealers’ As- 
sociation has completed plans for the 
big outing for members, their fami- 
lies, employees and their families, to 
be given Sunday, July 17, at Hilgen 
Spring Park, at Cedarburg. Chair- 
man Harry H. Lucas of the arrange- 
ments committee promises a “good, 
old-fashioned family picnic” and has 
mapped out a program that will keep 
men, women and children busy from 
morning until night. Mr. Lucas is 
assisted by Ray Ripple, Jack Pinsel, 
Charles E. Collar, John Geisinger, 
William Wuerl, Joseph Klawitter, C. 
Bartler, Julius Mattis, Frank Janes- 
zeck, P. A. Kowalsky and A. Weso- 
lowski, which means that the event 
will be a memorable one in every 
respect. 


Brouwer Employees Hold Outing 


The annual outing of the staff of 
the S. J. Brouwer Shoe Co., 322-324 
Grand Avenue, held June 21 at Grant 
Park, near South Milwaukee, brought 
out an attendance of 135 persons, 
which includes employees and mem- 
bers of their families. The party as- 
sembled at the store at 6 o’clock p.m. 
and went to the park in automobiles. 
Daylight saving gave an extra hour 
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of daylight for fun, but this lasted 
far into the night in spite of the sink- 
ing of the sun. 


Freeman Co. Buys Another Plant 


The Freeman Shoe Mfg. Co. of 
Beloit, Wis., which has taken over the 
former Foster shoe factory at Beloit, 
purchased from the Juvenile Shoe 
Corporation, has also acquired the 
plant, equipment and business of the 
Lakeside Shoe Co. of Racine, Wis. 
The machinery and materials have 
been transferred to Beloit and in- 
stalled in the new Freeman plant. 
The Lakeside company has not op- 
erated its factory since October. 


It had a capacity of 600 to 800 pairs ° 


a day. The business was established 
by L. J. Quinn, who conducted it un- 
til the purchase by the Freeman in- 
terests. 


Shoe Store to Discontinue 


The Style Shoe Shop, second floor, 
226 Grand Avenue, Milwaukee, will 
discontinue business as soon as it has 
disposed of its present stock. This 
is valued at $25,000 and consists of 
ladies’ shoes. To prove that the “Go- 
ing Out of Business Sale” is bona- 
fide, the concern advertised its store 
for rent and the fixtures for sale. 
Some very low prices were advertised 
on all classes of shoes to make rapid 
disposition. 


W. G. Barlow Made Factory Manager 


W. G. Barlow is in charge as man- 
ager of the new branch factory 
opened in Beloit, Wis., by the F. 
Mayer Boot & Shoe Co., Milwaukee. 
The plant is employing about sixty 
women, and has an equipment of 
forty-eight stitchers. It will for the 
present confine itself to upper fitting 
for high grade women’s shoes, but 
later if the experiment is successful, 
the Mayer company intends to en- 
large the scope of activities materially. 


Cincinnati 


WHITES GETTING SCARCE 


Sales Reach Unprecedented Volume; 
Summer Clearances Also Begin 


The weather during the last few 
weeks has been unusually warm, and 
the effect is seen in a stimulation of 
white and sport shoe sales. The vol- 
ume is unprecedented. Retail mer- 
chants in many instances find them- 
selves, with the exception of a few 
odd sizes, virtually cleaned out of 
their white lines. Shipments are be- 
ing received daily by express in order 
to supply the demand. This summer 
‘is expected to be longer and warmer 
than usual and the downtown mer- 
chants all are of the opinion that it 
will be one of the biggest white shoe 
seasons in many years. 


The summer clearance sales came 
into being the first of the month and 
in some instances price reductions 
were drastic. Good values are seen 
in some of the better stores at prices 
as low as $2 and $3 a pair. Merchants 
here are keeping their stocks as low 
as. possible, and are carrying over 
from season to season as few pairs as 
possible. This policy continues in 
force in view of further anticipated 
reductions in wholesale prices on 
shoes for fall and winter. The Cin- 
cinnati retail merchants have placed 
their orders for fall footwear to the 
extent of about 50 per cent of their 
needs. When the summer clearance 
sales are over the lowest stocks in the 
history of many local stores are ex- 
pected to be seen. 
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Wheret to Buy 
Children’s Shoes 














CONSOLIDATED 
SHOE CO. 


212 Essex Street 
Boston, Mass. 








IN-STOCK 
Children’s Flexible 
Turns, sizes 1 to 8 

Popular Priced + pet 
downs, sizes 5 to 2 
SAMPLES Sent Prepaid 


G Milow Shee Co., I 
"ROCHESTER, N.Y.3 











Where to Buy 


Miscellaneous 

















The Silverite Co., Mfgrs., 81 High St., Boston 








Manufacturer—Attention 


Littlefield Heels—are genuine all leather 
heels and we can assure you of prompt de- 
liveries. Write for samples and prices, which 
you will find correct in every way. 


LITTLEFIELD HEEL CO. 
High Street, Amesbury, Mass. 














Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
‘allen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 





198 MONTAGUE ST 


W.E.ELLIS COMPANY 


HAVERHILL ,. 





* SHOE BUCKLES 

“ OF EVERY DESCRIPTION 

BEADED AND METAL 
BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO. 


tele] €5 4. i. ia 4 





Yes Siree-Sir-< 

The month of July -- 

IS a good time -- 

For a sale and -- 

This year of all years -- 
EVERY sale should count. 
The merchants <= 

Who used KELLY SERVICE -- 
Last year -- 

Are taking NO chances <- 
On JULY BUSINESS and <-- 
Are keeping us busy -- 
Reserving men -- 

For their BIG DRIVE. 
These men -- 

Are the "other fellows" -- 
I've told you about -- 
Frequently -- 

The men who know -- 
KELLY. SERVICE. 

They were all <«- 

Hew customers once -- 


Old customers now -- 


Bi 
For Kelly Service satisfies. j¢ 


Want you -- 
For a NEW customer -- 


In July. 


f 


BOOT AND 





T. K. Kelly Sales System 
2548 Nicollet Ave 
Minneapol:s. Minn. 


Size of my stock 








Name 


City 
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New Shoe Store to Open 


A new shoe store is being opened up 
in the heart of the downtown district. 
It will be at 410 Walnut Street and it 
will be owned and operated by William 
Madden, a well known shoe man in 
this vicinity. Mr. Madden for many 
years has owned shoe stores both in 
Covington and Newport, just across 
the river from Cincinnati. The new 
store will be finely equipped. Re- 
modeling work is now going on. Mr. 
Madden expects to open his doors for 
business in about two weeks. 


McAlpin Store Doing Big Business 


John Kipp, manager of the McAlpin 
Shoe Department, says that his busi- 
ness has held up splendidly during the 
past two months. He reports an un- 
usually good white shoe business and 
that he is having trouble keeping his 
stock sufficiently replenished to sup- 
ply the demand. Mr. Kipp also has 
had a very healthy business in his spe- 
cial line of Cantilever shoes. A num- 
ber of Cincinnati’s best known physi- 
cians are endorsing the Cantilever 
shoe -by prescribing it for their pa- 
tients who have foot troubles. 


Juvenile Shoes Moving Fast 


The Co-operative Shoe Co., doing a 
wholesale business in juvenile foot- 
wear finds that its chief trouble lies in 
getting sufficient stocks to fill orders. 
Juvenile shoes at popular prices are 
in great demand. This company has 
done a steadily increasing business 
ever since its organization and during 
the month of June, according to Ar- 
thur Knabe, these have passed all 
records. 


$15 Shoes at $10.85 


The Gibson Boot Shop announced its 
summer clearance sale of men’s shoes 
last week. French, Shriner and Urner 
oxfords, formerly priced at $14 and 
$15 are being offered at $10.85. Other 
lines are being offered as low as $6.85, 
while white canvas oxfords are being 
sold at $5.85. 
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Duttenhofer-Stevens Production In- 
creased 


The Duttenhofer-Stevens Co., one of 
Cincinnati’s youngest organizations, 
but with men of years of experience 
in the shoe business at its head, has 
been growing steadily since its incep- 
tion a little over a year ago. Each 
month the output of their factory has 
been increased. The quality of their 
shoes has been found to be of the 
best. It is already rumored in the lo- 
cal trade that this concern is negoti- 
ating for one of the largest and finest 
factory buildings in the city. 


Outing Program Arranged 


The Entertainment committee of 
the Shoe and Leather Club, consist- 
ing of Charles A. Freeman, Jr., chair- 
man; Walter J. Meyer, James E. Mc- 
Donald and F. George Mohr, has given 
evidence of its diligent work in prepa- 
ration for the forthcoming annual out- 
ing of the club by preparing an un- 
usually interesting program which 
was mailed to the members last week. 
July 30 will be the one big day in the 
history of the organization. Besides 
many entertaining features such as 
jazz bands, vaudeville stunts and spicy 
specialties, there will be athletic 
events and baseball games and many 
other contests, the latter winners of 
which will be awarded handsome 
prizes. The baseball game will be 
between “those who never have played 
—vs—those who never should play.” 


G. W. Stevenson on Vacation 


George W. Stevenson, president of 
the Rupp-Wittenfeld Co. is spending 
a three-weeks’ vacation in Michigan. 
Mr. Stevenson has not taken a vaca- 
tion for two years so he feels that he 
is entitled to a good rest. 


Sullivan Executive Back from Trip 


W. T. Dickerson, vice-president of 
the P. Sullivan Co., returned last 
week from a very successful selling 
trip up among the Great Lakes cities. 


Brockton 


BROCKTON DISTRICT AT THE 
BOSTON SHOW 

A strong showing of shoes made-in- 
Brockton and the Brockton district is 
to be made at the National Shoe and 
Leather Exhibition and Style Show at 
Mechanics Building, Boston, July 11- 
14. Taking for granted the excellence 
of the styles to be shown in men’s 
medium to fine welts for which the 
city and district have long been fa- 
mous, the visiting buyers will be im- 
pressed and especially interested in 
the remarkable exhibits of women’s 
welt footwear. A majority of the 
Brockton and Brockton district ex- 
hibitors show in their booths smart 


and snappy styles in women’s staple 
and sport footwear. The progress 
which these concerns have made in the 
production of women’s welts is a sur- 
prising feature of these exhibits. 

Represented at the Boston Show 

Brockton concerns represented at 
the show include: W. L. Douglas Shoe 
Co.; Churchill & Alden Co.; The Pres- 
ton B. Keith Shoe Co.; M. A. Packard 
Co.; Brockton-Rand Co.; Wall, Doyle 
& Daly, Inc.; Dunbar Pattern Co.; 
Tolman Print, Inc. 

The Brockton district exhibitors in- 
clude Commonwealth Shoe & Leather 
Co. and Regal Shoe Co. of Whitman; 
Doherty Bros. and Avon Sole Co. of 





Quality Maintained—Nationally Advertised 


National Shoe and Leather Exposition, Boston, July 11-14. 


Booths 174 and 175 
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VERY CENT you invest in 
Crossett Shoes comes back 
to you with compound in- 
terest —in service, hand- 
someness and comfort. 


FOR MEN AND 











LEWIS A. CROSSETT Co. 


North Abington, Mass. 














This is one of a series of advertisements to appear in the Saturday Evening Post. 


The shoe illustrated here is our No. 359—Dark Brown Calf Oxford, Liberty Last. 


AA to D. 


In Stock 


Price $6.00 
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These White Nubuck Shoes IN STOCK 


A to D—2% to 8 





No. 5048 Welt 
No. 835 McKay.... 


HEAR“YE!! HEAR YE!! 


RESIDENT BUYERS, VISITING BUYERS, and 
ALL BUYERS OF WOMEN'S SHOES, 
PLEASE NOTE-- 


WE HAVE MOVED OUR BOSTON SAMPLE ROOM 
to the 
RIGE BUILDING, No. 10 HIGH STREET, 
ROOMS No. 704 and 705 


MANCHESTER, N. H. 





Chicago Sample Room 5 Boston Sample Room New York Sample Room 
1726 Republic Bldg. 10 High St. 127 Duane St. 
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Avon; Edwin Clapp & Sons, Inc., East 
Weymouth; M. N. Arnold Shoe Co., 
North Abington; E. T. Wright & Co., 
Emerson Shoe Co., Rockland; Rich- 
ards & Brennan, Randolph; C. H. Al- 
den Co., Abington. 


Many Shoe Buyers Expected 


A member of the Brockton trade 
who recently returned from an ex- 
tended trip through the Middle West- 
ern and Far Western states, as a re- 
sult of his observations, that in his 
opinion there will be a large number 
of Western shoe buyers in Boston 
during the month of July. Many of 
these, he believes, will arrive in time 
for the Boston show. They will be 
receptive to new styles shown in men’s 
and women’s footwear and ready to 
place a considerable amount of busi- 
ness both for immediate and future 
deliveries. This manufacturer states 
that almost without exception retail 
stores which he visited in the Western 
cities are doing an excellent business; 
that they need goods right along; and 
that they are especially interested in 





HAVERHILL AT THE BOSTON 
STYLE SHOW 


Members of the Haverhill shoe 
manufacturing trade who have 
planned and brought to fruition the 
community exhibit at the Boston Ex- 
hibition Style Show, July 11-14, have 
cause to congratulate themselves on 
their success. Visitors at the Boston 
Show will see Haverhill houses in a 
section reserved entirely for manufac- 
turers of this city, and in surround- 
ings which are of a highly artistic 
character. The success which Haver- 
hill concerns are enjoying as origin- 
ators and producers of women’s nov- 
elty footwear styles is forcibly illus- 
trated in the exhibits made by local 
concerns. Seekers after novelty styles 
at the Boston Show will be well re- 
warded by the inspection of Haver- 
hill-made lines which are offered for 
their approval. 


A HARVEST OF NOVELTIES 


Charles MacLaughlin Says It Is Time 
for the Reaping 


“It seems to me,” says Charles 
MacLaughlin, of Bresnahan, Mac- 
Laughlin Co., “that the coming fall 
will be a time for Main Street mer- 
chants to reap a harvest on novelties. 

“I have small patience with mer- 
chants who believe that the fall is the 
time of the year to craw) into a hole, 
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factory stock departments as a means 
of securing seasonable goods 
promptly. He is emphatic in his state- 
ment that this in-stock proposition is 
one which the retail shoe merchant 
will continue to utilize on a larger 
scale each season, as the services 
which they render to him are in line 
with modern developments of foot- 
wear buying. 


Daily Capacity of 27,000 Pairs 


George E. Keith Company’s factory 
No. 11 recently completed, adds 104,- 
000 square feet to the concern’s plant. 
The total factory floor space of the 
company is 1,200,000 square feet, mak- 
ing it one of the largest shoe manu- 
facturing establishments in the world. 
The company has 66 separate build- 
ings, nine of which are devoted to the 
manufacture of shoes. Other factory 
buildings than those in Brockton are 
in Middleboro, North Adams, East 
Weymouth, South Boston and Roches- 
ter, N. Y. The authorized capital of 
the company is $20,000,000. The daily 
capacity of the nine plants of the 


Haverhill 


Establishes Cut Sole Agency 


Louis O. Bloomfield of the Enter- 
prise Shoe & Leather Co. of Haver- 
hill has purchased the Moore Top Lift 
Company of Cincinnati. He will es- 
tablish an agency in that city for 
Haverhill cut soles, representing two 
of the leading houses in this city. 
Stocks will be carried at the agency 
for the convenience of manufacturers. 


Outing of Factory Executives 


The outing season in Haverhill fac- 
tories is on. It was inaugurated by 
the executives of Emery & Marshall 
Company’s factory and a few guests, 
by a day at Ipswich Bluffs, a nearby 
beach resort. A program of sports 
was put through in which the running 
of Fred C. Marshall of the concern 
was a feature. A baseball game was 
followed by lunch, and later a lobster 
dinner. During the next two months, 
outings will be of almost daily oc- 
currence among Haverhill factory em- 
ployers and employees. 


Lynn 


to hibernate for the cold weather, like 
Old Bruin. 

“In the fall, the farmer reaps his 
harvest, the foliage takes on the most 
beautiful hues of the year, and it is 
my candid opinion that the merchants 
are going to show some beautiful 
shoes and reap a harvest in the fall.” 


Three-Strap Shoes With Heavy Soles 
for Fall 


Among the “runway” shoes from 
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George E. Keith Co. is 27,000 pairs. 
The trade mark of the Walk-Over 
shoe is valued at $2,000,000. The 
company tans its own sole leather. 
The principal in-stock department of 
the Keith company is located in 
Brockton. A_ stock department is 
maintained in St. Louis. 


New Concern Incorporated 


The Miller Filler Co. of Brockton, 
with a capital stock of $25,000, has 
been incorporated under Massachu- 
setts laws. The members are: Marie 
A. Miller, Laurence L. Miller and 
Charles M. Riley, all of Brockton. The 
concern will make a filler for shoe 
factory use. 


Shoe Concern Changes Ownership 


The Puritan Shoe Co., with a fac- 
tory on North Main Street, has been 
purchased by Samuel Skepin and 
Jacob Winneg, leather dealers. The 
Puritan company manufactures men’s 
welt shoes with a daily capacity of 
about 60 dozen pairs. 





Shoe Men Get Together 


Shoe manufacturers representing 
Haverhill and other North Shore cities 
and towns are planning to get to- 
gether for mutual benefit in their bus- 
iness interests. A meeting was re- 
cently held to talk over preliminaries 
with particular reference to the ex- 
piration of labor price lists and agree- 
ments. It is the desire of the manu- 
facturers to make the expiration dates 
of price lists uniform throughout the 
different shoe manufacturing centers 
of the Massachusetts North Shore. 


Will Manufacture in Newburyport 


F. E. Adams Shoe Co., whose fac- 
tory in Seabrook, N. H., was de- 
stroyed by fire, and which concern is 
now in Newburyport, Mass., will con- 
tinue in that location for the present. 
The Adams line of women’s high 
grade turns is now being produced at 
the rate of 1000 pairs a day. Sales- 
men are on the road and the concern 
is well sold ahead for its production. 


the factory of Briggs & Hutchison, 
Lynn, are some three-strap blucher 
oxfords, with No. 12 iron soles, and 
8/8 heels. The uppers are rugged, 
being of Scotch grain and Norwegian 
grain, or Tony red calf. One style is 
made without a tongue. Others are 
made with full tongues. The straps 
are fastened with harness buckles. 
A dressy shoe in the same line is of 
smooth calf, autumn brown shade, 
with a panel of brown patent leather 
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THE ‘FAMOUS NATURE SHAPED SHOE 
for BOYS, YOUTHS and LITTLE GENTS 


AUGUST DELIVERY © 
ORDER NOW. 


Read These Descriptions and 
Prices 





CADET LAST 


Mah. Calf Bal Bail 
$4.25 


8.2 No. 2051 
Ball Strap, 1-2, $3.50; 2%- OK 
No. 2036 2059 Boys’ & Youths’ G. M. Side, 


3.50. 
2 . M. Side 
Ball Strap, 1-2, $3.50; 2%-5%,. 
$3.75. 








FOOTFORM LAST 


RUBBER HEELS | 200 5°¢7 By ee 








L, G. a 
ENGLISH » 9%-18%, $2.75; 1-2, $3.25. 


LAST ENGLISH LAST 
Boys’ and Youths’ tr Calf 


5 if and Youths’ Mah. * Calf 
1-2, $3.75; 2%4-5, $4.00. 
Boys’ and Youths’ Mah. Side 
» 1-2, $3.25; 2%4-5, 3.50 
Boys’ and Youth s’ G. = Side 
» 1-2, $3. 25; 2%-5, $3. 
2092 Boys’ and "Yo uths’ Mah, Side 
Bal_ Ball Strap, 1-2, $3.50; 2%-5 


2094 Boys’ and Youths’ G. M. Side 
ae Strap, 1-2, $3.50; 2%-5, 


All Rubber Heels 











CHIPMAN, HARWOOD & CO. 


560 ATLANTIC AVENUE 
BOSTON MASS. 
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overlaid on the quarter. It is made 
over a new last, with a 3% inch vamp, 
and a 14/8 heel. Its vamp is plain. 
It has a slim, square throat. 


Grecian Sandals for July 


“Lynch of Lynn,” is making for 
July sales Grecian sandals, of patent 
leather, with two instep straps, and a 
Grecian strap, and, also, with six cut- 
outs, three on either side of the mid- 
. dle of the vamp. Some styles also 
have cutouts on the sides. The cut- 
outs are useful, as well as ornamental, 
for they let the air into the shoes, and 
help to keep the feet cool. 


Another New Grade Appears 


There is appearing in Lynn lines a 
new grade of footwear, which, for the 
want of a better name, is called the 
“Shoe for Young Ladies.” It com- 
bines features of the growing girls’ 
‘class of footwear, such as the stout 
bottom, and, also, features of the 
novelties in women’s shoes. There is 
a distinction between this new grade 
of shoes for young ladies, and dressy 
shoes for women, for the latter shoes 
are very light and dainty, while the 
shoes for young ladies are intended 
for women who walk much. 


New Process Originated 


A new shoemaking process has been 
originated by the Litch Shoe Co., 
which recently came down from 
Saugus, and started a factory at 495 
Union Street, Lynn. By this process, 
it makes a turn shoe, with a welt, and 
without a channel. Instead of cutting 
a channel in the sole, and stitching in 
the channel, as is usually done in mak- 
ing turn shoes, a welt is stitched to 
the flesh side of the sole, and the up- 


OXFORDS LEAD FOR FALL 


Seventy-five Per Cent Low Cuts Pre- 
dicted by Philadelphia Merchants 


Sizzling weather might keep shop- 
pers at home, but nothing can daunt 
the Association spirit among Philadel- 
phia retail merchants as shown by the 
large turnout of members at the June 
meeting held in Cleres’ store, Colum- 
bia Avenue and the Ridge, Wednesday 
night, June 22. This was the last reg- 
ular meeting of the Philadelphia As- 
sociation until fall when the monthly 
gatherings will be resumed. 

A feature of the meeting was a 
discussion of trade conditions led by 
President George Geuting and parti- 
cipated in by the fifty local dealers 
present. The discussion developed an 
opinion that low cuts would have the 
big call for fall to the extent of about 
three-fourths of the pairs sold and 
of this quota, at least 65 per cent 
would be oxfords. Present business is 
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per is stitched to the inner side of the 
welt. Then the shoe is finished like a 
turn shoe. The process permits the 
making of turn shoes with a No. 10 
iron edge. 


New Shoe Firm Starts Work 


The Famous Feather Step Shoe Co. 
which was recently incorporated, has 
fitted up a factory at 495 Union 
Street, Lynn, where it is making com- 
fort shoes by new methods. It is mak- 
ing them of leather, and it uses the 
word “feather” in its title to indicate 
that its shoes are unusually light and 
flexible. Charles H. Rogers, manager 
of the company, was for some time 
in the shoe business in Lynn. He 
went abroad early in the war, in 
charge of a shoe repair outfit, and, 
eventually, he had charge of a large 
army repair station. 


J. J. Grovers’ Sons Building Addition 


J. J. Grovers’ Sons are building an 
addition to their “Lady Constance” 
factory. 


Increase in Repairing 


The Victor Shoe Machinery Co. of 
Lynn reports a 100 per cent increase 
in the sale of shoe repairing machin- 
ery and equipment, over June of a 
year ago. Evidently the shoe repair- 
ing business is booming. 


Tanner Goes Abroad 


Edward M. Salomon, president of 
the Armstrong Leather Co. of Pea- 
body, has gone abroad to visit the 
leather markets. His firm has been 
exporting and importing leathers for 
50 years or more. It brings in high 
grade specialties, like genuine Scotch 


Philadelphia 


below par and merchants here are 
placing little business for delivery 
further ahead than September 1. 


Outing Planned for July 20 


When the regular meetings are re- 
sumed a new order for conducting the 
program will be put in effect. There 
will be a Committee on Program ap- 
pointed by the president each month 
and the chairman of the Program 
Committee will act as chairman of the 
meeting for that month. This is the 
idea of President Geuting who be- 
lieves there is plenty of speaking 
talent within the organization which 
he hopes to see develop by the ar- 
rangement of several members acting 
on a Program Committee for each 
meeting, making their own arrange- 
ments for speakers and their chair- 
man carrying the whole program 
through. 

The Outing Committee in charge of 
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grain leather, and French wax calf, 
and French enamel leather. 


Gotham Process Shank 


A corporation formed a short time 
ago for the purpose of handling a pa- 
tented method for improving the ap- 
pearance of soles of finished shoes, 
particularly for obtaining a definite 
shape or outline where so-called cot- 
tage or circular ball shank shapes are 
required, is composed of Albert N. 
Blake, president, and Frank C. Stet- 
son, treasurer, who, with their associ- 
ates, will be at the National Shoe and 
Leather Exposition and Style Show 
to demonstrate the practicability of 
using the Gotham Shank process. 

By the use of the Gotham Process 
Shank method the molding of outer- 
soles for the purpose of defining cot- 
tage shanks or circular ball shanks 
previous to the laying of the soles may 
be eliminated, and by their method are 
produced by the insertion of a bolster 
between the inner sole and outer sole, 
thereby furnishing all the preliminary 
work that is necessary to bring out 
during leveling of the soles, and by a 
further application of a corrugated 
wheel producing the lines required. 

The simplicity of the method itself 
should be of interest to every manu- 
facturer for the reason that the slight 
cost to the user enables the production 
of shoes with an element of style that 
is appreciated by the buyers of shoes. 

E. F. McGunnigle, representing the 
Gotham Process Shank, Inc., will be 
in attendance at the booth during the 
four days of the style show, and will 
be glad to give the fullest informa- 
tion and explanation in regard to the 
method, which is issued to manufac- 
turers. under a lease method which in 
itself provides an economical and effi- 
cient procedure for manufacture. 


plans for the annual picnic of the As- 
sociation consists of George Schwinn, 
chairman; Bernard Sarapin and Al- 
bert Forster. The date has been fixed 
for Wednesday, July 20, and the place 
this year will be the Philadelphia Rifle 
Club. Plans are well along and a big 
turnout is expected. The usual series 
of sports events, baseball game, races, 
etc., will be topped off with a dinner 
at night in the Rifle Club house. 


J. P. Orr Visits Washington 


James P. Orr, head of the Potter 
Shoe Co., Cincinnati, and president of 
the National Shoe Retailers’ Associa- 
tion visited Philadelphia Headquarters 
Monday, June 27. On Tuesday, Presi- 
dent Orr and A. HW. Geuting held a 
conference with Secretary Hoover in 
Washington. The Commerce Secre- 


. tary was assured that it will be the 


desire of the N. S. R. A. to assist his 
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Herman’s 
Famous 
Specials Vaz 


No. 112 
YY Army Shoe 
No. 1 Side Leather 
$3.60 


_ salability of this Model 112 Herman Shoe in retail stores all over 
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men in all occupations who enjoy the noteworthy fitting qualities of the 
Munson Last and who desire footwear that has extreme serviceability 
as well as fine looks, are buying this Herman Style 112. 


Herman’s prices are based strictly on replacement costs. Herman 
quality and value lead the entire Specialty group. 


Style 112 is in stock, in full sizing. 
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JOSEPH M. HERMAN SHOE COMPANY 
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department in every practical way to 
get business back to normal. 


Traffic Rules to Be Changed 


Downtown traffic has become so 
congested that the municipal authori- 
ties have had pressure brought to bear 


“It is interesting to watch those 
merchants in the United States and 
Canada who are not letting their hind- 
sight interfere with their foresight, 
gradually forging ahead of competi- 
tion,” says a statement issued by G. 
L. Anderson of the T. K. Kelly Sales 
System. 

“Too many retailers are spending 
valuable time living over and hoping 
for the easy selling of the past two 
years instead of devising means for 
the overcoming of the present difficul- 
ties. Incidentally—because of the na- 
ture of our business and without be- 
ing critical—I say that retailers are 
not yet down to business. 

“For nearly a year now business 
has been done on a declining market 
and still there are some who do not 
realize it, or, if they do, have not ap- 
preciated its dangers or its advan- 
tages. There is some possibility that 
the market will decline still more for 
it took two years to reach the highest 
level and is likely to take as much to 
again touch bottom. 


Stock Depreciation Dangerous 


“Here lies the danger. If the mer- 
chant refuses to take radical and im- 
mediate steps to correct “conditions” 
—and he can—his stock must rapidly 
depreciate in value—that’s one loss. 

“Because he does not absorb a part 
of the loss in sale value of his goods, 
and I say a part because that is all 
that is necessary—his prices remain 
high—trade falls off—he loses cus- 
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to re-arrange present traffic rule, es- 
pecially parking regulations. During 
business hours automobiles are per- 
mitted to park on the main streets 
only for a limited time, but for some 
reason or other this regulation has 
not been strictly enforced and cars 
are strung along the sidewalks in 


Minneapolis 


tomers—and this is a serious loss and 
then his competitor gets busy—cuts 
prices to the new level—does business 
in good volume and takes away cus- 
tomers. This is not only a loss of 
revenue but a loss of opportunity. 

“The chain does not end here by a 
long ways for there is loss in inability 
to take cash discounts—loss in being 
unable to make job lot purchases for 
cash and a dozen more minor losses 
that collectively are dangerous un- 
less— 


No Money Loss in Proper Merchandis- 
ing 

“The merchant gets busy—cleans 
house—so to speak—and makes a 
place for himself in the homes in the 
community. 

“There really is no money loss in 
this transaction. New goods can be 
purchased at much lower prices and 
the difference between selling price 
and replacement cost is a profit and 
this, with the normal profit on the 
new goods, will absorb the original 
loss and Mr. Merchant is down to bed 
rock with his business in A-1 shape. 

“His banker appreciates this move 
and he immediately becomes a first- 
class credit risk—the jobber looks on 
him as a rapid outlet for his goods 
and benefits—assets—accumulate 
without end. Weak-kneed efforts will 
not accomplish this—nor will a policy 
of waiting bring it about. It must be 
done by vigorous effort—real con- 
structive — definite advertising and 
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front of the stores from early. morn- 
ing until evening, in many cases the 
same cars in the same spot every day 
in the week. Shoppers coming down- 
town by motor cannot find a place to 
stop even for a few minutes and mer- 
chants are insisting that better regu- 
lations be made. 


merchandising plans and must not be 
sustained over a long period. 

“Staples (seasonable merchandise 
does not need to be sacrificed) but sur- 
plus and out-of-date goods should be 
moved—literally without any thought 
of their original value—and after all, 
have they any value at all if they are 
not selling? 


The Little End of the Horn 


“TI think not—in fact, feel that mer- 
chandise that is stationary is a lia- 
bility and know that bankers regard 
it as such—in making their decisions. 

“The only real hope of the stability 
of the retail structure of the country 
at the present time lies in those mer- 
chants who are coolly going after re- 
sults first—movement of goods—and 
figuring that their own merchandising 
ability will bring in the reward for 
their efforts after the public buys 
easier. 

“There is no question that these 
men are right. They and their busi- 
nesses are the living proofs of the 
wisdom of their judgment for they 
are now—in spite of any and all con- 
ditions—doing a profitable business. 

“Let’s quit looking down the little 
end of the horn—there is business 
enough—money enough in the country 
for all of us—it is there for the ask- 
ing, too—will be brought willingly— 
but 

“Waiting for it won’t do—and fight- 
ing will.” 











A LAST OF OTHER DAYS 


What Shoe Fitter Has Sold “Straight” 
Shoes—Or Rasped Down Offend- 
ing Pegs? 


Lasts, the fitting of shoes, and the 
merchandising of shoes, change, for 
“the world do move.” 

Here is a last of other days, a 
“straight” last, of well seasoned 
maple, with a square toe. It was 
used for making boys’ shoes, when 
grandfather was a lad; hand pegged 
were the shoes. The bottom of the 
last is peppered with holes 
where the lusty cordwainer 
drove the pegs home. Perchance 
the shoes which were made over 
this last had copper toes. 

Compare it with a last of 
to-day, and reflect on the changes in 
the trade. 

Is there a shoe fitter of to-day who 
has fitted a “straight” last shoe? 


Probably not. But some very old folks 
remember when they put on “straight” 
last shoes, and “broke them in,” by 










wearing them until they shaped them- 
selves to the right and to the left 
foot. A painful process it was, Cer- 
tainly the shoe trade makes progress. 





And is there a store these days that 
has a rasp by the side stick? In olden 
days, the rasp was a common imple- 

ment. The retail shoe salesman 
used it vigorously, as he rasped 
down the pegs that the careless 
cordwainer left sticking up in the 
insoles. Nothing like that ever 
happens these days, excepting, of 
course, for those occasional and 
troublesome cases where a tack is 
left sticking up in an insole. 


New Felt Shoe Co. Formed 


Arthur and Abe H. Sachs have 
discontinued their services with 
the E. Z. Walk Mfg. Co., and have 
started in business for themselves, 
under the name of Sachs Bros. 
Felt Shoe Co., 508-510 Broome 

Street, New York City, taking over 
a running plant. They will make 
a line of felt and satin novelty slip- 


pers. 
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SUMMER NOVELTIES IN STOCK 


323—Brown Satin Strap 1-Butt., Cov. 
Fl. Louis Heel, Turn A-D ‘$5.00 
340—Blk. Satin _—- benyweia 
Fil, Louis Heel, Turn. A-D $5.50 
341—Black Satin Beaded Strap-Vamp 
Jr., Fl. Louis Heel, Turn..A-D $5.50 
321—Black Satin Strap —_- Cov. 
Full Louis Heel, Turn....A-D $5.00 
302—Black Satin Strap Ir. Py Full 
Louis Heel, Turn D $5.00 
138—Black Satin Strap 1- race Cov. 
Louis Heel, Turn B-D '84.00 
1390—Black Satin Strap x > Cov. 
Louis Heel, Turn B-D $4.00 
as a nf —. ett gobo 
ull Louis Heel, Turn . Style 328 
Style 323 $29—Gray Suede Strap Junior Cov. Full y 
Louis Heel, Turn C-D $5.50 
332—Brown Suede Strap 1-Butt. Junior 
Full Louis Heel, Turn....D-D $550 
38S3—Beaver Suede Strap ‘2Batt, Cov. 
Full Louis Heel A-D 85.00 
333—Black Suede Strap 1-Butt. Junior 
Full Louis Heel, Turn C $3.50 
338S—Black Kid Bead Strap-Vamp, Cov. 
Full Louis Heel, Turn....A-D $5.50 
339—Black Kid Bead yey ty Jr. 
Full Louis Heel, Turn....A-D 50 
350—Black Kid Strap 2- Butt. 4 3% Full 
Louis Heel ‘ D $4.00 
360—Black Kid Cut-out ra Lea. 
Military Heel ++++-B-O $4.00 
128—Black Kid Strap btm Leather 
Louis Heel OD $2.85 
129—Black Kid Strap 1 Butt., , = 
Military Heel D $2.85 Style 365 
Style 350 294—Dull Kid Girdle Strap, Leather 
Louis Heel, Tu A-D $4.50 
365—Dull Kid Cut-out Strap, Leather 
Louis Heel A-D $4.00 
355—Dull Kid Strap 2-Butt., Leather 
Louis Heel A-D $4.00 
353—Dull Kid Strap 2-Butt., Leather 
Military Heel .... B-D $4.00 
296—Patent Girdle Strap, Cel. Full 
Louis Heel, Turn A-D $4.50 
396—Patent Strap es * Full 
Louis Heel, Tu D $4.00 
364—Patent Cut-out Strap 2- nly Lea. 
Louis Heel B-D $4.00 
261—Patent Cut-out Strap 2- my Lea. 
Military Heel D $4.00 
312—White Kid Cut-out roach Cov. 
Full Louis Heel, Turn....C-D $5.50 
286—White Kid Cut-out Strap 2-Butt.. 
Cov. Full Louis Heel....C-D $5. 
292—wWhite Kid Girdle cae. 1D 65 00 
Style 211 Louis Heel, Turn " 
y S25—White Kid Strap Junior Cov, Full Style 289 
Louis Heel, Turn ° .C $5.50 
185—wWhite Canvas Pan 1 Butt.. 
Baby Cov. Louis Heel, Turn, B-D $2.50 
186—White Canvas Strap, 1 at, Cov. 
toms Bee, B-D $2.50 289—Tan Calf Oxford, Ball Strap, 
A-D 25 


— 165—White Canvas Strap, 1  Butt., Heel, 
” Kid, Colonial, :.AB4 Baby Cov. Louis Heel, McKay, OD. Cuban e ion 


Strap, Cuban Heel, 





















































mw “D 170—White Canvas Strap, 1 Butt., Cov. 251. Light Tan Calf Oxford, Rall Strap. 

in Louis Heel, McKay C-D $2.00 Guban B.. eel Sikes iti = 4.00 
Rss r 197—White Canvas Strap 1-Butt., Cov. = ae = p, Low 

315 Patent Colonial" ‘Beaded Full Louis Heel, Turn....B-C $2.25 eel A-D 84.25 


Buckle Full Louis a . 196—White Canvas ovens i. “Butt “3 








6—Black i lonial 
eed ee Military Heel, Turn 25 


1 
201_Dull | es 5 190 — Wine Chaves Strap., Bey ty (a Ls an 
- uls ee. iy Pree ey 5 
A D #4. 191—White Canvas Strap, 1 Butt, Cov. ~~ ye Oxford, “Balt Strap, 
Military Heel. Turn GD $2.00 184—Licht Tan Strap, Bali Strap, Mili- 
330—Tan Calf Strap 1-Butt., Coy. Full tary Heel . .2-B-D $3.75 
Louis Heel, Turn A-D $5.00 
321—Tan Calf Strap Junior Cov. Full 
Louis Heel, Turn A-D $5.00 


Send for Catalog oe sitneaes “Hite aon? D save High and Low Shoes In Stock 


THE BOARDMAN SHOE COMPANY 


564 ATLANTIC AVENUE BOSTON (9), MASS. : 
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Review of Leather 


Supplies and Prices 
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Gradual Improvement Noted 


Demand Now Extends to the More Staple 
and Heavier Lines, Which Have Been 
Neglected for Some Time 


The aggregate of leather business 
shows some improvement each month. 
The first six months of the year closed 
with a decided improvement over the 
corresponding conditions of a year 
ago. Around July 4 is the expected 
lull and in-between season period 
when shoe factories are for the most 
part cleaning up the orders on hand 
and taking inventories in preparation 
for the next season’s run. 

Leather merchants in talking of the 
outlook state they look for a fair 
amount of business for the remainder 
of the year. July and August may be 
somewhat dull, but on the whole the 
outlook is better. The purchases of 
leather are divided among a much 
larger number of buyers, and where 
heretofore the buying has been mostly 
among the high grade and light upper 
leather the demand is now extending 
into the more staple and heavier lines. 


Rock Bottom Prices Reached 


The various conventions and ex- 
hibitions scheduled for July in the 
various shoe centers of the country 
will undoubtedly bring out a large 
number of shoe buyers and should in 
any event help to speed up trading as 
a whole. The question of price has 
for some time ceased to be a serious 
obstacle so far as the leather and raw 
materials are concerned. It is gen- 
erally considered that prices now pre- 
vailing on all grades of leather are 
as low as they can consistently be 
while reckoning the cost of raw ma- 
terial, production and other expenses. 
The labor situation is not as disquiet- 
ing as it was some months ago, and 
tannery workers, where work is avail- 
able, are for the most part accepting 
the new wage schedules put in force 
by the leading tanners. 


Calf Leather 


There ‘is little change in the calf 
leather situation of the past few 


weeks. Sales are more widely dis- 
tributed and the highest grade leath- 
ers have been in very fair demand. 
The best grade of smooth colored calf 
is bringing 55c. per foot. The aver- 
age price, however, for some of the 
leading tannages is 50c. Lower 
grades range below these figures ac- 
cording to quality and tannage. 
There are some good grades of calf 


on the marl et at such a low price that 
it helps to reduce the price of kid 
leathers to some extent. A good call 
continues for suede leathers. There 
has been a strong demand for black 
suede as well as the colors. Prices 
range all the way from 50c. to 90c. 
per foot for ooze calf. Suedes will 
continue very popular during the fall 
and winter. 
Side Leathers 


A noticeable increase has been in 
order for the various finishes of side 
leather. The price range is rather 
wide, the best tannages of full grain 
colors running from 32c. for the top, 
26c. for the medium and down to 20c. 
and below for cheaper grades. Snuffed 
leathers are from 3c. to 5c. per foot 


(Continued on page 175) 








COMPARATIVE LEATHER AND HIDE PRICES 
Upper Leather (price per foot) 


Pre-War 
$0.32 a $0.35 
.30 


Calf, suede, top grade 

Calf, smooth colored, top grade. . 
Calf, smooth, black, top grade... 
Side leather, colors, top grade... 
Side leather, black, top grade.. 
White buck, top grade 

Elk, heavy side 

Kid, colors, best, fancy 

Kid, colors, top grade 

Kid, black, top grade 

Kid, medium, colors 

Kid, medium, black 

Kid, cheap 

Chrome patent sides 


Hemlock No. 1 

Union 

No. 1 oak backs 

No. 1 oak bends, shoe mfrs.’ use. 
No. 1 oak bends, finders’ use.... 


Peak 


$1.40 a $1.50 
1.40a 1.50 


To-day 
saa 60 a $0.90 
55 


‘70 a 


20a 4 
85a ‘1. 


95 
1.05 
48 1158 1.25 


Raw Hides and Skins (price per pound) 
(1918 Av.) 


Native steers, as used in sole 
leather, harness, etc. ......... 

Heavy Texas steers, for sole 
leather 

Light native cows, for side upper 
leather 

Branded cows, for 
leather ; 

No. 1 buffs, for heavy upper and 
side leather a 

No. 1 Chicago City calfskins, for 
fine calf leather ri. 

Kids, for upper leather 

B. A. hides, for hemlock sole 


light sole 


18% 52a .55 
18 ico &. 0 
17% os oe 
17% co ae 
15 d 50 


17% 
16% 


30 
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Largest Manufacturers in the World of 
Black Glazed Kid 


SURPASS LEATHER CO. 


FACTORY FACTORY 
Philadelphia, Pa. 


Gloversville, N. Y. 
SALES OFFICES 


Boston 
St. Louis 


New York 
Cincinnati 


Philadelphia 
Chicago 


London 
SURPASS LEATHER CORPORATION BOOTH & COMPANY (London), Ltd. 
Boston, Mass. London, Eng. 
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Rubbee Footwear 


The Market Situation - Prices and 
Style Information - Trade Notes 


STAT ANATTHUUTO TT Va NOOO OTN UOC UU TCTNULTE LTO 


What About Overshoes? 


Will They Be the Rage Again Next Winter? 
Will Manufacturers Try to Make 
Them More Stylish? 


While days during which the tem- 
perature is apt to be hovering around 
ninety degrees may not seem the log- 
ical season in which to bring up the 
subject of overshoes (also known as 
arctics) nevertheless the increasing 
importance of this type of foot cov- 
ering deserves some of the merchant’s 
attention, even at this early date. 
Their almost meteoric rise from a 
most obscure position in the realm of 
things purely utilitarian to a promi- 
nent niche in the style gallery has 
been one of the most surprising de- 
velopments in the shoe trade. 


New Fabrics May Come 


They used to be all black fabric 
but last winter saw the introduction 
of overshoes of heather fabric and 
even some blues and grays. This 
winter may be expected to see still 
further style developments and while 
it is not safe to make a definite pre- 
diction it would not be out of line 
with the general trend of things were 
manufacturers to introduce even more 
varied patterns—two tone combina- 
tions, decorated tops, glittering snap 
fasteners or buckles and other inno- 
vations. 

Women, especially, have shown a 
decided liking for them. It is merely 
repeating what has been said many 
times before to point out that they 
were seen literally by the thousands 
on city streets and country thorough- 
fares last winter on neither of which 
could be spied a flake of snow or even 
a semblance of mud. It is the pos- 
sibility of a recurrence of this mode, 
plus its effect on the sale of boots 
which makes the subject of interest 
at this time. 


Boots Versus Low Cuts 
Needless to say, boots will sell. 


They always have and always will 
but any decided return of the over- 


shoe craze might make them sell in 
quantities a little less than in some 
of the years which we have had in the 
past. 

The reason is obvious and has its 
origin not alone in women’s appa- 
rently insane mania for overshoes 
but also in their equally extravagant 
liking for low cuts. It permits the 
wearing of this type of footwear with 
dainty hosiery to afternoon or even 
evening social functions, the overshoe 
to be removed, of course, after arrival 
at the home of the hostess or the 
theater or whatever the destination 
may be. 

To some extent, therefore, it is a 
substitute for the gaiter or boot top 
although not nearly so dressy nor 
half so good looking. The wearing 
of the overshoe is one of those freaks 
of fashion in which women indulge 
every so often and the merchant 
might as well be prepared to fall in 
line. Do not overlook the importance 
of gaiters, however, as they are due 








A popular type of rubber-soled canvas 
footwear 


Me 
}] ERR = 


BUTI 


for a good fall and winter season 
even though the overshoe craze multi- 
plies itself by two. 


Boosting Rubber Footwear Trade 


Recognition of the growth in popu- 
larity of canvas rubber-soled foot- 
wear is found in the important place 
given to United States Rubber Com- 
pany Keds in the shoe departments 
of Gimbel Brothers’ big stores in New 
York and Philadelphia. 

In New York the whole rear of the 
women’s store on the second floor has 
been transformed into a huge rubber- 
soled footwear salesroom. There are 
summer furniture, little miniature 
displays of every use of Keds, large 
painted backgrounds on the tops of 
cabinets, striped sunshades and every 
sort of decoration to make the proper 
appeal for the line. 

The men’s shoe shop has also been 
converted into a-summary store for 
Keds. Here both boys and men can 
find every type of tennis, leather trim 
and work shoe. The salesmen have 
received special training and are pre- 
pared to answer questions as to the 
merits of the different styles. 








(Continued from page 178) 


lower per grade, and combination and 
bark tanned sides range from 14c. to 
26c. per foot. There is a fair demand 
for elk, hip and veal leathers at prices 
ranging from 18c. to 35c. per foot. 
The call for the latter increases as 
makers of heavier goods become 
busier. 
Glazed Kid 


There has been a fair business dur- 
ing the past ten days, and an excel- 
lent business on the top grades for 
the season as a whole. The dullest 
feature of the kid market has been 
the lower grades of black. There is 
little change in prices with the de- 
mand better for leather running from 
40c. a foot upward. The top grades 
of colors range in price from 65c. to 
$1 per foot, with 70c. to 80c. the aver- 
age price for the leather wanted. The 
large amount of cheaper kid on the 
market has served to deflate the prices 
of kid and cabretta. 
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Norwegian 


Veals 


One of Gallun’s specialty leath- 
ers—a heavy, rugged, high- 
grade leather that is the first 
choice of high-grade manufac- 
turers for the popular brogue 
shoe. Norwegian Veals are 
suitable for both men’s and 
women’s shoes and are pro- 
duced in two colors and black. 
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GALLUN QUALITY 


Four Staunch Leathers 


H. A. ELY, Manager. 
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VIKING 
CALF 


A strong grained mellow calf- 
skin that is moisture-repellent. 
This leather does not peel or 
chip and is especially adapted 
for a high-grade shoe. Viking 
Calf is favorably known and 
universally used by discrimi- 
nating shoe manufacturers. It 
takes a brilliant polish and is 
offered for the coming season 
in five colors and black. 











POONA TUES TATAATA TATE ETT 


Favorably Known and Universally Used 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, INC. 


11 EAST ST., BOSTON, MASS. 





Mandarin 


Sides 


A chrome tanned side leather 
made in glazed and boarded 
finish and offered in two colors. 
Mandarin Sides are strikingly 
attractive and of the highest 
integrity. They are designed 
to meet the call for fine shoes 
that can be sold at prices de- 
manded by the great majority. 











AZTEC 
CALF 


is recognized the world over as 
the standard of excellence for 
Spring and Summer shoes for 
men, women and_ children. 
Pliable and strong, this leather 
is pleasing to the eye and com- 
fortable on the feet. Aztec 
Calf will be offered in the com- 
ing season’s fashionable shades. 
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Real Salesmanship Needed 


“As Traveling Men, Our Opportunity to Co-oper- 
ate With the Merchant is Greater Than With 
Any Other Class of Men” 


From address made before California 
Retail Shoe Dealers’ Association by 
GENE MURPHY 
President of the Northern Association 
of Traveling Men of California 


With one hundred and five million 
pairs of feet to fit in the United 
States, there is a distinct duty on the 
part of each shoe merchant and each 
retail shoe salesman to see that they 
are properly fitted and that a profit is 
made commensurate with the service 
rendered. 

During the period when the demand 
far exceeded the supply, in every line, 
salesmanship was forgotten. Both 
commercial and retail salesmen re- 
mained, but with disuse, their finesse 
was forgotten. If a manufacturer or 
a retailer had a manufactured article 
there was no need of a clever sales- 
man to present it attractively. The 
buying public was hungry for it and 
snapped it up immediately. 


Real Salesmanship Needed 


However, this time has passed and 
we are now living in an era when 
clever salesmanship is an absolutely 
necessary thing. Never has it been 
so necessary, not alone to increase the 
sales, but to restore the confidence of 
the buyer. This is particularly true 
of the retail shoe trade. Public con- 
fidence was shaken—the retailers’ 
faith in the manufacturer, the manu- 
facturers’ faith in the tanner, the 
tanners’ faith in the seller of hides. 
However, thanks to co-operation and 
an absolute proving of ourselves, this 
confidence is being re-established. 

The phenomenal increase in the 
number of travelling men, many of 
whom were mere order takers, ex- 


clusive shoe stores and shoe depart- 
ments, within the last four years is 
proof of one thing. It was easy to 
sell the public shoes. From now on, 
however, shoe selling will be in the 
hands of the man who knows how, or 
at least makes it a feature of his 
business. Perhaps, what we have 
gone through has merely been a 
sweating out process, a case of the 
survival of the fittest. 


Advertising a Corrective 


It is true that at the present time 
conditions are unusual and more or 
less unsettled, but there is no reason 
why any merchant should be at sea 
regarding them. Any up and coming 
merchandiser thoroughly understands 
the importance of printers’ ink as an 
advertising medium, yet many of 
these totally disregard the importance 
of the trade journals and from these 
one may keep closely in touch with 
conditions as they are all over the 
country—not alone in the merchants’ 
immediate locality. Then, of course, 
there are the retail clubs that add 
much where an exchange of ideas and 
viewpoints is concerned, to say noth- 
ing of the opportunity to associate 
with one’s confreres. 

There is no element in the shoe 
business so conducive to uncertainty 
as gambling on the saleability or life 
of a style. There are dreamers and 
doers. A mixture of a little of each 
is apt to be a very successful business 
combination. In other words, the 
commercial man who plans and thinks 


in advance, has high ideals, common 
sense, and the courage of his convic- 
tions is bound to land right side up 
anywhere at any time ready to co- 
operate with you for your success and 
profit. 


The Duty of the Traveler 


As travelling salesmen our oppor- 
tunity to co-operate with the mer- 
chants is increased by the tidings we 
can bring of good or evil; perhaps it 
is greater than with any other class 
of men. We penetrate every nook 
and cranny of our beloved country, a 
fact our government was not slow to 
recognize during the war when calling 
upon us for Secret Service work and 
other aid. In our ranks, which num- 
ber six hundred thousand, are to be 
found representatives of all national- 
ities and all creeds; not, however, all 
allied to the shoe industry, but all 
optimists and believers in a supreme 
being, and the perfection of his co- 
operation. Hence, we preach the 
gospel of good will, success, justice 
and the necessity of increased produc- 
tion. 

There should be no stampeding in 
regard to prices. Should a downward 
tendency develop, each dealer should 
make only such orderly regulations 
downward as a broad, wide-awake 
view of the situation demands. Read 
your journals and talk it over at your 
clubs, get the other fellow’s view, find 
what the trend actually is, and then 
sit tight—don’t rock the boat. High 
prices have improved the public taste 
in shoe buying, the advantage of buy- 
ing a well-made, well-fitting shoe at a 
fair price is seen. Don’t spoil this 
improvement by flooding the market 
with junk, poorly fitted, at any price. 
This will be disastrous to the shoe 
trade in general. 


McElroy-Sloan Men In 


Some of the sales force of McElroy- 
Sloan Shoe Company of St. Louis 
slipped in to the home office for a few 
days recently, to nose around for any 
new developments which might have 
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No. 639—Price $4.50 
PETERS WHITE REIGNSKIN 
Two Strap, Black Kid 
Straps, 5th Ave. Last, Cov- 
ered Full Louis Heel, Single 

Sole. 


No. 634—Price $5.00 
Brown Kid, One Strap, Full 
Covered Louis XV _ Heel, 

Single Sole, A-D. 


No. 617—Price $5.00 


Brown Kid, Two Strap, Full 
Covered Baby Louis Heel, 
Single Sole, A-D. 











BROWN and WHITE 
STRAPS 


THE NEWEST and the BEST 


IN-STOCK 








for shipment 
the day order 
is received— 





You'll Find Us at 

Space 151 with All 

the New Styles for 
Next Season 











THOMSON-CROOKER SHOE CO. 


18 STATION ST. 


BOSTON.20, MASS. 
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occurred. E. C. Watson, who travels 
southeastern Texas was accompanied 
by several of his select customers. 
Arch Jennings, who finds Central 
Oklahoma an ideal locality to sell 
shoes in and his travelling neighbor, 
R. C. Herbert of Oklahoma City, also 
spent a few days in the house. They 
all report business good and buying 
as brisk as can be expected. 


Stoner Now in New York 


“Jim” Stoner, Eastern Traveling 
Sales Manager of Boyd-Welsh Shoe 
Company, St. Louis, spent several 
days in Pittsburgh on his way East. 
“Jim” reports wonderful business on 
“chicken” shoes and finds straps in 
patent leather, satin and suede the 
biggest numbers for fall. After mak- 
ing a few cities between Pittsburgh 
and New York, he will be glad to 
see his old friends at his office in 
the Pennsylvania Hotel after July 4, 
where he will assist Mr. Welsh in 
meeting the trade. 


On Trip with Harvard Club 


B. H. Cogan of the P. Cogan & 
Sons Co., Stoneham, Mass., is in re- 
ceipt of a letter from his son who 
is touring Central Europe as a mem- 
ber of the Harvard Glee Club, telling 
of some of their experiences since 
leaving Boston. While in Paris the 
club members were the guests of 
Marshal Foch who gave his original 
signature to every member of the 
party and spoke of his coming visit 
to the United States. Mr. Cogan has 
two sons who are graduates of 
Harvard University. 


Signs Up with Adams Bros. 
Charles Stevens packed away his 
winter apparel last week, a contented 
man. Charles has a ne summer 
home on Shell Road, Onset, and be- 
tween sitting on his porch and racing 
down Buzzard’s Bay in his cabin 


cruiser, he takes life easy all summer. 
Besides being set for a nice vacation 
he is content in mind having recently 
signed up with Adams Bros. of Pitts- 
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field, Mass., to cover his old trail 
through the north and far west with 
their line of misses’ and children’s 
shoes. 


“Eddie” Andrews of the Royal Shoe 
Company, Randolph, Mass., has wan- 
dered back to Boston after a short 
jaunt through the larger cities of 
Pennsylvania, New York, Maryland 
and Ohio. Business was good. He is 
closing up his city home preparatory 
to removing to Point Independence, 
where he has a bungalow and where 
he is active in the affairs of the P. I. 
Yacht Club. 


B. S. T. A. OUTING PROGRAM 


To Include ali Kinds of Races and Two 
Ball Games 


“Tommy” Johnson of the A. E. 
Nettleton Shoe Co. is again at his. 
desk in 183 Essex Street after having 
had a very profitable season South. 
“Tommy” is brushing up on his base- 
ball stunts for the outing of the 
B.S. T. A. Applications for reserva- 
tions to the outing are coming into 
the office of the Secretary, William 
Noll, in such numbers as to indicate 
that about 500 members of the joint 
associations are to be on the first boat 
going down. 

The program includes a pipe race, 
open to all; tug-of-war, Mfg’s. and 
Buyers; three-legged race, open to 
all; fat men’s race (50 yds.); can- 
cellation race, buyers vs. salesmen; 
ball game, Salesmen B. S. T. A.. vs. 
Buyers, and. ball game, Rhode Island 
Retails vs. Mass. Retailers. 


CHARLES M. NEWHALL 


Was Probably the Oldest Shoe Travy- 
eler in the United States 


Charles M. Newhall, the oldest shoe 
traveler in the United States from the 
point of consecutive service, died in 
Augusta, Maine, June 28, after a short 
illness, at the age of 78 years. 

Mr. Newhall who had been spending 
the past winter in Pasadena, Cal., 
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was on his way to his summer home 
in Maine. He was taken suddenly ill 
at the home of a relative in Augusta 
and passed away shortly after. The 


‘ funeral was held Friday, July 1, with 


burial at Lynn, Mass. Mr. Newhall 
literally “died in the harness,” having 
been at work selling shoes right up to 
the time of his departure to Maine. 

He was associated for the past few 
years with C. H. Moulton Co., Lynn- 
field, Mass., and Adams Bros., Pitts- 
field, N. H. His term of shoe travel- 
ing and shoe selling cover a period of 
fully half a century and he was known 
to shoe buyers in all parts of the 
United States. 


SHOE TRAVELERS MEET 
Cincinnati Men Meet and Discuss 
Benefit Fund Proposal 


A revival of interest in Association 
work is becoming quite obvious among 
the members of the Cincinnati Asso- 
ciation of National Shoe Travelers 
now that many of the boys are home 
from their trips. 

Upon the return of President Jay 
Jaffe and Secretary Frank J. Weber 
a conference was held at which prepa- 
rations for the next meeting of the 
association were,made. The meeting 
was held June 30 at the Sinton Hotel, 
with a healthy attendance. A change 
in one of the articles of the by-laws 
dealing with the method of nomina- 
tion of officers was adopted. An en- 
tirely new article which had been pro- 
posed at the earlier meetings during 
the year was brought up for discus- 
sion. It provides for the assessment 
of $1 against each member of the as- 
sociation upon the death of any one 
of the fellow members. This assess- 
ment is to go into a mutual fund 
which is for the purpose of lending 
support to the surviving relatives. The 
article provides that upon the death 
of a member $100 is to be paid to the 
widow, or if no widow, to the next of 
kin. This mutual fund system is 
looked upon with favor by the entire 
association. 














“FOR WANT OF A NAIL” 


North Side Process Co. Booklet Tells 
of New Arch Band 

Considerable interest has been 
manifested in a new arch band which 
has recently been put on the market 
by the North Side Process Co., Cin- 
cinnati. Their‘ advertising agents 
have issued a little. booklet, which 
carries on its front page the inscrip- 
tion, “The Tale‘of a Big Little Thing.” 
This booklet tells how the “ArcHelp” 
band came into’ existence. 

This ArcHelp band is a new idea 
in foot comfort. It is constructed 


along scientific principles, or on the 
same principle as an ankle or wrist 
band. 


Its purpose is to help and 


strengthen the arch. The arch is the 
most vulnerable part of the foot, the 
part that bears the weight of the 
body. The device is sold to men or 
women who do a lot of walking or 
standing—postmen, policemen, solici- 
tors, floor walkers, saleswomen, teach- 
ers, baseball and tennis players, run- 
ners, bowlers, etc. 


The Johnson, Stephens & Shinkle 
Co. of St. Louis has completed the 
establishment of its offices, cutting 
room and fitting room at 4242 Laclede 
Avenue thus enabling the enlarge- 
ment of the departments retained at 
the Twenty-second and Chestnut 
Streets plant. 








A brown and white combination in 
kid on a flexible sole child’s shoe. 





From the Stanwear Shoe Co., Chicago 
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Year Round Profits 


OLGEVILLE E-Z Felt Footwear is 
more than just a winter season 
line. It has a genuine year round ap- 
peal. It can be displayed each day of the 
year and build up a steady source of 


profits. 


Are you getting your share of this plus 
business by featuring Dolgeville shoes 
throughout the whole year? 


Dolgeville Felt Shoe Company 
Dolgeville, New York 


July 9, 1921 
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| Yes, We Are Proud of Our Achievement! 


4 


Wr 





FIRST—A man who with a de- 
termined mind wanted to do things in 
a commercial way. The start, labori- 
ous, in a very small and modest way, 
growing very slow, yet with the great 
amount of honesty and confidence, the 
foundation was built. 


SECOND—Came the younger genera- 
tion, bringing with them the “Youth- 
ful” enthusiasm and full of modern 
ideas, the Growth developed wonder- 
fully fast and today we have an enor- 
mous business, having reached the 
Four Million mark per annum. The 
man with the determined mind is gone. 
His spirit is and always will remai 

with us. 


THIRD—We of this latter day, having 
modern ideas of our own to further im- 
prove and build up;—We are still hard 
at work and are considered today, New 
England’s distinctive “Wholesale Cata- 
logue Shoe House,” being kept very 
busy filling mail orders secured through 
our “Mail Traveling Shoe Salesman” on 
a guarantee which only a broadminded 
shoe house could afford to offer. 


Arona mama M7 Sine ire ae 


WANA 


a 
4 


We extend a most hearty and per- 
sonal welcome to all our friends and 
customers, the Shoe Merchants of 
America and will be glad to have you 
visit our place of business, while on 
your trip to the Market and during 
National Shoe Style Show week of 
July 11, 12, 13 and 14. 


M. FINKOVITCH, Ine. 


138-144 LINCOLN ST. BOSTON, MASS. 


\iva\ty 
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IN-STOCK—NOW 


For Immediate Shipment 


Two Styles in White “JCN ARCH BRACER” 
Eve Cloth 





Sizes in Stock 


B256—White Eve Cloth, White Ivory Sole 
13/8 White Ivory Heel, Welt. 











B260—White Eve Cloth, Combination Last, 
12/8 White Ivory Heel, Welt. 
$4 65 Terms, Net 30 Days 


$4.80 





Room 552 


JOY, CLARK & NIER, Inc. 
Rochester Style Show ROCHESTER, N. Y. 





























Ng No. 13711, 
\ HYGRADE 
ENAMELLED BUCKLES — 
NONRUST THAT HARMONIZE WITH COMPOSITION 
a STYLISH SUMMER FOOTWEAR 
Harmony is the keynote of summer. 
We manufacture a large assortment of 
buckles to match leathers which will 
be popular all season. ray) Kye 
Samples sent free upon No. 1061 
request of manufacturers. pen Sass 


composeTion 

NORTH & JUDD MFG. CO. SALES OFFICES 
NEW a CONN. 
ALL LEADING 


NEW YORK 


CHICAGO 
JOBBERS SELL sT. Louis 
" SAN FRANCISCO 
OUR PRODUCTS. ANC HOR, HAROWARE 
BRANO PRODUCTS 
A ° ° . . J e rs o- i : or ee A - 5m a 


HYGRADE 











No. 1141 


NON RUST 
COMPOSITION 
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Ramsey’s Double 
Stitched Shoes 


IN STOCK 
IMMEDIATE DELIVERY 
ALL REGULAR MERCHANDISE 


Ventilated Oxfords, Outside Heel 


No. 900—Cherry Chrome, Oak Sole. 
Boys’ 2% to 5%, $1.85; Men’s, 6 to 11, $2.25. 
No. 914—Cherry Lotus, Full Grain, Oak Sole. 


Little Gents’ Youths’ Boys’ Men’s 
8% to 13% 1 to 2 2% to 5% 6 to 11 
$1.60 $1.90 $2.25 $2.65 
No. 906—Cherry Ooze, Oak Sole, 
8% to 18% 1 to 2 2% to 5% 6 to 11 
$1.20 $1.40 $1.65 $1.90 
No. 16—Heavy Cherry Chrome, Oak Sole, Special Price. 
8% to 13% 1 to 2 2 to 5% 6 to 11 


$1.20 $1.40 $1.60 $1.85 





Sport Oxfords, Outside Heel 

No. 700—Cherry Chrome. Oak Sole. 2% to 7, $2.00 

No. 714—Cherry Lotus, Full Grain, Oak Sole, 2 to 7, $2.25 

No. 14—Heavy Cherry Chrome, Oak Sole, Special Price. 
2% to 8, $1.80. 


Plug Oxfords 
No. 200—Cherry Chrome, Oak Sole. 


Children’s Misses’ Growing Girls’ Young Ladies’ 

5 to 8 8% to 11 11% to 2 2% to 6 
$1.05 $1.20 $1.40 

No. 214—Cherry Lotus, Full Grain, Oak Sole. 
5 to 8 8% to 11 11% to 2 2% to 6 
$1.25 $1.40 $1.60 $2.35 

No. 210—Tan Lotus, Full Grain, Special Price. 
5 to 8 8 to 11 11% to 2 2% to 6 
$1.05 1.20 1.40 1.85 

No. 5—Cherry Chrome, Textan Sole, Special Price. 
5 to 8 8 to 11 11 to 2 2 to 6 
$.85 1.00 15 1.60 


Bal Oxfords 
No. 314-—Cherry Lotus, Full Grain, Oak Sole, 


Children’s Misses Growing Girls’ 
5 to 8 8% to 11 11% to 2 
$1.40 $1.60 $1.80 


Barefoot Sandals 
No.00—Cherry Chrome, Oak Sole. 


Children’s Misses’ Growing Girls’ Young Ladies’ 
5 to 8 8% to 11 11% to 2 2% to 6 
$1.00 $1.15 $1.35 $1.75 


Same style in Creepers, $.70. 
No. 15—Cherry Lotus, Full Grain, Oak Sole. 
5 11 11 


5 to 8 8% to % to 2 
$1.20 1.3 1.60 
No. 4—Cherry Chrome, Textan Sole, Special Price. 
5 to 8% to 11 11% 2 to 6 
$.80 $.95 $1.10 $1.50 


GOODYEAR DOUBLE. 


967 ATLANTIC AVE. 








E. J. RAMSEY CO. 






VENTILATED OXFORD 




































RAMSEY’S PATENTED PLAY SHOES 


THEY CANNOT RI 


WELT 


BROOKLYN, N. Y. 


STITCHED 
WITH 


. ct 
= 
™ ney seer 


PLUG OXFORD 


BAL OXFORD 









—<—_ 
















BAREFOOT SANDAL 





P 
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A true test of value is an estimate placed upon an article 
by those who use it. 


Many progressive merchants have been relieved by knowing that during the seemingly 
dull season their windows were at work bringing in business. 

They have found that to create a demand for their merchandise it has been necessary 
to increase the efficiency of every method of distribution. 

So many of them double up on their window displays, dress the nies twice as 
often, thus, giving the public a further opportunity to become acquainted with their 
merchandise through actual contact with it in their sales window. 

Our catalogs are complete in their description of the fixtures we can supply for your 


display centers. 
HUGH LYONS & COMPANY 


“Make Buyers Out of Passersby’”’ 
Lansing, Michigan 


Salesrooms: 














Chicago New York 
232 So. Franklin St. 35 W. 32nd St. 














E 

















La Crosse Shoes and Today’s Prices 
















A proven combination commanding attention of work 
trade. No under-priced leather, or cheap makeshift 
workmanship enters La Crosse shoes. We couldn't 
afford to endanger our reputation. It took 35 years to 
build. We have simply adjusted our prices to 
preser.t lower leather market levels and we are 
passing these extra values on to you for your 
trade. 



















This added shoe mileage will make you solid 
with the kind of trade that buys shoes for heavy 
Nez ttaitt ais * meen ak: duty, Send for a catalog showing our line. In 


IN STOCK nn, 2ion single sole, welt: 3.00 Stock for Immediate Delivery. 


LA CROSSE BOOT & SHOE MFG. CO. 


LA CROSSE WISCONSIN 
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“We’re Saving These Dates 
for 


You” 


JULY 


SUN MON TUE WED THU _ = 


- 
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jMsional Sioe 
_-Rither Sipositon a Style Sow § 


Boston, Mass. 
Suly 11+12+13+14 +199 


Our Exhibit is No. 17 on the Main Floor. Look for it. Make 
it your headquarters. 
Since 1875 we've been printers to the shoe trade. We print 
everything from carton labels to posters. 

Get our ideas. 


“Tolman Advertising Makes Good” 


TOLMAN PRINT, Inc. 


Sales & Art Dept. Gen. Offices & Plant 


183 Essex St. 71 Centre St. 
BOSTON, MASS. openers MASS. 


reproduced with their permission 
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The above design was originated by us as a Novelty Folder for the Style Show Committee and i 
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“WOC-0-MOC” 


A True Moccasin 
with No Seam to Rip 


THE IDEAL SUMMER 
PLAY OR WORK SHOE 


Stock No. 3841 


Men’s Chocolate Elk Woc-O-Moc, 5 Inch, 
Duflex Fibre Sole, Elk Mid Sole, Special 
hwy “a Woc-O-Last. To order, 5 to 


Stock No. 3830 


Men’s Smoked Elk Woc-O-Moc, Oxford 

Height, Duflex Sole, Elk Mid Sole, Special 

tS ey tow Woc-O-Last. To order, 5 to 
. to ° 





Write for our new catalog—just off the press— 
listing our entire lines. 


G. H. Bass & Co. 


Shoemakers 


WILTON MAINE 
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for 


JOBS 


see or write 


ELIOTT SHOE CO. 


Morris Eliott 


214 LINCOLN ST. 
BOSTON, MASS. 




















































No. 308 


MAKE your shoes stylish by using Vanity 
made Colonials or covered buckles, bows 
and beaded ornaments. It will be a sure 
profit for you. 
Price on above number is $10 per dozen 
pairs. 
Write for catalog. 


We also do high grade beading for shoe 
manufacturers only. - 


The Vanity Novelty Works 


Designers and Manufacturers of 
SHOE ORNAMENTS 
913 Gates Ave. Brooklyn, N. Y. 
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LLEKLAZ KKH F 


Stock Styles 


Brogues—Dress Oxfords—Sport Shoes 
Deliveries Right Now 





Stock No. 580—Brogue Last. Gallun’s 26 Brogue Ox- Stock No. 587—Brogue Last. Gallun’s 4 N egian 
= AA, 7 to 11; A and B, 6 to 11; C and D, 5 yas Bregue Oxford. Rawhide Slip Sole. Price r'$7.00 


Stock No. 693—Brown Cordovan og 1; ABS 
Slip Sole. Sizes and Widths: AA, 7 to I]; 
Se Ces Sy Ge SS ee Bee Beh 09 5h-0s.inddsader $7.25 


Stock No. 383—Smoked Elk Sport Oxford, 
Gallun’s 4 Apron and back stay. Ribbed 


No. 372—Patent C. S. Oxford. 3 Bevel Ed are “a “a 

ti Fenway Last. Sizes and Widths: SKA, 6 6% Dufiex” Sole and Wedge Heel. Swagger Last. 
11; A,B. 600 11; CF D5 to 11. Perice.....se« $0.00 A and B, 7 to I1; C, 6 to 10; D, 5 to 10. 
No. + hag al Calf C. S. Gated, Imt. Turn. Agree 4 a eae MAES: <i $6.10 net 
oe, Sizes and Widths: » 6% to Il; A, B, 6 to 





p> WRG 6.0 Sedans cade sade ses $6.00 


The Dalton Company, Inc. 


Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street. NEW YORK: 651 Marbridge Building. CHICAGO: Room 706, Security Bldg. 


:;C D, 5 to it 
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Here’s Another That Is “Worth While” 


with many other novelties it will 
be seen at the Boston Show 









Chocolate, Horse Bal Oxford, 
Mahogany Calf Apron, Plain 
Toe, Rubber Slip Sole, Stitched 
Around Heel, Club Last, 
Goodyear Wingfoot Rubber 
Heel. 





Be sure to call at 


Booth No. 72 





Address: DOHERTY BROS. 











NULL ‘ccc 
IE 


Factory: Avon, Mass. 
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When In The 
Boston Market 


Be sure to call and in- 


spect our complete line 
of novelties and staples 
for Fall. 


We can show you some 
interesting profit mak- 
ing possibilities if you 
call at 


Our Boston Salesrooms 


207 
ESSEX ST. 











OXFORDS 








SPRING STEP Rub- 
ber Heels mean SU- 
PERIOR style, 
SAFER Service, 
BETTER wear. 

The receding breast 
feature insures the 
first--S nail holes 
instead of 6, the sec- 
ond—top quality of 
material, the third. 


WE USE SPRING 
STEP HEELS 


GLOBE SHOE CO. 


Women’s Welt and 
McKay Shoes 


Factory: Chelsea, Massachusetts 
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DOD WDD 
GOOD SHOES 


100% leather—that’s why they are “Good” 


THE BIG SELLERS FOR FALL 
IN TONY RED CALF 


$5.50 


IN STOCK AUGUST ist—WE ADVISE ORDERING NOW 


No. 5806 


Varsity Bal. ‘“‘Ubyme” Last. Fittings to 
match. Widths A to D. 





SPRING STEP Rubber 
Heels mean SUPERIOR 
style, SAFER service, BET- 
TER wear. 


The receding breast fea 
i first—8 nai 


WE USE SPRING 
STEP HEELS 











J. RALPH BAKER CO. 


Bridgewater, Mass., U. S. A. 
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TANNERY AND GENERAL OFFICES 


THE OHIO LEATHER CQO. 
GIRARD, OHIO. 


BOSTON 
THE OHIO LEATHER CORPORATION 
33 SOUTH ST. 


PHILADELPHIA 
THE OHIO LEATHER COMPANY 
325 ARCH STREET 





ST. LOVIS 
ARTHVR S.PATTON LEATHER CO. 
1602 LOCUST ST. 


NEW YORK 
OSCAR SCHERER & BRO. 
29 SPRVCE ST. 








G) FoR QUALITY, 





July 9, 1921 


BOOT AND SHOE RECORDER 


193 




















IN THIS BUILDING 


33rd and 34th Streets, at 8th Avenue, 
New York City, we have established a 
complete plant comprising 3000 square 
feet for the designing and manufacture 
of women’s shoe patterns. This is for 
the purpose of serving our trade in the 
New York State and Pennsylvania dis- 
tricts, the world’s center for the produc- 
tion of women’s fine footwear. 


We have complete establishments at 
99 Centre Street, Brockton, Mass.; and 
1602 Locust Street, St. Louis; with de- 
signing departments at 207 Essex Street, 
Boston, and 428 Grand Avenue, Milwau- 
kee. At the National Shoe and Leather 
Exposition and Style Show, Mechanics’ 
Bldg., Boston, July 11 to 14, Booth Num- 
ber 154, we show correct advance styles, 
made up in men’s and women’s footwear. 


DUNBAR PATTERN COMPANY 
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F928 Limited 
Another Mayer Top-Value 
Special Offering ! 


Five-Dollar seller in a genuine 
Martha Washington Oxford! Another 


Mayer “‘Limited’”—a companion value to the Five- 
fifty men’s Limited that took the trade by storm! A 
feature offering made possible only by the same extra- 
ordinarily favorable conditions of purchase, tanning 
and manufacture which created the first ‘‘Limited.”’ 


Every feature of this Martha 
Washington Limited is a di- 
rect answer to the dealer’s 
needs. It obviously outvalues 
any competitive offerings. It 
is a beautiful shoe. It meas- 
ures up to every standard of 
Mayer workmanship. * It is a 
. trade builder and a good-will 
maker. - 


It is made of genuine calf 
skin. Not a veal, not a kip. 
The color is rich mahogany. 
Sole leather counter. Stand- 


ard make 14/8 Cuban heel. 
Price is stamped on the 
sole. 


Price to the trade, $3.35- 
Deliveries starting August 15. 
No orders for less than 24 
pairs, or multiples of 12 pairs. 
In regular run of sizes as fol- 
lows: 


Width B, sizes 3% to 8, 
4 to 7,and 4to9; widths 
C and D, 3 to 8, 4 to 7, 
and 4 to 9. 


Order by number.3009 


This is but one of the raany dominant features 


offered in this leadership line. 
If a Mayer representative 


details. 


Get the full 
is not 


calling on you regularly, write direct to the 


home office. 


F. MAYER BOOT & SHOE CO. 


288 EAST WATER STREET, MILWAUKEE, WISCONSIN 


FACTORIES: 


MILWAUKEE—SEATTLE, WASHINGTON 


Washington 
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ALGIER SHOE MFG. CO. 
138-44 Broadway 
BROOKLYN 
JULIUS ALTSCHUL 
220 Varet Street 
BROOKLYN 
AMERICAN SHOE CO. 
166 Livingston Street 
BROOKLYN . 


343 Classon Avenue 
BROOKLYN 
Cc. A. B. SHOE CoO. 
641 Lexington Avenue 
BROOKLYN 
COHEN & FRANK Co. 
756 Stone Avenue 
BROOKLYN 
J. & T. COUSINS 
369 DeKalb Avenue 
BROOKLYN 
JOHN CRAMER & SON 
199 Steuben Street 
BROOKLYN 
D, H. CHANDLER SHOE CO. 
166 Livingston Street 
BROOKLYN 
BERT E. DRAKE SHOE CoO. 
235 Park Avenue 
BROOKLYN 
DEGEN LIPP, INC. 
133 Floyd Street 
BROOKLYN 
ANDREW GELLER 
240 Broadway 
BROOKLYN 
A. GARSIDE & SON 
Webster & 7th Avenues 
LONG ISLAND CITY 
GRIFFIN WHITE Co. 
DeKalb & Grand Avenue 
BROOKLYN 
JULIUS GROSSMAN, INC. 
372 DeKalb Avenue 
BROOKLYN 
WM. HENNE & Co., INC. 
957 Kent Avenue 
BROOKLYN 
i, R. H. HOSKINS Co. 
Yo A 39 6th Street 
LONG ISLAND CITY 
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GEORGE W. BAKER SHOE Co. 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 
of NEW YORK, Inc. 


HORN SHOE CO. 
145 Roebling Street 
BROOKLYN 
F. S. KAUDER SHOE CO. 
10 Leo Place 
BROOKLYN 
KOZAK & McLOUGHLIN 
14th Street & Governor Place 
LONG ISLAND CITY 


J. J. LATTEMANN’ SHOE 
MFG. CO. 


St. Edwards Place 
BROOKLYN 
MAETRICH EYRE & CO. 
242 Greene Avenue 
BROOKLYN 
I. MILLER & SONS, INC. 
1 Carlton Avenue 
BROOKLYN 
MORSE & BURT CO. 

1 Carlton Avenue 

: BROOKLYN 
PINCUS & TOBIAS 
17 Lexington Avenue 
BROOKLYN 
PARISIAN SHOE CO. 
251 Varet Street 
BROOKLYN 
PERFECT SHOE CO. 
2941 Atlantic Avenue 
BROOKLYN 


DR. A. POSNER SHOES, INC. 
141 Roebling Street 
BROOKLYN 
ROGERS & DAVIS 
1615 East N. Y. Avenue 
BROOKLYN 


STRASSBURGER-STILES 
99 Myrtle Avenue 
BROOKLYN 
CHAS. W. STROHBECK, INC. 
309 Johnson Street 
BROOKLYN 
VOGEL-MILLER 
4th Avenue & Baltic Street 

; BROOKLYN 
S. WATERBURY & SON 
232 Throop Avenue 
BROOKLYN 
S. WEIL & CO. 
379 DeKalb Avenue 
BROOKLYN 
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Creating Genuine Style in Women’s 
Fine Footwear Is a Historie Attribute of 
Brooklyn Shoe Manufacture. 


T goes hand in hand with the supremacy of Brooklyn 
Quality. 


The world of shoes always wants and needs standards of 
excellence. This is fundamental in every industry that 
touches the style element in wearing apparel. 


Brooklyn’s products constitute genuine style standards. 
Their collective exhibit at the Greater New York Style Show 
demonstrates this fact conspicuously. 


Shoe Manufacturers’ Board of Trade 
of NEW YORK, Inc. 





BROOKLYN 
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ONE OF OUR SPORT SOLES 


for Your Next Season’s Line 


See Our Exhibit at Booth No. 29 
National Shoe and Leather Exposition and Style Show 
Mechanics’ Building, Boston, July 11-14 


AVON SOLE CO. -:- AVON, MASS. 


VALUES 


In Quality TURN 
Comfort Shoes. In 
stock styles ready to 
ship. Extra Heavy 
Turn Soles. 


J 
at the h . a Representative 
©. S—Black Kid Plain Toe oe and Leather Exposition 
Boston Style Show ox. ABST goo Randolph J. Nathan 


see our Cheaper Grade .......82.60 U. S. Hotel, Room 272 


Imported Footwear 


Featuring Highest 
Grade Benchwork 


Display Space #4 — tt 


TRADE BUILDERS 


J. & H. GOODWIN, Lid. 
Display Room, 
347 5th Avenue, Cor. 34th St. 
Main Office 
127 Duane St... New York 
No. 5—Black xu. One Strap, No. 15—Biack Kid, Two 
D, 2%- 9 


C and D, 2%-9, Rubber Heel. Strap, B, O, 
$2.35 ber Heel 


202—Same as =, in No. 203—Sam 
don Grade .......82.15 Cheaper Grade- 


"Terme 5/10—2/30 
Two week delivery on Style 202-203-12. 
NATHAN, MORPHY & CO., Inc. 
LEWISTON MANUFACTURERS MAINE 
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FREDERIC ALLEN 


i, 
LLER HARRy 


HARRY A. GOLLER HARRY B. LEIGHTON 
will be in attendance at our Boston office 


207 Essex Street—Room 216 


to extend a hearty greeting to visiting shoemen. 
FULL LINE OF NOVELTY SHOES ON DISPLAY 





LYNN,- ~ - - MASSACHUSETTS 


\) ALLEN GOLLER, LEIGHTON CO. 
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That is the slogan that has 
given the Progressive Organiza- 
tion the incentive to make Pro- 
gressive Finishers better. 


From the selection of the raw 
materials, throughout the vari- 
ous operations, up to the assem- 
bling of the finished product, 
and even on into the service 
rendered the purchaser, there is 
put into the building of Pro- 
gressive Products a quality that 
is not likely to be equaled by 
equipment of other manufac- 
ture. 


All this gives Progressive 
Finishers those very character- 
istics that are so necessary in a 
machine operated in a retail 
shoe store. 


Smooth-running and _ noiseless 
parts, efficient removal of all 
dust, an appearance that fits 
into the attractiveness of the 
store—you will find in Progres- 
sive Machines many distinctive 
advantages. 


The No. 18 Catalog describes 
our entire line of equipment. 
There’s a copy of this book 
waiting only for your post card 
saying, “I’m interested.” 


-)} 
ee ‘mt LE 


aS 
1 9 emer oS —— 


Progressive Shoe Machinery Co. 
Minneapolis, Minn., U. S. A. 








Exclusive Footwear 


“Fantan”’ 


“New French Last” 


“Lax &Abowitz 


MANUFACTURERS OF 
HIGH GRADE 


Ladies’ Footwear 


Strictly Bench Made 


17 SMITH ST., BROOKLYN, N. Y. 
TELEPHONE MAIN 8763 





























THE ADVANTAGES OF 


2) 


erfection 


C irclettes 


® 


With the Sharp Shoulder and Broad Wearing 
Surface 


They do protect 
They do stop uneven wear 
They do prevent runover heel 





They don’t scratch floors 

They don’t wear slippery 

They don’t drop out 

PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., cizi. 
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4 jim & 
Auction Sales 


Boston — July 20th; Philadelphia - July 22nd; 
Atlanta - July 25th; San Antonio - July 29th. 


On the above dates at the places named the War Department will sell at public auc- 
tion (reserving the right to reject any or all bids) large and small lots of both new and 
reclaimed materials of the following general description: 


Breeches — Coats — Drawers — Gloves — Mufflers — Mackinaws — Shirts — Stock- 
ings — Trousers — Underwear — Unionalls —Kit Bags — Leather Jerkins — Denim 
Coats — Raincoats — Shoes — Shoe Laces — Leggins — Overshoes — Shoe Lasts — 


Welting Machines — Grommets — Leather (Cut Stock) — Sheetings — Twill — Duck 
— Osnaburg — Webbing — Melton. 














Subsistence Consisting of Coffee — Tea — Cocoa — Hard Bread — Soup — Chocolate 
— Candy — Cigarettes — Tobacco — Candles — Etc. 


General Supplies Consisting of Lantern Globes — Canteen Cups — Bolts — Stool 
Clamps — Bronze Washers — Condenser Tubes — Nose Bags — Helmets — Bacon 
Cans — Field Ranges — Railroad Picks — Rip Saws—Knives. 


Harness and Leather Supplies Consisting of Snaffle Bits — Halters — Horse Brushes — 
Curry Combs — Whip Lashes — Curb Reins — Traces — Collar Plates — Trees — 
and Axles, Beams, Bed, Wheels, and Blocks for Farm Wagons. 


Telephone, telegraph or write to the addresses given below for complete list of all com- 
modities offered at each particular sale. Sales will be conducted according to terms and 
conditions which will accompany the list of goods to be sold. Buyers of small quanti- 
ties will be given ample opportunity to make purchases in accordance with their needs. 
These sales have been arranged with an interval of from two to five days between each 
sale, thus making it possible for bidders to proceed from one sale to the other and attend 


all sales. For full particulars address 


Quartermaster Supply Officer Quatormasios Supply Officer 
Arm ly Base eneral Intermediate Depot 
— ony San Antonio, Tex. 


Commanding Officer 
Quartermaster Supply Officer Quartermaster Intermediate Depot 
General Intermediate Depot 21st St. and Oregon Ave. 
Atlanta, Ga. Philadelphia, Pa. 
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At the BO 
you will find these new 





The New Regal 
RUGBY 


$5* 


In-Stock 


REAL he-man brogue oxford, made of 

Gallun’s Black Scotch Grain Calf. The 
soft toe is reinforced by a canvas, cemented 
box; heavy sole, and a rubber heel as well. 
And notice especially the price! 


Stock No. 1260 Code Word “‘HIKE’’ 


Sales Rooms 


NEW YORK CITY CHICAGO « SAN FRANCISCO 
Cor. Fourth and Market Sts. 
910-912 Pacific Bldg. 

C. E. Nelson 


1369 Broadway 200 South State St. 
(at 37th St.) 1931 Republic Bldg. 


E. M. Webster J. J. Gaffin 


Main Office, Boston,Mass. 
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REGAL 1 stock 








LINDEN 





The New Regal 
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AL SHOE EXPOSITION 


styles 
























CLIP OUT THIS INVITATION 
and put it in your notebook. 
sented at the Regal Booth it will serve as 
an Introduction. 





LEVERLY patterned from Veau tan calf—the new- 
est light tan shade. A dainty wing tip design with 
center perforations, Spring-Step rubber heel and the two 







$5 85 


In-Stock 


brown pearl buttons are little features that add so much 


to the distinctiveness of this pump. 


Stock No. 8279 





When Pre- 





















at the 


National Shoe and Leather ‘Exposition 


In Boston, July 11-14 
Where You May See the Latest 


Regal Footwear 
For the Fall 


Many of Which Are Carried in Stock. 


Regal, Shoe Company 
Boston, Massachusetts 


Signed : { 


AN INVITATION 
For You to Visit The Regal Booth, No. 184, 


Creations 
of 1921 








Code Word ‘“‘MURIEL”’ 
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BROWN. a 


$9.00 


i tee ae Size Runs 214 to 7, 
AT ONCE FOR aie ty ‘ 
SAMPLE CASE to /, 3 to &, 4 to 8. 





OOOOH 

















OOOOOCO0oo! 


i] 














OOO 


Stock No. 340 
Brown Cab Oxford. 
McKay. Military 
Heel. : 


OL 


J 


OO000 


Do not fail to visit us when you come to Boston for the style show. 


BALTER SHOE CO. BOSTON, MASS. 


HEADQUARTERS FOR JOBS 





OOO 


OOO 











HOODOO ROOOOOoo JOODODOOOOOOOOoDoOoOoooooD 


JO000 


JOO OOOO 00000 OOO OOOO CO OOOO OOOO OOO OOOoOOOooOOOOoOoOOOOoODoOOoOoOooou 


acl ee Maced Ra Mad Mase Hace Mase 

















ERARABABANS SSNS SSSSSSSSSSSSS NSS SSNS SSNS 


Keith's Konqueror”? “igulletin 


Here th O— 
“The Golf Shoe “Par Excellence 
Carrica the Steady = Man”? 
Golf Sole, made right, because 
the “Rubber Spikes hold the 
Wearer steady —They do nol 
MEN’S WOMEN’S dig ups the Curl nor scratch the 


Stock No. 762 Stock No. 1002 
Widths AA to D Widths AA to D ftoor. 


Price $6.85 Price $6.50 Jn Stock ready (or shipment. 


“The “Preeton “13. Keith Shoe Co. 
“Trockton, “Wave. 


A. As, 29q “Broadway, Room 415— Boston, 207 Essex Street 








7 
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SUN 


IN STOCK 


i) 
—) 


a 
2 
ite 


White Ivory Sole and Heel No. B574 No. B130 
No. B118 Black Glace Kid White Egyptian 


White Egyptian Price $6.25 Cloth 
Cloth Turn Price $5.25 


Price $4.75 16/8 Wood Covered Full Louis Goodyear Welt, 16/8 Wood 
Goodyear Welt 14/8 Heel Heel Covered Full Louis Heel 
AA, 4-7; A, 4-7; B, 3%-7; AA, 4%-8; A, 4-8; B, 3%-8; AA, 5-7%; A, 4-8; B, 3%-7; 

C, 3-7; D, 3-7 C and D, 3-8 C, 3-8 





Visit Our Display Rochester Shoe Style Show 
Powers Hotel, July 11-16, Rooms 600-601-602 











No. B173 No. B135 


Brown Kid White Egyptian No. B129 


Price $6.25 oe Dark Brown Kid 
Goodyear Welt. Price $5.50 a Price $6.00 


No. B 174. Same in black : : 
-, ‘kid, Price $5.75 Black Kangaroo trimming Goodyear Welt, 14/8 Heel 


AA, 4%4-8 » + B, 34-8; Goodyear Welt, 8/8 Heel AA, 5-7%; A, 4-8; B, 4-8; 
C,'3-8; D, 3-8 AA, 5-7; A, 4-8; B, 4-7; C. 3-8 C, 38; D, 48 


TERMS: Net 30 Days 


THE MENIHAN COMPANY 


Shoemakers for Women 


ROCHESTER, N. Y., U.S. A. 
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Suggestions— that will help you to cor- 
rectly finish the trimming of your shoes 


will be found at— 


BOOTH 
No. 526 


Ribbons, Straps and Strap Ornaments, Laces, 
Buckles, Rhinestone Ornaments and Bows. 
We look forward to the pleasure of a visit 








J 
= Tre 




















from you. 
FOR THE BLACK SATINS 
Our line is comp'ete with Beaded, Plain and Rhinestone 
ornaments for the black satin pumps. 
a 
so rrankun  CHandlers Shoe Novelties ial 
STREET C. A. Browning Co., Sole Agent MASS. 

















The Moccasin Season 


Every season is a moccasin season 
for which there are styles galore; 
house, street, or camp. Just now we 
are entering the Big Summer Season. 
The steady stream of vacationists 
wili want many kinds of moccasins. 
Opportunity is before you. Let us 
start you off right for a profitable 
season. A card brings our catalogue. 


Visit us at Booth 547 at Boston 
Style Show. 


MOCCASIN CO. 


MASS. 


‘BOWS’ 


AVON, 
Boston Office: 207 Essex, Room 318. 


ono s——_— °° 20——__0 2000 0h 0 0 IOEI0 


Trade Mark Registered 
———108 0.1.  ——=02 0 E00 IO EI0 










MEN’S IDEAL SLIPPER 
The above style in choice of Tan or 
Chocolate are the most popular Moccasin 
slippers used, made from the finest Elk 
Leather, soft, strong and durable. Flex- 
ible Leather Soles. Full Buck Stayed 
Heels. 7518 Tan, Elk Skin Leather. 
Flexible Leather Sole, 8518 Chocolate 
a Skin Leather. Flexible Leather 
oles. 





od OES O10 E10 





Send for Catalogs and Price List. 


Mr. Retailer:—While you are in Boston, we suggest your communicating with us, as it will save 
you time and money by looking over our line. You will find our quality and prices very attractive. 


Prompt Deliveries Assured. 









































sao || SILK SHOE || su. 

Shoe AND Shoe 
ose MERCERIZED LACES || =" 

Quality. All Colors. 





. Manufactured by W. E. ELLIS COMPANY, Haverhill, Massachusetts. a 
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The Arch Preserver Shoe 


Built Like a Bridge’’ 
Keeps Good Feet Good 











On the High Tide of 
Popularity 


There is no better way of describing the 
Arch Preserver Shoe. It is not simply 
a modification of an ordinary last—it 
is an entirely new kind of a last which 
insures better shoe fitting. 


Not the toe—but the arch is what creates 
comfort or discomfort in a shoe. Fit 
the Arch with Arch Preserver Shoes, 


and toes will take care of themselves. 


There is no sacrifice of the style qual- 
ities in this Arch Preserver Shoe. In 
fact they look newer and keep their 
shape longer than the ordinary shoe 
because of the rigid Arch construction 
and even tread base. 


The Arch Preserver Shoe is the first and 
only shoe embodying the scientific prin- 
ciples of Bridge construction. 








This Perfect Shoe 


is a revolutionary idea in last modeling 
and true construction with the scientific 
principles of Bridge building carried 
out in its making, all for the purpose 
of making men comfortable while on 
their feet, adding to their capacity for 
both work and pleasure. We Will Be 
There 

















The Arch Preserver Shoe Made for Men and Boys 


CARRIED IN STOCK and MADE TO ORDER 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 























Se ta ee 


Stee a mena y= nate 


Bab meen 
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Weymouth Styles 


Men’s and Women’s Fine Footwear 
READY TO SHIP 


Salesroom 
at the 
Essex Hotel 


during Boston 
Style Show 
Week 






ALDEN-WALKER & WILDE 


(INCORPORATED) 
EAST WEYMOUTH, MASS. 
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No. 578 

Men’s Russia Calf 
Whole Quarter Bal 
with Spring-Step 
Rubber Heel, 140 
Last. 


No. 697 

Boys’ Tan Whole 
Quarter Bal with 
Spring-Step Rubber 
Heel, 141 Last. 











CRAFTS 














—two leaders 


HEN we say that Crafts 

“men’s shoes are made to a 
salability standard, we mean that 
they are made to fit, look good and 
wear and are popularly priced. 


And Crafts boys’ shoes vary from 
this standard only in size. 


A complete line is always on dis- 
play at our Boston Office, 113 


Lincoln Street. 








SPRING-STEP Rub- 
ber Heels mean SU- 
PERTIOR style, 
SAFER service, 
BETTER wear. 


The receding breast 
feature insures the 
first—S nail holes 
instead of 6, the 
eee: quality 
of material, the 
third. 


WE USE SPRING 
STEP HEELS 

















G. P. CRAFTS CO. 


MANCHESTER 


NEW HAMPSHIRE 
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**Puzzles attract attention to a subject”’ 


NO PUZZLE IS NECESSARY TO ATTRACT SHREWD 
BUYERS TO THIS SUBJECT 


We would buy these styles if we were puzzled 


STOCK MUST GO BEFORE AUG. Ist _y 


FIREFLY 


High Grade Goodyear Welts 
St. No. Price 
513—IN RUSSIA CALF........ $4.85 


High Grade Nu-Flex Process 
131—IN MAT KID 


FIREFLY 


High Grade Goodyear Welts 
St. No. Price 
514—IN BROWN KID 

Widths A to D 


tiem Grade Goodyear Welts 
St. No P 


515—IN RUSSIA CALF 
“SOLID LEATHER HEDBL”’ 
508S—IN BROWN KID .... 
Tuxedo Pattern 
Widths AA to D 


SO 


WE QUOTE PRICES 
TO MOVE THEM 





In 12 pr. Lots 
NET 
In Case Lots 
9% OFF 
In 5 Case Lots 


or More 


10% OFF 

















“SPECIALS” 


SALLY SANDALS 
BLACK SATINS 
BLACK KID 
OXFORDS 








ACE HIGH NOVELTIES 
IN-STOCK 


CH yy 
y 
p 
S ” A 
— — 
eZ 


eNO. Grade Goodyear Wette 


ee UKERNWOOD 


Pw 4 Grade Goodyear — 
o 
511-—-IN LIGHT ea CALE 2.38 
516—IN ———- 85 
Without a Strap 
Widths AA to D 


St. 
118—IN BROWN KID 
Full Louis — Heel 
116—IN BROWN KID 
Leather Heel 
130—IN MAT KID 
Widths A to D 


DAYTONA 


EID 
Stock Nos. 512-519-129 
"bates at centre perforation 
Widths A to D 


SULKIS SHOE COMPANY 


199 
ESSEX ST. 


“If it is NEW, we have it’”’ 


BOSTON 
MASS. 





July 9, 1921 | BOOT AND SHOE RECORDER 























| ere a REE OSS 
AAS : Ss A we ' ||| 2S > NE We Fed» 


Make “Barry” Your Buy-word— 
It Pays 


If you are looking for a sales booster 
here’s a number that will just do the 
trick. Somewhat conservative, but 
withal ‘‘Full-o-Pep.” 


In Stock, Ready to Ship—NOW 





IA 
men Wt 4 4% =(r-0 


Z Ne 


ba 


‘SO 


——s S 
wi oom aP 
SEV AEE 





See us at Booth No. 73 


<< 
We CAS 





rer 


c— 


Stock No. K901 


Gallun’s No. 4 Tan Norwegian Oxford. Tip, Vamp, Quarter 
and Heel Foxing Pinked and Perforated. Heavy Single Sole. 
Stitched Heel Seat. Broad Inch Heel. 

A, 7-11; B, 6-11; C and D, 5-11. 


Price $6.50 
Stock No. K902 


Same as above only Brack Norwegian, $6.50 


“One Pair Sells Another”’ 


OE ED ma IF 5 
Ss 


ee 


ph 





Ks 























T. D. BARRY CO. 


BROCKTON, MASS. 


STOCK DEPARTMENTS 
At the Factory, 200 Fifth Ave., Room 608 
Brockton, Mass. New York City 
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caguataide: of their stores as an Lo 
1en or an insignia, of the good service | 


changin g their. seating equipment and are put- — 
ing in INDIVIDUAL | chairs, with fitting ” 
- stools to match, . 
A fine looking store interior harmonizes better 
with styleful shoes and well dressed patrons. 
Gone’are the days of the old shoe-store settees, 
with their high backs, for their bulkiness and 
clumsiness forced the proprietor to build his 
store around them. They do not belong to 
1921 and the future. ; 
The INDIVIDUAL chair gives each customer 
privacy; ladies with their dainty clothing like 
it, while men like elbow room. INDIVIDUAL 
chairs are movable, are comfortable and permit- 
of proper store cleanliness. Your patrons pre-— 
fer them, naturally. + 
Weare at’your service with advice and help in — 
Per your store THE shoe shop of your 
wn. Our experience with nationally-known 
Ds. is yours on request. Feel free to write 


MILWAUKEE CHAIR oo 


Makers of Zine Chars 


MILWAUKEE CHICAGO NEW YORK 
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DECIDEDLY BROCKTON SHOES 


Mr. Retailer: If you want snappy live numbers for Fall, see 
our line, and compare our prices with those of other manu- 


facturers. 


oe 


In Stock—Our Korn Killer—In Stock 


Heavy leather heel support keeps foot in place and allows the weight of body 
to be distributed where nature intended it, rather than crowding the toes into 
the fore part of the shoe and resulting in corns and sore toes: 


We can furnish many testimonials, which have come without solicitation, of 
the comfort these shoes are giving to men who are constantly on their feet. 


We make this shoe of heavy waterproof construction, also of 
light, flexible leather, in calf, brown and black vici, made in 
all combination sizes, AAA-B to EE wide. 


Try a sample order of KORN KILLER shoes. If they do not do all that we 
claim for them, we will gladly return your money. Once a man buys a pair, 
he is your customer for life. 


BROCKTON SHOE MFG. COMPANY, Ine. 


BROCKTON, MASS. 


: Boston Office, 117 Lincoln St. Detroit Office, 213 Bowles Bldg. Philadelphia Office, 411 Forrest Bldg. 
Tee 


awe, PRAIA fof He of 
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Viking Scotch Grain Lace Oxford. Two, Double Row Stitch- 
ing. Pinked Vamp and Tip. Overweight Single Sole. Fudge 
Stitched Around Heel. 


Price $6.50 


§ 
6 
6 
4 
al 
€ 
6 
€ 
@ 
© 
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Genuine Tan Scotch Grain Raglan Blucher 
No. 4 Norwegian Lace Oxford. Pinked Tip. Oxford. Soft Box Toe. Columbia Last. 
Perforated. Marne Last. Overweight Single Full Double Sole to Heel. Goodyear Wing- 
Sole. zs foot Rubber Heel. 
Price $6.00 Price $6.50 


©! 0 OO! Vi9 VV woe! 





For young men, and men who keep young, no more 
desirable shoes can be had than the made to order 
footwear we offer you. 


See them at Boston Show 











Richards & Brennan Co. 
Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 
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Black Norwegian Wave Bal, Marne Last. Perforated Vamp, 
Tip and Panel. White Fair Stitched Around Heel. Over- 


Price $6.75 


weight Single Sole. 


No. 3 Norwegian Foxed Bal. Perforated No. 26 Russia Calf Square Throat Bal. 
Vamp, Tip. Lace Stay and Foxing. Over- Prize Last. Heavy Single Sole. Goodyear 
weight Single Sole. ‘“Get-A-Way” Last. Wingfoot Rubber Heel. 


Price $6.50 Price $6.25 





JULY 
We always show advanced fashions in lasts, twos % 


leathers and patterns built up to uniform quality 
standards and sold at reasonable prices. 3 


See them at Boston Show 526 21 26 


Richards & Brennan Co. 
Randolph, Mass. 


Boston Office Minneapolis Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 
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TO MEET THE DEMAND OF THE DAY’ 


|HE Best Shops in the largest cities are featuring Standard 
Spats without “‘let-up."" Moreover, the rumors of the return of 
the longer skirt promise a thriving spat business for Fall and 
Winter. 


. |EALIZING that your customers are insistently calling for 
. Quality, with moderation in price, we have produced our 
Fall Line to brush aside all competition. 


N addition to the price features, the Standard Spat Line offers, 
this year, a variety of new designs that further the high standard 
that Standard Spats have maintained for half a century. 


Well Known Staple Numbers. 
See our valuable Fall Leather Trimmed Effects 


Features when you are for Sports Wear. 


in the market, or write 7 Sa Styles 
‘ ree ear. 


for samples. Smart Satins for Semi-dress. 
9, 10, 12, 14 and 16 button lengths 


9.Raun 3, Company 


310 SIXTH AVENUE NEW YORK 
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BLEECKER’S 


NEW. CONSERVATIVE MODEL 
THE THREE STRAP 





PATRICOLA 


Three-strap walking 
shoe in patent leather B—31% to 8 
with gray buckskin in- . 
AA—4 8 step strap and 10/8 Cc—3 tw8 
D—3 tw8 


A—3% to8 heel. 


5038—Patent Chrome Vamp and Foxing, genuine new shade Gray Buck insert, 
three buckles, gilt finish, perforated imitation tip, vamp, Foxing top 
and straps, extra fine welt, genuine kid quarter and sock lining, 10/8 


med. heel. 
5041—As detailed above in Gun Metal Calf Vamp and Fox Gray Buck insert. 
5039—Detailed as above in All Patent Chrome. 
5040—Detailed as above in All Gun Metal Calf. 


5042—Patent Vamp and Fox, three strap, three pearl button, genuine Blk. 
Ooze Calf Top. 


Specially Priced at $5.50 


Always Ready fo Serve 


SS PASSAT Pt AA A 
2-18 

MUI Peery Tey ET Pe 0d TOYA 
Siylisis “rm Originators \'\\ “Creators ~ 
. DUANE ST. NEW YORK, CITY 


Don’t Fail to Visit our Boston Showrooms During the Style Show and Get One of 
Bleecker’s Poker Game Souvenirs 


214 ESSEX ST., OPPOSITE ESSEX HOTEL 
MR. MILES L. BLEECKER AND MR. HARRY S. KUSHINS IN ATTENDANCE 
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IN STOCK 
FULL LINE WOMEN’S SMART FOOTWEAR 
IN WIDTHS—SEND FOR SAMPLES 




















No. B1705 








B7303—Tan Calf one strap Welt, 14/8 
heel, C and D width 4.00 


pvaee—se. Calf two strap Welt, 14/8 
. 85. 00 


heel, A to . 85. 
B1 Ret. Patent colt one strap, Turn 


Junior Louis covered heel, A to C, 
5.25 


B1660A—Patent Colt slashed strap,, 
Turn, full Louis covered heel, AA to 
D - 83.90 
Full line Boudoir slippers, quilted satins, 
kids and cabaretta, Onondaga Indian 
Moccasin line, full line bathing shoes, 
full line detached straps. 

B1709—wWhite Canvas one strap Turn, 
Baby Louis covered heel. A to C.. Oo 
B1707—White Polo Cloth Turn one 
strap, Patent Colt Trim, full Louis 
covered heel, A to C $4.50 
B0O51—wWhite Sea Island strap, two 
button Welt, white Ivory 14/8 heel, A 
to $3.65 
B2003—White Canvas one strap, Turn 
Louis covered heel, o C $3.50 
B2006—White Canvas one strap, two 
button Turn, Baby Louis heel, A to C, 


B1705—wWhite Canvas one strap, Turn, 
full Louis covered heel, A to C..$3.50 
B1611A — White reignskin cut out 
strap, full Louis covered heel, AA to D, 

$3. 25 


B2.004— White Canvas one strap, Turn, 
military covered heel, A to C....$3. 
B407—White Sea Island plain pump, 
full Louis covered heel, AA to D.$2.25 
B606—White Canvas plain pump, Turn, 
full Louis coyered heel, AA to D. $2.85 
B406—White Canvas pump, Turn, mil- 

itary covered heel, A to D..... $2. 

BO53—White Canvas Welt oxford, white 
ivory sole and heel, A to D 60 
BO52—White Norfolk kid oxford, Welt. 
14/8 heel and ivory sole, AA to D. 85.00 
B414—White canvas oxford, Turn, mil- 
itary covered heel, C and D widths, 


B417—White Canvas nurse oxford, Turn, 
13/8 rubber top lift heel, B to D. $2.50 
B464—White Canvas Turn oxford, full 
Louis covered heel, AA to D 5 
B408—White Canvas oxford, - Louis 
covered heel, B to D 1.75 
B1672—White Norfolk Kid, “one strap 
two button pump, Baby Louis covered 
heel, A to C 
B1671—wWhite Norfolk kid, one strap, 
two button Turn, full Louis covered heel, 
to \° 
B1695—Black Satin one strap, two but- 
ton Parnes Baby Louis covered heel, A 
to . 84. 
B1685—Black satin one strap, two but- 
og Turn, full Louis covered heel, 90 


1704__Brows satin one strap, two but- 
ton Baby Louis covered heel, A to C, 


B1691—Silver cloth one strap, full 
Louis covered heel Turn, A to C..$7.25 
B1674—Black kid one strap, two but- 
pom Turn, Baby Louis covered heel, AA 

oC .. 84.90 
1694--Black “kia slashed one strap, 
Turn full Louis covered heel, A to 36 


B1665A—Dull Kid slashed 5 ye Turn, 
full Louis covered heel, AA to D. .$4.75 
BO97—Black vici comfort Welt oxford, 
12/8 heel, D width. 


- 83. 90 
BO54—Black yvici kid Welt ‘oxford 14/8 
military heel, Welt, A to D. 83. 
B2602—Duli Norfolk oxford, Turn, mil- 
itary covered heel, AA to $3.00 
B1614—Dull Kid tongue pump, 

full Louis covered heel, AA to 





$3.65 




















B1814—Dull kid four button tongue 
pump, Turn full Louis covered heel, AA 
00 


B270—Havana oe ue oxford, Welt 
14/8 heel, A to 25 
B728—tTan calf vostord Welt, military 
heel, C and D widt $4.25 


Send for Catalogue and Monthly Bulletins 


THE WESTCOTT-WHITMORE CO., Inc. 


Specialists in Women’s Shoes and Slippers 





SYRACUSE, N. Y. 
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BOSTONIANS 


Famous Shoes for Men. 


WELCOME 
BUYERS 


to Our Exhibit at Booth 
No. 181, Boston Style Show. 
You'll be well repaid by 
your visit. 


Our Line Is Exclusively 
MEN’S 
HIGH GRADE SHOES 


Your Careful Inspection Is Invited. 
“Bostonians” Lead. They Sell and 


Repeat. 


Customers recognize the true worth of our Product, 
which is Building for Them a Growing Business. 


ComMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 
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Crawford Arch-Supporting Shanks 


Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner 
and outer soles and locked to the insole. It 
preserves the shape of the shoe and gives sup- 
port to the arches and ease to the foot. It 
cannot abrade the skin. 


HE finished, fashioned and fitted shoe is 

intended for the foot only. Any appli- 
ances crowded into the shoe will cramp the 
foot, injure the arch, and destroy the shoe. 


Many people in your city have been dissatis- 
fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 
ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 


Corporation - Boston 


BRANCHES 


Auburn, Me. 
Brockton 
Chicago 
Cincinnati 
Haverhill 
Johnson City 
Lynn, Mass. 
Marlboro 
Milwaukee 
New Orleans 
New York 


J. K. Krieg Co. 
(New York) 


Philadelphia 
Rochester, N. Y. 
San Francisco 
St. Louis, Mo. 
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UGSrrect Dodg e 
FOR ALL OCCASIONS , 


IN STOCK 


Stock No. X445 Code—ALMA 


PATENT LEATHER SAMAROFF 
13-8 Baby Louis Heel which 


carries the new wide tread 


Widths AA-D Ready to Ship 
PRICE $6.00 


DON’T BE CAUGHT 


WITHOUT SOME 


Patent Leather Slippers 
The Correct Dodge 


WE NOTE A STEADILY INCREASING 
DEMAND FOR SUCH SHOES 





We invite you while in Boston to visit our In Stock De- 
partment in the Albany Building, 179 Lincoln Street. 
Also our regular line of samples will be on display there. 


Other In Stock Departments are located as follows: 


MONTGOMERY, ALA. KANSAS CITY, MO. 
223 First National Bank 215 Sheidley Building. 
Bldg. H. W. Drake, Manager 


SAN FRANCISCO, CAL. 
770 Mission Street. 


Solly Schweitzer, Manager 
H. N. Wheeler, Manager 


Twenty-five cents a pair extra for two pairs or less on any style. 
All goods sold F.0.B. Shipping Point. Terms, net 30 days. 


Nathan D. Dodge Shoe Co. 


Newburyport, Mass. 
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The Message of the Windows 


Make It Reflect the Character of Your Store 


By A. Lamar Ray, Atlanta, Ga. 


To begin with, your windows are your messenger 
bearers, so to speak, carrying to the public your story, 
and oftentimes a sad story is reflected from them, and 
though we are not feeling too cheerful on the inside 
these days, we cannot expect to portray our feelings 
through our windows and sell more shoes. 

The windows of a shoe store, as well as the windows 
of any establishment, reflect to a large degree the 
character of the man doing business within, as well as 
the character of his merchandise, etc. So in attempt- 
ing to analyze the different points that go to make up 
a successful selling window, I have capitalized the 
following: CLEANLINESS, first of all; LIGHTING, 
FIXTURES, DECORATIONS, flowers draperies, etc., 
and CARDS, and the PROPER ASSEMBLING OF 
THE SHOES, FINDINGS, ETC. IN YOUR WIN- 
DOWS. 


Seeing Is Believing 


Probably few of us realize that the eye is 22% 
times stronger than the ear. Hence the old adage, 
“Seeing is believing,” and here cleanliness and light- 
ing, which are two most important factors, take our 
gravity. A most deplorable sight is a nicely trimmed 
window encased by a dirty, filthy glass. This is indeed 
inexcusable and merely a matter of a little more time 
and attention is all that is necessary to overcome 
this. A beautiful, glossy window glass may be ob- 
tained by using a little blueing, common washing 
blueing, in the water. This also applies to washing 
glass fixtures, and they should be dried thoroughly 
and rubbed good to secure the polished effect. 

In order to obtain the best lighting effect, reflect- 
ors should be installed, using the most adaptable re- 
flector to give the best results. The light should re- 
flect downward and backward, covering the entire 
windows, rather than merely acting as a signal that 
no one might run into your store unintentionally. 
This is a matter which is grossly neglected, most es- 
pecially so in the smaller towns, and so many merchants 
in the smaller towns seem to think when night comes 
the buying is all over for that day, hence no need of 
spending money for electricity; when, .in reality, 
that is the very time when your windows put in their 
best work, and don’t forget that the men of to-day 
are window shoppers as well as the women and it is 
just as essential to appeal to them with a few of the 
spicy things in making a display. 


Believer in Flowers 


The problem of dressing:a window in recent years 
has been very greatly simplified through the fact that 
the market is abundant with decorative features of 
every effect, chief among which is floral—and I am a 
great believer in using flowers. However, this can 
be overdone; and in this event they become a decora- 
tion rather than an attraction. In arranging flowers, 
vines, draperies and colorings in. your windows you 
must bear in mind that you are attempting to present 
a picture to the public, and the most natural and 
artistic arrangement is necessary to make the proper 
impression on the public, as too many vines and sprays 


might leave the impression “that shoes grow on 
bushes in bunches”; and most of us know that they 
do not. 

Plush should be confined more to the fall and winter 
seasons; but I consider plush one of the most effec- 
tive things for draperies, pleating, etc., as so many 
different uses can be obtained, giving as many dif- 
ferent effects. In spring and summer lighter colors 
and lighter weights of fabric should be used, forming 
draperies and more flowing effects in keeping with 
the season; and you who haven’t a few yards of such 
material will do well to purchase same as soon as you 
go home. Your back grounds also form a most im- 
portant factor and whether you have permanent back 
grounds or glass panels, they can oftentimes be elabo- 
rated by the use of ornamental designs cut from the 
corrugated shipping cases and covered with Denison’s 
Crepe paper, which comes in many variagated colors, 
or some other inexpensive material. 

As to display fixtures, they should be in keeping 

with other appointments and surroundings in the 
store, but in the regular shoe store windows where a 
merchant isn’t showing tractors and overalls along 
with his shoes, I think glass fixtures are one of the 
best, making it possible to show your shoes without 
hiding others. However, wooden fixtures are very 
popular and oftentimes very beautiful. 


The Card is Useful 


The subject of cards—Care should be taken not to 
use too large a card during regular season, as a 
small, well-written card stating a fact is more effective 
and establishes within the prospective customer a 
more liberal feeling of confidence—than a large, flashy 
card. Colored cards and larger ones are alright an- 
nouncing a sale, and during a sale. In smaller towns 
where card and sign painters are not so accessible, it 
is easy to any one to cut from the various trade jour- 
nals, pictures—shoe cuts, catchy phrases and staple 
wording, and neatly paste them on a piece of card- 
board, thereby making an effective window card. I 
think most windows are much more effective where a 
valance is used rather than having the tops of the 
windows painted. 


The Window Shoe Made Perfect 


LAST—but not least—comes the selecting of your 
window shoes and the proper assembling in the win- 
dows, and just here I want to say that this is another 
thing very grossly neglected—but should be done with 
the utmost care. Just the same as when you go into 
a sample room and look over a traveling man’s sam- 
ples. How refreshing it is to pick up a beautiful shoe 
with the lines of perfect finish—stitching—and work- 
manship. It is very necessary to select as perfect a 
pair as possible for window display, as even in color 
as possible and preferably a small size and narrower 
width which gives so much better appearance than 
a large pair, and then the forming of your shoes should 
be done to have them look .as near alike as possible, 
and to appear so attractive that a man or woman wear- 
ing a larger size will say, “they look good to me.” 
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A NEW, EARLY FALL 


“HKorrect Shape” 


REG. U. S. PAT. OFF. 


STYLE 


No. 16378 


A Trade Winning Early 
Fall Oxford 


Put this shoe in your window and—you’ll soon find feet to put it 
and its mate on, and you'll find feet for many other pairs. 


This is a real customer-coaxer. An ultra-smart Fall Oxford oi 
distinctive design. Of Black Scotch Grain with Black Cordovan 
Tip, Saddle and Backstay. 


Or in Norwegian with Viking Tip, Saddle and Backstay. 


Looks equally as good in Tan, too. 


This is just one of scores of Fall business-getting styles originated 
in .““Korrect Shape” shoes. 


Write us now to insure an early inspection of the full line. The 
“Korrect Shape” shoe salesmen will have a most interesting story. 
When may one tell it to you? 


FIELD & FLINT CO. 


SUCCESSORS TO BURT & PACKARD COMPANY 
MAKERS OF “KORRECT SHAPE” SHOES 


MONTELLO STA., BROCKTON, MASS. 
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The Clinton Shoe 
A Popular Style In Stock Now 





No. 814—Mahogany Ball Strap Oxford, Doeskin 
Quarter Lining, Grain Innersole, Rock Oak Out 
ar — Heel. A, 7144-11; B, 7-11; C and 
» 6-11. 


CLINTON SHOE MBG. CO., ainrox.10ws 
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HUNKINS TURNS 


No. 263—A Beaded Strap—Excellent in a combination 
of black satin with patent or mat straps—Steel beaded. 
Made to your order with full L.X.V. heel at $6.25. 


And listen! Get those beaded orders in early— 
anita tenia they’ll jam later, 


W. O. HUNKINS & CO. Haverhill, Mass. 


; Covers for 
Fine Calf Leathers Shoe Forms 
MANUFACTURERS OF Silk Stocking 
In All Colors 
Velvetta Calf — Proposition » for “enw 
Tuscan Cal ft —— e pac = gl a - —~ 
“ tion of — — poe 
Russia Calf — y 4 o, a aecking Ser 
your shoe forms.”’ 
Strictly Fine Full-grain Calf Leather J | 
Write for details. 


HUNT-RANKIN LEATHER CO. NQA TENTED — Hi. H. PROMISEL 
12 West St. 


106 Beach St. Boston, Mass., U.S. A. Bost M 
. | a 3 Far. NUMBER eons ass. 
eee ee ee ee ee ee 2 oo oe oo 8 ee Be 8 8 ee ne 
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Tan Scotch Grain 
S HO | ' Brogue Oxford 


Overweight Sole 


THE 
ABERDEEN 


BRAE BURN 


603 
Black Norwegian 
Brogue Oxford 


READY FOR Overweight Sole 
IMMEDIATE 
SHIPMENT 


606 Our complete line of 
= Nerwagiaa men’s and women’s 
rogue Bal a ; 
Overweight Sole samples will be on dis- 


play at 


BOOTH 162 


at the Shoe and Leather Expo- 
sition. 


one Every courtesy will be ex- 


Tan Norwegian 
Brogue Oxford tended to you by our represen- 
tatives. 


Overweight Sole 


M. A. PACKARD COMPANY © 


9) BROCKTON, MASSACHUSETTS 
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yy “CIVILIAN” 
“Rite-Easy” 
Shoes For 
Men 


“CIVILIAN” 
“Rite-Easy ” 
Shoes For 
Men 












Boston 
Style 
Show 

July 

11-14 
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eel Pe — 
PERIOR style, SAFER | Al] Goodyear Welts 
service, BETTER 


wear. of Reliable Con- 


The receding breast 


feature insures the struction Made with 


= by agree we 
“op quallly of mam K. B. Flexible Inner- 
terial, the third. 

sole. 






A line with 
Special Features 
That Influence 
Sales 














WE USE SPRING 
STEP HEELS 


CIVILIAN SHOE CO. 


WARD HILL, MASS. 
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FOR WOMEN 


The Pinnacle 


q of Shoemaking 
Ay) 

iz To attain and to stay at the pinnacle 
< of shoemaking the product of any shoe 


manufacturer must— 


Fit freely and well—be an example 
of clean and expert shoemaking 
and be always in the forefront as 
regards the newest styles in lasts 
and patterns. 


Emerson Shoes have always fulfilled 
these rigid requirements and its new line 
of footwear for women is no exception 
to the Emerson slogan “Honest All 
Through,” which has typified its policy 
since the founding of the company near- 
ly a half a century ago. 


One of our representatives is now in your terri- 
tory and will consider it a favor to show you our 
complete line. Fill out and mail the attached 
coupon and we will have him come to see you. 


CHICAGO ; 
208 W. Monroe St. 142 Duane St. P fq. 


2 
eo if 
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Changes in Business 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 


NEW STORES 


Elizabeth, Ind.—Charles Sullivan, boots 
and shoes, reported about to com- 
mence business. 

New Orleans, La.—Charles Handleman 
reported to have opened new store. 

Moorehead, Minn.—Dougherty and Salick, 
boots and shoes, reported to have 
opened new store. 

Amsterdam, Mo.—V. L. Wyrick reported 
to have opened new general store. 

Mokena, Ill.—Cavallini & Dottini reported 
to have opened new general store. 

Hagerstown, Md.—Mrs. Hattie B. Groves 
reported to have opened new general 
store. 

Springfield, Mass.—Jacob Katz reported 
to have opened new shoe store at 
553 Main Street. 

Linn, Mo.—F. A. Kaullen reported to 
have opened general store. 


BUSINESS CHANGES 


Loveland, Colo.—C. C, Doty Mercantile 
company, succeeded by Sampson Sears 
Mercantile Company. 

Inwood, Ind.—Sprague General Store re- 
ported sold to Charles Glaub. 

Baltimore, Md.—B. Posner reported to 
have retired from firm. 

Chelsea, Mass.—Lipman & Foster re- 
ported succeeded by Joseph Foster. 

Clifton, N. J.—William S. Pontier re- 
ported selling or sold out. 


Etowah, Tenn.—Taylor & Dugan reported 
succeeded by W. R. Foster. 

Gallatin, Tenn.—Gallatin Dry Goods Co. 
reported sold to E. E. Turner. 

Mascot, Tenn.—W. R. Foster reported 
will remove to Etowah. 

Ridgely.—Homrah Bros., reported will dis- 
continue business. 

Ranger, Tex.—Weiss Bros. & Co. reported 
sold or closing out business. 

Riversville, W. Va.—Mrs. Lorna Satter- 
field reported sold out to Ballah and 
Wellman. 

Boscobel, Wis.—Gus Rosenthal reported 
closing out. 

Clermont, Fla.—N. M. Mimms reported 
sold or closing out business. 

Eastman, Ga.—Slakman & Miller reported 
succeeded by Harry Miller. 

Petersburg, Ind.—Warner A. Crow re- 
ported selling or sold out. 

Foidsville, Ky.—Richard Bros. reported 
sold to J. S. Gentry. 

Matlock, Ky.—T. B. Wheeler & Son re- 
ported sold to J. H. Kirby. 

Bear River, Minn.—E. Pixley reported 
sold or closed out business. 

Three Forks, Mont.—A. V. Fisher reported 
succeeded by Keller & Sheppard. 
Weedsport, N. Y.—Daniel I. Farber re- 

ported retired from firm of Farber 
Bros. 
Centuria, Wis.—Centuria Cooperative Co. 
reported sold to Holmberg & Sjorbeck. 
Tell, Wis.—S. C. Bernet succeeded by 
Lloyd Bernet. 











MISCELLANEOUS 








The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 
Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
& long wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 
Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILh. 











WANTED TO PURCHASE 





We Buy for Cash 


Manufacturers’, Jobbers 
Retailers’ Surplus af Jobe 
Close outs. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term Leases Taken. 

We Pay Highest Cash Value. 


VAN PRAAG & CO. 
Shoe Dept., Martin Posner, Manager 
459 eee New York, 


Telephone ae 9607-0608 
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MISCELLANEOUS 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


wate tr THE CHICAGO 
cafes WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 

















Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shel 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 
Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures, 


Milbradt 


Manufacturing Co. 
2416 No. 10th St. 
ST. LOUIS, MO. 











iy 














ia 














Highest Cash Prices Paid 
for entire shoe stocks. We also buy your 
surp'us or slow sellers. Quantities no ob- 
ject. Retail or wholesale. Short term leases 
taken off your hands. Wire or phone us. 
Correspondence confidential. Established 


1890. 
GLAUBERG & CO. 
296 Church St., New York, N. Y. 
We also purchase clothing, hats, furnishing 
goods; ete, Phone ‘Canal 4119 














6 UALATAAN 

















To provide odaguste 
storage facilities for shelf 
stock —to make it accessible 
and convenient for clerks and 
stock men to handle with absolute 
safety - to insure quick service for 
(4 wholesale or retail trade—install one 
(/ er more MYERS NOISELESS 
CUSHION TIRE STORE LAD- 
DERS. - Deep tread steps, full length 
hand grips, rubber tires, overhead track system, 
firm construction throughout, eliminate vibration 
and noise and produce a ladder of _—_ 
strength for safety, convenience and effici 
eae te ~~ neat of design - attractiv y 
— any height — easily 
aad — meets most 
requirements. 
Circular on 
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FOR LEASE 


BOOT AND SHOE RECORDER 


WANTED TO PURCHASE 


MISCELLANEOUS 





O LET—Light roomy offices and sample 

rooms. Preferaby to shoe men. 

MARTINE, 148 Duane St., corner West 
Broadway, New York. 


FOR SALE 














For Sale 


9-year established shoe busi- 
ness in one of DETROIT'S 
best business locations, mod- 
ern corner store, 50 feet 
window display, good lease, 
no bonus, 100% clean stock, 
doing big business, reason 
for selling. About $15,000 
will handle. Address C 
655, care Boot and Shoe Re- 
corder, 207 South St., Bos- 


ton, Mass. 











CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Spring 516v-5161-5162 











We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no ob; 

For 80 years our speci Ity. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 











The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, 
New York City, N. Y. 


FOR 
CASH 


Surplus Stocks 


BUY 
BUY Entire Stocks 


Slow Sellers \ 











OR SAL LE—In the thriving city of New 
Britain, Conn., a thoroughly equipped 
Shoe Store, now doing a good business. 
Best location in the city. If stock is 
not wanted, will sell Lease and Fix- 
tures. For particulars apply to J. W. 
Mercer, 4 Jewell Court, Hartford, Conn. 


OPPORTUNITY 


BUYER WANTED 


Auerbach Company, department store, Salt 
Lake City, Utah, requires a shoe buyer. Ex- 
cellent proposition for the right man, 

In answering give full particulars as _ to 
experience, references, age, salary required to 


GEORGE F. AUERBACH 














DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. WBetablished 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 


Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


Send for cata- 
log giving full 
description 
and prices. 


i enedinettlleieenmtenemeneentiiaeane 
THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St, 
Chicago, Il. 














64 Highland St., Hartford, Conn. 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy your 
surplus or slow sellers, Quantities no eb 
ject. Retail or wholesale. Short term leases 
taken off your hands. Wire or ooo . 
Correspondence confidential. Establish 


GLAUBERG & CO. 
296 Church St., New York, N. Y. 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 4119 


. . 
Display Fixtures 
We Make a Specialty 
of Shoe Fixtures 
Glass Fixtures 
Ask for catalog ‘‘G.F.’’ 
Period Wood Fixtures 
Ask for catalog ‘‘L”’ 
Window Valances 
A big stock for immediate delivery. 
Ask for samples. 
Window Rugs 
A big line. Samples of materials and 
illustrations in colors sent. 
Decorating Plush 
Ask for samples. 


The Hecht Fixture Co. 


Medinah Bldg. Chicuge 
Wells St. and Jackson Blvd. 
NEW YORK SHOW ROOM 
0-67 E. 12th, Bet. Broadway & 4th Ave 

















MISCELLANEOUS 











Neatest, strongest, lightest and 
most convenient fitting stool 
on the market. 


Finished Golden Oak or 
Mahogany. 


Price ........$3.50 each. 


MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders. 


ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting consignments of general 
lines of footwear, and — also make liberal 
cash advances if neces 
A oR £ WOLPERT, INC., 
Auctioneers— 
653-655 Atlantic Ave. Boston, Mass. 
Opposite South Station 








Ideal Line Rolling St 
Ladders - 


Fifteen Styles. Satis- 
faction Guarant 

Lasts a  Life-time. 
Write for Catalogue. 


aynite 
Furniture Mfg. Co. 
Cape Girardeau, Mo. 


2! 
Bldg. St. Louis, Mo. 

















Cash Buyers 


Of general lines of footwear. Will handle 
stocks of any size. Business transactions 
strictly confidential. Address C498, care 
Boot and Shoe Recorder Publishing Co., 207 
South St., Boston, Mass. 


“FISHER” 
_— us 
Be. Off. 
HEEL and 
COUNTER 
SUPPORT 


A Help to 
Wethest Weak Ankles 
Prevents the Counters of Boots 
and Shoes from Running Over. 
Easily applied. No Repair De- 
partment should be without them. 


The New Improved 
“EW.” 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two whole sises without 
damaging the shoes. ge of 
sizes: Misses’ 13 to men’s 12. 
Shoes can be stretched either 
across the base end or of ti 
give greater height or widt 
box. $2.00 each. 


F. W. WHITCHER CO. 














No matter what policy you may pursue 

in selling to = shoe trade, nevertheless, 

ou need the “BOOT AND SHOE 
CORDER” all the time. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED —Four cents per word for each 
Piinsertion. 





“Recorder” rates for space less than one-eighth 
page per issue: cents. 
Space i1time 7Ttimes 13times 26times 62 times $1.26. 
1 in... $5.00 $4.00 $3.50 $3.00 $2.50 r 
2 in... 10.00 8.00 7.00 6.00 5.00 asent for e@itvean. 
8 in... 15.00 12.00 10.50 9.00 7.60 warded direct to their a 
4 in... 20.00 16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Minimum amount accepted, seventy-five 
For other “Want” advertisements, seven cents 
r word for each insertion. Minimum amount accepted, 
Ads_under this heading will be received up to 
on Friday of week preceding publication date. 

en advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 


must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 


When advertisers desire replies for- 
ress, each word of the address 








SALESMEN WANTED 








SALESMEN WANTED 





high shoes, three Oxfords. 


other wanted. 


open, Michigan, Ohio, Indiana, 
Chicago, Minneapolis and St. Paul. 


These shoes will be made in the 
factory which for thirty years 
produced the highest grade shoes 
made in the west. 


OPPORTUNITY FOR LIVE SALESMAN 


Standardized Line, Men’s high-grade dress Welts, to retail at $5.00. Six 
Snappy, 
character, merit, affiliation with live merchants and live salesmen. 
You live salesmen who want a live line, get busy. Territory 
Illinois, 


dependable high grade shoes of 
None 


lowa, Minnesota, also Detroit, 


FREEMAN SHOE CO. 
of BELOIT, WIS. 








had traveling experience. 


PANY, Milwaukee, Wis. 





= have a few good territories open now. Some with established trade. 
Men’s Fine Calf Welts, popular prices, in stock. Applicants must have 
Apply sending recent photo and full details of 
past experience and present connections in first letter. 


OGDEN SHOE COM- 





S ALESMEN—To carry our line of 
popular priced infants’, children’s, 
Misses’ and growing girls’ McKays on 
commission basis. Good line at low 
prices. Write us direct to save time. 


Jones-Chute Shoe Co., Allentown, Pa. 





S ALESMEN WANTED—Our Factory No. 

2 has now been completed and will be 
devoted entirely to the manufacture of 
Non-Rip Stitchdowns. In Factory No. 
1 we will make Pied Piper Shoes for 
boys’ and girls’ by the Custom Welt 
Patented process. We want one salesman 
for Illinois, one for Chicago, and another 
for Indiana to handle these lines. Sales- 
men must be located in territory, have 
established trade, and show successful 
record. Marathon Shoe Co., Wausau, 
Wisconsin. 





S ALESMAN WANTED—A LIVE WIRE 

for Iowa and Northern Illinois to repre- 
sent Rochester’s leading factory line of 
Juvenile Turns and specialties in infants 
shoes. Old established line. Superb 
factory stock service. Liberal commis- 
sion. Open live accounts in the territory. 
Particulars on application. To receive 
prompt attention kindly state length of 
time you have covered the territory, age 
and with what line you are connected at 
the present time. . H. FREELAND, 
manufacturer, Established 1896, Rochester, 
| - 2 





SALESMAN to sell Bosanian Shoes 

in Wisconsin and Michigan in 
cities and towns not now covered 
by Mr. Ruwitch and Mr. Sabine. 
Seventy-five established accounts. 
Give full information in first letter 
to Mr. Taylor, Commonwealth Shoe 
& Leather Company, Whitman, 
Mass. 














WANTED by a New York wholesale 
shoe house, an experienced sales- 
man, who is familiar with the trade to 
cover the East Side and part of Brook- 
lyn, with a full line of grown girls’, 
Misses’ and children’s welt and McKays. 
Will consider drawing account. Ad- 
dress K-464, care Boot & Shoe Recorder, 
127 Duane St., New York. 








W ANTED—High grade salesmen who 
have faith in own ability to handle 
line of high grade work shoes and hunt- 
ing boots to retail trade on seven per 
cent commision basis in following ter- 
ritories: Virginia and West Virginia, 
Ohio, Indiana, Texas and Oklahoma. 
Commissions payable first of month after 
shipments. Address C-636, care Boot & 
Shoe Recorder, 189 West Madison St., 
Chicago, Ill. 


SALESMEN WANTED 

to handle, as a side line, our High 
Grade, in Stock, Infants’ Turn 
Shoes, that can be retailed at $1.25. 
Some territories are open. Only 
four samples to carry. Commission 
6%. Write now and get started 
for fall business. Address C-649, 
care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 











Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 


SALESMEN WANTED 


WANTED LIVE WIRE 
SALESMEN 









for Baltimore, Washington and 
vicinity, Western Pennsylvania, 
Ohio and Chicago to represent a 
specialty house of women’s, misses’, 
children’s and boys’ Goodyear Welt 
and McKay shoes on commission 
basis. Only men with experience in 
these territories need apply. Give all 
particulars in first letter. Address 
.K-463, care B6ot & Shoe Recorder, 
127 Duane St., New York. 














SALESMEN WANTED—Live wire sales- 

men to handle our line of children’s 
First-step Turns, sizes 1 to 5, and 
Spring heel Turns, sizes 4 to 8 and 8%. 
to 11. Line consists of seventy samples, 
packed in neat sample case, and every 
number shown is carried in stock, ready 
for immediate delivery. We pay the 
highest rate of commission and back 
our line with strong advertising direct 
to the retailers. Only salesmen with 
established shoe acccunts considered. 
Apply at once, stating territory desired 
and number of active accounts. Every 
rumber manufactured in our own fac- 
tory and sold to the retail trade direct. 
See advertisement in this issue. Im- 
perial Children’s Shoe Corporation, 
Rochester, N. Y. 








WINTER—Experienced salesman 
to carry our line of children’s 
high grade Welts, women’s com- 
fort and boys’ shoes on a 6% com- 
mission basis. Stock on the floor. 
No objection if carried with a 
non-conflicting line. DOYLE SHOE 
O., 18 S. Wells St., Chicago, Ill. 














ANTED—Salesman to carry side line, 


Misses’, Youth’s and _ Children’s 
specialty shoes. One who has established 
trade, covering Michigan, Indiana, 


Illinois and Wisconsin. Preference given 
to salesman who has a good grade 
woman’s line. Our children’s shoes are 
well known and there are some good 
accounts to turn over, also a stock de- 
partment at factory. Commission 6%. 
Acdress C-651, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


OPPORTUNITY for experienced shoe 
salesmen covering small _ closely 
worked territories for a long established 
shoe manufacturer. This is a _ strong 
general line of men’s and women’s shoes, 
paying 6% commission. Give full infor- 
mation as to territory covered, selling 
experience and reference with first letter. 
Address C-652, care Boot & Shoe Re- 
corder, 207 South Street, Boston, Mass. 


WE are looking for an ambitious retail 
shoe salesman, one who can sell 
shoes and take good care of the trade. 
Position open September first. Address 
C-656, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


S ALESMAN to carry a popular priced 
line of ladies’ turn Boudoirs, Ballets 
Box 76, 











and Gymnasium slippers. P. O. 
Haverhill, Mass. 
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right purpose, to the right wearer, 
is the great problem of whe retail ¥ A, eam ants. 
corder” is to help solve it; for this is the basic ta. ane ws 
tire allied industries relating to shoes and leather; the 
Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 
Root Newspaper Ass’n. Member of Audit Bureau of Otrculatione, 


Member of the 
Entered at the Post Office, NewYork, N.Y., ae second-class matter, 


Member of the Associated Business Papers, Ino, 
Bach issue copyrighted by the Boot and Shoe Recorder Pub. Oo. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


THE CRE tti More yy: Ry - Right; not only “more” but “right”; sold for the 
a Se in th ht acting, for the right price, at the right profit. This 
hief purpose of “T Shoe 

on which depends the pro 
r production and distributio 


Canadian, $6.00. 


he Boot and 
oes of the en- 


Foreign, $10.00 








SALESMEN WANTED 


LINE WANTED 








WANTED by a Brockton Manufacturer, 

salesman for New England territory. 
Line consists of up-to-date popular priced 
men’s welts, stock proposition, estab- 
lished trade. Only men with first-class 
references need apply. Particulars in first 
letter. Address C-658, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





ALESMEN WANTED—Selling retail 
trade to carry our patented heel grip 

on commission. Marlam Mfg. Co., 825 

Broad St., Room 3, Newark, N. J. 





E want several real salesmen for 
Georgia, Kansas, Minnesota, Ne- 
braska, North and South Dakota, to sell 
as side line the famous Tred-Lite line 
of infants’ and children’s turn shoes as 
well as a complete line of popular priced 
felt slippers. Straight 6 per cent com- 
mission basis. An unusual money mak- 
ing opportunity for the man that can 
deliver the goods. Write us what you 
have done. Henry Kleine & Company, 
208 W. Lake Street, Chicago. 


SALESMAN with Los Angeles office, well 
acquainted .with. California. shoe 
buyers, wishes to represent reliable Shoe 
Concern on strictly Commission Basis. 
Can furnish excellent references. Chas. 
Schoenstein, care of Lederer, 96 Grand 
St., New York. 


POSITION WANTED 


SALESMAN OR SALES MANAGER — 
Opportunity for progressive children’s 
McKay or _ Stitchdown factory to 
acquire services of experienced repre- 
sentative of pleasing character for 
Eastern territory with headquarters at 
New York or Boston. Advertiser is well 
acquainted with jobbing, mail order and 
department store trade. Would consider 
giving full time or take non-conflicting 
lines of live, up-to-date concerns only. 
Available at once or on short notice. 
Address C-646, care Boot & Shoe Re- 
corder, 207 South Street, Boston, Mass. 


UYER end MANAGER wishes to 
represent shoe manufacturer or good 
jobbing house in Indiana. Eight years 
retail and two years road experience with 
general line. Can give reference. Ad- 
dress C-660, care of 189 West Madison 
Street, Chicago, Tl. 


LINE WANTED 


INE WANTED—Men’s Fine Shoes. at 
‘ right prices. Wholesale or commis- 
sion basis. One, two or three sample 
propositions considered. Have good 
accounts in eastern New York, Penn- 
sylvania, Michigan. Located in Buffalo. 
Address C-637, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





























WANTED. an established factory line 

for Chicago and vicinity. Have been 
with present firm five years. Can present 
a clean bill and pass muster from every 
standpoint as a shoe salesman. Address 
C-638, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





OBBER is open for a line of women’s 

comfort and wide ankle welts. Ad- 

dress C 653, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


MANUFACTURER’S LINE 
WANTED 


Experienced salesman, successfully 
selling shoes for one concern for 
past nine years, wishes to represent 
a manufacturer of a good line of 
shoes in Virginia, North Carolina, 
South Carolina, Tennessee, Florida, 
Georgia, Alabama, Mississippi and 
Louisiana. He has already built 
up large clientele of customers in 
this territory. Excellent references. 
Address 657, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 














INE WANTED — Experienced shoe 

mar desires connection with relia- 
ble house, 12 years’ retail experience, 
5 years buyers. Employed at present. 
Married; age 30. Eastern states pre- 
ferred. Address C 650, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 


NEW YORK jobbers seek connection 
with manufacturer of McKays and 
Welts of children, Misses’ and growing 
girls’ shoes as stock proposition. Ad- 
dress K-465, care Boot & Shoe Recorder, 
127 Duane St., New York. 


HELP WANTED 


OREMAN—Felt slippers for Toronto 
factory. Opportunity to become in- 
terested with reputable growing concern. 
Must understand the whole game of 
comfies, Juliets, etc. Mention experi- 
ence and salary or profit sharing basis 
and when ready to start. All corres- 
pondence strictly confidential. Address 
C 654, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


FOREMAN WANTED—Thoroughly ex- 

perienced man to take entire charge 
of a New York factory making Ladies’ 
high grade turns. Write, giving experi- 
ence and reference, Address K-466, care 
Boot & Shoe Recorder, 127 Duane St., 
New York City. 


Al SHOESALESMAN, thoroughly ex- 
perienced in retail selling and 
building a family shoe business in Con- 
necticut city of 65.000. A wonderful 
opportunity for right man. State age 
and salary expected. Address C 659, 
care Boot & Shoe Recorder 207 South 
St Boston. Mass. 


MISCELLANEOUS 


SHOE STORE 
CHAIRS 
SETTEES 





























WINDOW DISPLAY FIXT URES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 











PUBLISHED WEEKLY IN THK INTEREST 
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BOOT AND SHOE RECORDER 
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United . ’ 
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4 Canada is $6.00 a year, including post- 


FORBIGN SUBSCRIPTION—The price all 
foreign countries —, the above is $10.00 
per year, By | postage. 
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ADVERTISING RATHS—Card 
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for Wants, for Sales, ete., see Want Page. 





OFFICHS IN 

BOSTON OFFICE: 207 South Street. 
Editorial and Subscription Corres- 
pondence should be addressed te 
the Boston Office. 

BROCKTON OFFICH: 224 Moraine St. Geo. 
W. R Hill, Manager. Telephone 507. 

CHICAGO OFFICH: 189 West Madison &t. 
Telephone Main 1089. B. C. Bowen, Man- 
ager. 

ST. LOUIS OFFICH: 1627 Locust St. B. O. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bidg., 
127 ne St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter ‘Scott, Menoene. 

HAVERHILL OFFICE: Chamber Commerce 
Rooms, Haverhill National Bank Gias, Gee. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. H. M, Bowen, Manager. Tele- 
phone Canal 4426. 

ROCHESTER OFFICB: 609 Powers Bi 
Rossiter L, Seward, —— New Yi 
Representative. Telephone Stone 6814, 

LYNN OFFICE: Fred A. Gannon, 

MILWAUKED OFFICE: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICD: William L. Daley, 
816 Fifteenth Street, 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICB: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8. W. 1, Bngland. 

AUSTRALIAN OFFICB: 4380 Lit. Collins 8t:, 
Melbourne. G. Jervis Manton, Manager, 

CONTINENTAL OFFICE: William Sals- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILB: Santiago, Las meone 1128-1127. Otte 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, ‘Corrales, 2A, Havana, 


Cuba. 

JTAPANESP OFFICH: Yokohama. 3. F. 
Wagen, Manager. 

SPAIN: Geneate, Leoncio de Hone, 
Librero Editor, 20 Fuencarral, Madri 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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Bancrott-Walker Co., Boston............ 2 
Barry, T. D., Co., Brockton, Mass..... 157, 211 
Bartiett-Somers Co., Lynn, Mass...... 105, 107 
Bass, Geo. H., Co., Wilton, Me........... 186 
Bates, A. J., Co., Webster, Mass....... 16, 17 
Bay State Slipper Co........... 132, 150, 156 
Berry, A. H., Shoe Co., Portland, Me.... 13 


Bleecker Shoe Co., New York City....154, 217 
Bloom-Langer-Lippman Co., Inc., Boston. 12 
Blum Shoe Mfg. Co., Dansville, N. Y..14, = 

172 


Boardman Shoe Co., Boston.............. 

Bows Moccasin Co., Avon, Mass.......... 206 
Bresenahan-MacLaughlin Co., Lynn, Mass. 113 
Brockton Co-operative Shoe Co.......... 158 
Breckton Shoe Mfg. Co., Brockton, Mass. 213 
Brooks Shoe Mfg. Co., Philadelphia...... 161 
Brown, H. C., Co., Inec., Boston.......... 159 
Buckley Shoe Co., Brockton, Mass........ 150 
Burdett Shoe Co., Lynn, Mass............ 107 
C. A. B. Shoe Co., Brooklyn, N. Y....... 196 


Cambridge Rubber Co., Cambridge, Mass. 87 
Chandler, D. H., Shoe Co., Brooklyn, N. Y. 196 
Chipman & Harwood Co., Boston........ 168 
Civilian Shoe Co., Ward Hill, Mass....... 226 
Clapp, Edwin H., Co., E. Weymouth, Mass. 157 
Clinton Shoe Co es eGR ehhSS KO +e Ge0 CORD +h 224 
Cohen & Frank Co., Brooklyn, N. Y...... 196 
Collins & Staples, Haverhill, Mass... 
Commonwealth Shoe & Leather Co., Boston — 
Consolidated Shoe Co., Boston 63 
Cotter Shoe Co., Lynn, Mass......... 
Cousins, J. & T., Brooklyn, N. 
Comite, BG. Pie Goro cc cccccccccscccces 





Craig, Read & Emerson, Inc............. 15 
Cramer, John, & Son, Brooklyn, N. Y..... 196 
Creighton, A. M., Co., Lynn, Mass...... 98, 99 
Cross, John H., Co., Haverhill, Mass...... 134 
Crossett, Lewis A., Co., N. Abington, Mass. 165 
C. & E. Shoe Co., Columbus, O........... 42 
Dalton Co., The, Brockton, Mass.......... 187 
Degen Lipp, Inc., Brooklyn, N. Y......... 196 


Dodge, N. D., Shoe Co., Newburyport.... 221 
Dolgeville Felt Shoe Co., Dolgeville, N. Y. 180 
Donald Shoe Co., Philadelphia, Pa........ 86 
Doherity Bros., Avon, Mass.............. 
Drake, Bert E., Shoe Co., Brooklyn, N. Y. 196 
Edwards, J., & Co., Philadelphia, Pa..... 83 
Elam, F. S., Shoe Co., Rochester, N. Y. 159 
Ellis-Eddy Co., Haverhill, Mass........... 137 
Elliot Shoe Co., Boston...........-+-+++++ 186 
Emerson Shoe Co., Rockland, Mass ‘ 
Emery & Marshall Co., Haverhill, Mass.. 127 
Engel-Cone Shoe Co., East 46 
Evans, L. B., Sons Co., Wakefield, Mass. = 





Felstiner-O” Connell a is Eis 2 oscane 55 
Porm & Peew Con, BGs... cccccccccccccecs 155 
Ferris Shoe Co., Philadelphia, Dia cesvees 85 
Field & Flint Co., Brockton, Mass....... 223 
Finkovitch, M., & Co., Boston........... 181 
Fisher. A., & Sons, Lynn, Mass....... 107, 108 
Fox, Chas. K., Inc., Haverhill, Mass...... 119 
French, Shriner & Urner Co............. 139 
Gardiner, H. K.. Co., Lynn, Mass......... 109 
Garside, A.. & Son, Long Island City..... 196 
Geller, Andrew, Brooklyn, N. Y.......... 196 
Georgetown Standard Shoe Co., Inc....... 155 
Globe Shoe Co., Chelsea and Boston béoeee 191 
Golo Slipper Co., New York City.......... 138 
Goodger, W. C., Rochester, N. Y......... 159 


Goodrich, Hazen B., Co., Haverhill, Mass.. 132 
Geodwin, J H., Ltd.. New York City.. 198 
Goodyear-Milow Shoe Co., Inc., Rochester 163 


Gregory & Read Co., Lynn, Mass...... 95, 106 
Grieb Shoe Co.. Philadelohia. Pa......... 84 

Griffin White Co., Brooklyn, N. Y........ 196 
Grossman. Julivs, Inc., Brooklyn, N. Y... 196 
Grover’s Sons, J. J., Lynn, Mass......... 112 
Gustin Co.. M.. New York my Dida eek 154, 158 
Hagerstown Shoe & Leeging Co......... 92 


Hallahan & Sons. Inc.. Philedelnhia, Pa..78, 79 
Hammond She Co.. Haverhill, Mass...... 156 
Hannahsons Shoe Co., Haverhill...... 130, 131 
Harding Shoe Co., Ivc., Haverhill, Mass.. 156 
Harney, P. J., Shee Co., Lynn, Mass...... 107 
Harney, Tracey, Crehan Co.. Lynn, Mass. 110 
Harrisbure Shoe Mfg. Co.. et a Pa. 80 


Harrison-Lockwend Co., Haverhill....122, 155 
Hartman Shoe Co., Haverhill, Mass...... 120 
Henne, Wm.. & Co., Brooklyn, N. Y...... 196 
Hennessey. Maxwell & Hennessey.....106, 111 
Herman, Joseph, Shoe Co., Boston........ 170 
Herrick Shoe Co., Lynn, Mass........... . 106 
Holmes, W. T., Co., Philadelphia, Pa.....- 81 
Holters Co., The, Cincinnati, O........... 5 
Hopkins & Ellis Ce., Haverhill, Mass.... 118 








Horn Shoe Co., eottive, |, eae 

tHioskins, R. r., & Co., Brooklyn, N. » 

moward & Foster Co., Brockton, Mass. . 156 
Hunkins, W. v., Co., Haverhill, Mass.... 224 
iamperia: Shoe Co., nocnester, N. Y...... 24 
Jacques & Ciement, tiaverhili, Mass...... 150 
Jonnstun & Mmurpny, New York City..... 157 
Jones & ‘inomas Co., Lynn, Mass........ 97 


Joy, Clark & Nier Co., Rochester, N. Y 182 
Kauder, F. S., Shoe Co., Brooklyn, N. Y.. 196 
Keita, Preston B., Shoe Co., Brockton. : 204 
Kiely, T. J., & Co., Lynn, Mass.......... 106 
Kimball & Sherman Co., Haverhill, Mass. 121 
Knight-Allen Co., Haverhill, Mass. -124, 125 
Knox Shoe Co., Milford, Mass. - POET IN 33 
Kozak & McLaughiin, Long Island City. 196 
Krohn-Fechheimer Co., Cincinnati, O...26, 27 







La Crosse Boot and Shoe Mfg. Co.....158, 184 
Ble TO, BAM, TR io 5:6-0.5:6-00.405-6:0 40 106 
Laird-Schober Co., Philadelphia, Pa...... 74 
Lattemann, J. J., Shoe Mfg. Co.......... 196 
Lax & Abowitz Co., EE Blonccencecs 200 
Leach, E. F., Lynn, Mass...... -. 150 
Lilly, Henry, OW Wee CRP... .ccccccecs 156 
Lindner, Shoe Co., Carlisle, Pa........... 82 
Lippett, J. J., Co., Lynn, Mass........... 103 
Lund-Mauldin Co., St. Louis, Mo......... 6 
Lyons & Hershenson Co., Boston........ 44 
Lynch Shoe Co., Lynn, Mass............. 102 
Maetrich Eyre & Co., Brooklyn, N. Y.... 196 
Maid-Rite Felt Slipper Co., Inc........... 155 
Marathon Shoe Co., Wausau, Wis........ 14 
Marston & Tapley Co., Danvers, Mass..20, 158 
Marshall, C. S., Co., Brockton, Mass...... 45 
Martin, A. H., Co., Rochester, N. Y..... 159 
Merrill & Porter Co., Lynn, Mass........ 39 
Mayer, F., Boot and Shoe Co......... 194, 195 
Menihan Co., The, Rochester, N. Y..... *, 205 
Milford Shoe Co., Milford, Mass.......... 21 
Miller, I., & Sons, Inc., Brooklyn, N. Y... 196 
Mitchell-Caunt Co., Lynn, Mass.......... 108 
Morse & Burt Co., Brooklyn, N. Y....... 196 
Nathan & Morphy Shoe Mfg. Co......... 198 
Nettleton, A. E., Syracuse, N. Y.......... 157 


Newcomb-Anderson Shoe Co., Rochester... 159 
Newton, J. R., Shoe Co., Philadelphia, Pa. 84 





Newton Shoe Co., Haverhill, Mass........ 138 
Nu Baby Shoe Co., East Lynn, Mass...... 159 
Olenick, I., New York City............... 228 
Outing Shoe Co, Haverhill, Mass.......... 136 
Packard, M. A., Co., Brockton, Mass. .157, 225 
Parisian Shoe Co., Brooklyn, Misivsces 196 
Parker, Holmes Co., Boston.............. 1 
Perfect Shoe Co., Brooklyn, N. Y........ 196 
Phillips-Cram Corp., Haverhill, Mass..... 155 
Pincus & Tobias, Brooklyn, N. Y......... 196 
Pinsker, J.. New York City............. 158 
Plant Bros. & Co., Manchester, N. H..... 166 
Posner, Dr. A., Shoes, Inc., Brooklyn..... 196 
Ramsey, E. J., Co., Brooklyn, N. Y....... 183 
Reece Shoe Company .................+: 158 
Regal Shoe Co, Boston.............. 

Rialto Shoe Co., Lynn, Mass... . 

Rice & Hutchins, Inc., Boston.... 

Richards & Brennan Co.............. 
Roberts-Johnson & Rand Co....... i 

Rogers & Davis, Brooklyn, N. Y 

Rosenberg, 8., Sons, Boston........ 

Sachs Felt Shoe Co., New York City...... 148 
Salem Shoe Co., Salem, N. H............. 154 
Silver Shoe Co., Haverhill, Mass......... 154 
Smith, R. P., & Sons, Chicago.......... 25 
Smith, Wm. Sumner, Chicago............ 161 
Stacy-Adams Co., Brockton, Mass...... 89, 157 


Stetson Shoe Co., So. Weymouth, ~ .8, 158 
Strassburger-Stiles, Brooklyn, N. 1 

Strobeck, Inc., Chas. W., ede. N. Y. 156 
Sulkis Shoe Co. Boston.................. 210 
Tessier & Bowdin. Haverhill, Mass...135, 156 
Thompson Bros. Shoe Co., Brockton. .19, 157 





Thomson-Crooker Shoe Co., Boston. . 178 
SS SG eee ee oe 150 
Tinited States Rubber Co.......----.- 188, 189 
Upham Bros. Shoe Co, Stoughton, Mass... 115 
Vogel-Miller, Brooklyn, N. Y............. 196 
Wall, Streeter & ey Mines ao% Pee ee 40 
War, Bente © BN Gece ccc ccccccccese 41 
Watson Shoe Co., Lynn. Mass........ 96, 107 
Weher Bros. Shoe Co., No. Ageme, Mass. 25 
Weil. S.. & Co.. Brooklyn. N Y........... 196 
Weimer. Wright & Watkins Co........... 76 
Westertt-Whitmore Co., Syracuse.....154, 218 
j= secon, Shoe Mfg. Co........ Front cover 
Whitman & Keith, <i?" Sass. « .146, 157 
Wiliams o Co., awe & ita. eel 28 
Witherell, E. & M. C., Co, “Haverhiil. 155 
Witherell & Debbine Co., Haverhill. .128, 129 
Wohst Shoe Co., Milwaukee, Wis......... 


88 
Wright, E. T., & Co., Inc., Rockland..... 207 


LEATHER AND OTHER MATERIALS 


Amalgamated Leathers Co., Inc., Wil- 
mington, Del. 


. 5 
American _, and Leather Co., Boston. 18 
Boston 


Barnet. J. S.. 
Beggs & Cobb oon Ine., Boston. ........ -- 160 


Bristol Patent Leather Co., Boston....... 22 
Brown, C. w., Lo., mocuester, N Y....... 138 
Caamberiain, B. ¥., buston.............. 160 
Creese & a ae eae a 160 
Kinstein, J. N., iNew Weet Gli. cc cccics 90, 91 
Foerd.rer, kobt. A., Cu., Boston..... 144, 145 
Gauun, A. F., & Sons, Co., Miiwaukee... 176 
Green & Hickey Co., Boston............. 
Holbrook, W. H., Co., Boston....... 
munt-hankin Leatner Cv., Boston. . ° 
sones Co., F. E., Boston.............6. oe 





Kepner, c D., Leather Co., Boston 
Kistler, Lesh Leather Co., Boston 150 
Lawrence, A. C., Leathet Co., Boston. .36, 37 
Levor, G., & Co., Inc., Gloversville, N. Y. 32 


Lucius Beebe Co., Boston............... 38 
eae 192-A, 192-B 
Sherer, Oscar, Co., Boston..............++ 147 
Standard Kid Mfg. Co., Boston.......... 
Surpass Leather Company, Boston........ 174 
Vaughan, Geo. C., Peabody, Mass......... 29 
MISCELLANEOUS 

Atlantic Printing Co., Boston ........... 161 
Boot & Shoe Workers’ Union, Boston. 151 
Brooklyn Purchasing Syndicate.......... * 229 
Cantor & Wolpert, Inc., Boston.......... 228 
D’Avesne Translation Bureau, Boston..... 150 


First National Bank of Boston 
Glauberg & Co., New York City... ° 
Hooper Printing Co., Boston............. 16 
Kalter Cerf. Merc. Co., Max, New York. 228 
Kelly, T. K., Sales System, Inc., Minne- 





ME, SE. ake adnnh kad ca baeaceawueas 164 
New York Export Purchasing Corpora- 

Wm: Deer Wee GF ono cc cccccccccess 
Philadelphia Style Show........... 4th Cover 
ees Gan, Fs Bi, Basta... ccccccccccces 161 
te MS cov cc cdackscecccad 32a-32b 
Tolman Print, Brockton, Mass........ 161-185 
University Electrotype Foundry.......... 161 
Van Praag Co., New York City.......... 228 
War Dept. Surplus Property Div......... 201 


FINDINGS AND SHOE STORE SUPPLIES 


Bicycle Step Ladder Co., Chicago, Ill...... 229 
Browning, Mi Gis DR. 6c. c ccc ks 06 
Chicago Wire Chair Co., Chicago, IIl...... 228 
Coultas Co., D. W., Providence, R. I..... 162 


Dalrymple-Pulsifier Co., Haverhill, Mass.. 126 
Doty & Scrimgeour Sales Co., New York. 160 


Dudley, D. T. Co., Haverhill, Mass....... 122 
Elastic Tip Ce., Boston .....ccccccccece 163 
Ellis, W. E. Co., Haverhill, Mass..... 163-206 


Emery & Beers Co., Inc., New York City. 149 
Fashion Ornament Co., Brooklyn, N. Y... 163 
Federal Arch Lift Mfg. Co., Boston.... 30-31 
Hecht Fixture Co., Chicago, Ill........... 229 
Kahn, Edw. E., Co., Brooklyn, N. Y....... 162 
Kelly, T. K., Sales System, ranean 
RRP Te a RSs, Se at 
Lyons, Hugh, Co., Lansing, Mich. 
Martine, M. B., Inc., New York City. ‘ 





Milbradt Mfg. Co., St. Louis, Mo......... 229 
Milwaukee Chair Co., Milwaukee, Wis. .. 212 
Myers, F. E., & Bro., Ashland, O. ...... 228 
Netschert, Frank, New York rad Sepneenes 150 
Onken, Oscar Co., Cincinnati, O. ........ 31 
—— Beading Works co. Philadel- on 
mn... Ps Mie, SEED “ap cess. cdc nensec 224 
Rauh, 8., Co., New York GI Sh occecvceds 216 
Silverite Tig Da NE ccc ccidencdcces 163 
—— Novelty Works, The, Brooklyn, 

We SEseeenck ease esses + onweees 162-186 
wast Va. Paper Be PEP. cs beccwress 23 
Whitcher, Frank W., Boston ........ 228, 229 
Whittredge, C. R., & Co., Swampscott, 

Louis, 
..2nd Cover 





MACHINERY, LASTS. MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


ives Sole Co., Avon, Mass. ............ 198 





eckwith Mfg. Co., Boston............... 116 
Dumber Pathere Ces occ ccc ccc ccccccccces 193 
Filiott Machi Co., OOM ccsceee iveces, Sa 
Griffin Mfg. Co., New Worm CP. ..cccce 86 
Kenworthy Bros., Stoughton, Mass........ 143 


marsino, P. J., & Co., Phila.; Pa.....162 
Littlefield Heel Co., Amesbury, Mass.... 163 
Meyer, J. C., Thread Co., Lowell, Mass.. 160 
| & Judd Mfg. Co., New B 


Progressive Shoe Machinery Cbs. 6s0ksas cs SOO 
United Last Co., Boston.......... 10-11 


The., 
United Shoe Machinery Corp., Boston, 
avnienen 


Whittemore Bros., Cambridge, Mass...... 
Wiechman Pattern Co., Cincinnati........ 162 
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IN STOCK 


Visiting buyers are urged to see our full line of Women’s 
and Men's shoes on display at our Boston office, 207 
Essex street, Room 209. 


R 736—Mahogany Calf Brogue Oxford, Brogue 
Last. Code—Custom. Widths, AA to D. 


Price $6.35 


Charles A. Eaton Company 
“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 


TM 
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“Onyx’’ Dealers: 


Send for our free 
booklet— 














“Suggestions 
for — 














Advertising” 











99 


The Ad Book 
| the cuts available to “ONYX” 


dealers. 
Makes suggestions for copy and layouts. 


Heshles you, with shears, blue pencil and 
an “ONYX” cut, to prepare an ad and 
shoot it to the printer in record time. 


Just drop us a line and tell us where to send the book. 


Emery 6 Beers Company, mc. 
Dept. P 


New York 


Broadway at 24th Street 
BRANCH OFFICES 
Philadelphia Boston Buffalo Chicago San Francisco 
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“The Biggest Piece of Bunk Ever Put Over i 


on the Shoe Trade” 


(One of our representatives reports that this statement was recently made by a shoe 


traveler to a dealer as regards Red-Line-In Shoe Lining.) 


THE “BUNK” 
Red - Line - In Shoe Lining 


Heaviest in Cotton Strongest in Test 


Longest in Wear 


Keeps Shoes in Shape Makes Shoes Wear Longer 


Saves Stockings 


Scientific Analysis of the “Bunk” 


(All specimens first tested for original strength, then submitted to 
abrasive (wearing) test, and tested for strength again to ascertain the 


effect of wear on the fabrics. ) 


Original Strength Strength Percent- 
(W. & F. Averaged) After Test age Lost 
8-0z. Duck (Good Grade or- 96 lbs. 68 Ibs. 29% 
2-yd. Twill dinary linings) 97 lbs. 70 Ibs. 28% 
RED - LINE - IN. ....00.. 133 Ibs. 108 Ibs. 19% 


(RED -LINE-IN about 37% greater in original strength, and lost about 50% less 
of its strength than the ordinary linings.) 


Possibly this gentleman meant that it was “bunk” to put better value 
into a shoe, like the merchant (he didn’t last long) whose policy was “the 
quicker they wear out the more we sell.” But we know that 99% of the 
shoe-traveling fraternity are too wise to believe in this policy. They know 
that in the last analysis it is REAL VALUE to the shoe wearer which 
means more sales for them. They know that RED-LINE-IN shoe lining 
helps them to make more sales, because dealers know its value, and 
everything else being equal, the Red-line-in-lined shoe gets the preference 


every time. 


FARNSWORTH, HOYT COMPANY 
BOSTON 
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SUMMARY OF TESTS MADE ON SHOE LININGS FOR FARNSWORTH, HOYT COM.- 
PANY, BOSTON, MASS., BY MASSACHUSETTS INSTITUTE OF TECHNOLOGY 
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Upham Bros. Shoe Co., Stoughton, Mass. 
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Announcing the 





Specially made—S pecially priced 
Carl Schmidt’s Genuine Choc. Calf 


Stock No. 2048 


Panama Blucher 
Stocked C 6-11 D and E 5-11 





— 


Stock No. 2042 


Munson Blucher 
Stocked C and D 6-11 


Stock No. 2018 


Panama Bal. 


Stocked A 7-11 B 6-11 C and D 5-11 





IN-STOCK 
for July—August—September 
Carried in Stock Unbranded 







Samples upon request 


$4.60 


Less 2% Disc. 





NUNN, BUSH WELDON SHOE CO. 


MILWAUKEE 
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WELDON Shoe 





Will increase your sales and satisfy 
your customers 


Sole Leather Counters—Grain Oak 
Insoles and Outsoles 


Stock No. 2014 


London Bal. 
Stocked C and D 5-11 





Stock No. 2050 


Washington Blucher 
Stocked D 5-11 


Stock No. 2016 


Racer English Bal. 
Stocked A 7-11 B 6-11 C and D 5-11 











IN-STOCK 


for July—August—September 
Carried in Stock Unbranded 


Samples upon request 


$4.60 


Less 2% Dise. 





NUNN, BUSH WELDON SHOE CoO. 


WISCONSIN 
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Speaking of Turnover 
The Shoe Merchant Gets Some Real 


Pointers—from the Groceryman 


July 16, 1921 








That fellow who is making a success in the retail grocery 
business—do you know how he buys? 


Like most shoe dealers? In big quantities twice a year, 
six months or more in advance of his selling? Not on 
your life! 


He buys in small quantities ; buys often; sells fast; makes 
his little profit and re-invests in more fresh stock. 


Grocer Turns Stock Four Times 
as Fast as Shoe Merchant 


His stock turn? If he’s only hitting the average it’s 8 
times a year. And it may be 27! Grocers are doing it. 
While shoe merchants, under a different merchandising 
system, do well to make an annual rate of 2. 


And the groceryman is dealing for the most part, in 
staples—in stuff that isn’t robbed of its salability by a 
sudden change of style, like women’s shoes! 


If any merchant should buy close to his vest, buy often, 
sell fast and keep his stock fresh, it’s the man who sells 
women’s shoes—you. 


And you can do it! 


Under the All Year Selling Plan you can buy the Red 
Cross Shoe last-minute creations for delivery in sixty 
days. Beselling them when they’re in the height of their 
popularity—when they sell fast at full profit prices. 
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Red Cross Shoe All Year Selling Plan 
Quite Like Grocers’ System 


Turning your smaller investment in stock, and pocketing 
your profit, you can then buy again for another sixty or 
ninety day period. For Red Cross Shoe salesmen now 
call on their customers not twice a year, but frequently; 
and always with the latest developments in the mode, 
with models whose vogue is assured well beyond the time 
of their retail selling. . 


To speed your stock-turn with faster selling from a mini- 
mum stock; to have always on your shelves the ‘“‘wanted”’ 
shoes and mighty few others; to spread your business 
through the “dull” seasons by stimulating buying inter- 
est with frequent additions of fresh and timely new 
merchandise—what an opportunity the All Year Selling 
Plan lays before you in the retail shoe game! 


Important, too, you can make it work for you in prac- 
tically all your women’s stock. The Red Cross Shoe line 
is so broad in style and price range that you can con- 
centrate on it and meet every reasonable demand in the 
most popular grade. 


To get full information on this new and sensible plan; to 
see the latest models for near-future selling, drop us a 
card. Our representative in your territory will call on 
you—and it won’t obligate you in the least. 


The Krohn-Fechheimer Company 


943 Dandridge Street Cincinnati, Ohio 


Eleventh of a series of advertisements on the “All Year Selling Plan” 
to appear in this publication 


Watch for the Twelfth Installment Next Week 





“* Bends with your foot” 
Trade Mark 
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The Famous 
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Wingfoot Heel. 


\ \ 7EBER SHOES for men have a 

certain responsible appearance 

that invariably impresses men 
willing to pay from $5.00 to $9.00. 


And no wonder. Weber shoes are care- 
fully designed to appeal to those men. 
What is more important, however— 
they are the best you can offer at the 
price. 


New York Office, H. Harris, 1328 
Broadway, Marbridge Building. 
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Tailor-Made 


Juvenile Shoes 


Factory Stock Service 


H. H. FREELAND 


Manufacturer 
ROCHESTER, N. Y. 


Established 1896 





Catalog on request 
A salesman in every State 
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BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 





Pc at SAAC Bevan 
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2000000000000 


South Shore Styles 


Made in Weymouth 
In-Stock Ready to Ship 








96 La Hav Brown Ox 6.50 


240 Last 


98 La Blk Vici Ox 6.00 


240 Last 
AA-D 2-8 





ALDEN-WALKER & WILDE 


(INCORPORATED) 
EAST WEYMOUTH, MASS. 


NEW YORK OFFICE: 299 BROADWAY 
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AS USED BY AMERICAS SHOEMAKERS 


Green & Hickey “RETAN” Scotch Grain 
Leathers offer possibilities for supplying an 
existing market for good shoes at attractive 
price levels. Here -is a leather of pleasing 
appearance, possessing a grain that has stay- 
ing quality, with the “feel” and wear desired. 











The NATURAL color of Shrewsbury 
BARK TANNAGE shows through the 


perforations. 




















{ Samples of our new and distine- 
| tive “SHREWSBURY SKANDI- 
qt NAVIA GRAIN CALF” in black 
q and colors, on request 

1 Shown by 

q Wall, Doyle & Daly, Inc. 

4 Brockton, Mass. 

| Made from Green & Hickey 

i RETAN Scotch Tan No. 30 

4y Same Leather in Black 

Be sure and specify Green & Hickey Leather when ordering shoes. 


INCORPORATED 1900 


sy IMMINENT 


gs ( i 
| GREEN &HICKEY LEATHER CO. 


le (eathersWhich Qre Unequal 
I5 pyre STREET, BOSTON 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 



















































July 16, 1921 BOOT AND SHOE RECORDER 


A Large Stock and 
A 30 Day Turnover 


—tells a greater story of the popularity of Excelsior 
Shoes for Boys, than anything else we might say to 
you, who want dependable, fast sellers for boys. 
Shoes that will stand up and deliver full value. 


EXCELSIOR GOODYEAR WELT 
BOYS’ SHOES 


are preferred by many of the best retailers in the 
country. And now we want you to try them and test 
our guaranteed 24 hour shipping service. 


FOR BOYS—Styles—FOR GENTS 
Thirty (30) styles carried in stock. Send for our 
latest catalogue to-day. 


Style No. S 351 
Boys’ Brown Russia Bal—Goodyear Welt, medium weight; Oak 
Leather Sole. Conservative English Last. 

B, C and D widths carried in stock. 


tt Gy TN oko ts sccceawee aa Price $3.50 
Style No. S 251 


Gents’ and Youths’ Brown Russia Bal—Goodyear Welt, medium 
weight; Oak Leather Sole. A good gents’ broad toe style. 
B, C, D and E widths carried in stock. 
D tp U25e,. GMS oo ck cc esaen Price $2.85 
a sy  — Serer cerrr: Price $3.25 


Style No. S 352 
Boys’ Brown Russia Bal—Goodyear Welt; Oak Leather Sole; 
Wingfoot Rubber Heel. A splendid broad toe style. 
B, C and D widths carried in stock. 
D te 6, BOOS in oes eee sccees Price $3.60 


Style No. S 367 


} Boys’ and Gents’ Brown Boarded Russia Army Blucher, Good- 
year Welt, Garrison type, Munson Army Last, Oak Leather 


Sole. j 
B, C, and D widths carried in stock. ti 
Ee eee Price $3.50 
Pte F355; GOW 6.6 dc séccacur Price $2.85 # A 
s ; 


The Excelsior Shoe Company 
Manufacturers of 
Men’s, Boys’, Youths’, Little Gents’ 
FINE SHOES 


. Portsmouth, Ohio 















* 
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WINTER BROGUES 


WOMEN’S WELTS AND MCKAYS 


MADE FROM 


TONY RED CALF 
LANCASHIRE GRAIN 
GUN METAL CALF 

GRAIN PATENT CALF 


VAUGHANS ARCTIC MID-SOLE 
AND HEEL LIFT 


msec ain Ni 





Rs asa aa A, 
ST 8g TT TE TT 
. 


DONN D. SARGENT Co. 


WOMEN'S WELT AND MCKay SHOES 


SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 196 ESSEX STREET 





Bete ee aaa alee aaa a ele alee clea 
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ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


°o ° ° ° ° 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 











° ° oO ° °o 








We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 























] 
This illustration represents one of the styles that can be deliv- 
| ered promptly made in Gallun’s Black and Tan Norwegian 








FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
































‘i 
ft 
4 F 


| 
t 





BOOT AND SHOE RECORDER July 16, 1921 














No. 13711, 


No. 1416 f HYGRADE 

[HYGRADE. ENAMELLED BUCKLES — 

NON RUST THAT HARMONIZE WITH COMPOSITION 

po al STYLISH SUMMER FOOTWEAR TS 

Harmony is the keynote of summer. 

We manufacture a large assortment of 

buckles to match leathers which will 

be popular all season. aaa. 
Samples sent free upon No. 1061 

No. 1141 request of manufacturers. equusaaien 


BRANCH 
COMPOSITION NORTH & JUDD MFG. CO. SALES OFFICES 
NEW BRITAIN, CONN. NEW YORK 
ALL LEADING Gl “") . CHICAGO 
JOBBERS SELL " ST. LOuIs 
SAN FRANCISCO 


OUR PRODUCTS. ANCHOR HARDWARE 
BRAND PRODUCTS 























"oe? ~ _— a 
Cer ad 2. am. a. « OB . 














USMC CORK INSOLES 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery Corporation - - Boston 
J. K. Krieg Company, New York 


United Shoe Repairing Machine Co. 
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Introducing 


TorfverTootwear 


REGISTERED 


—the sensation of Shoedom!! 


Here’s the very newest innovation in footwear for milady of fashion. 
FUR-EVER FOOTWEAR—uItra modish in design, of a material that 
perfectly harmonizes with the costumes of the moment, and with a 
durability guaranteed by the manufacturer to give satisfactory service. 


What it is! 
FUR-EVER FOOTWEAR fashions 


are made from Alexandre’s American 
Broadtail Fur, now being successfully 
produced by the Alexandre Works, Inc. 
Alexandre’s American Broadtail is manu- 
factured under a secret process, with 
adequate patents to prevent infringement. 
FUR-EVER FOOTWEAR will not 
tear, shine, peel or stiffen under any or- 
dinary orreasonableconditions. It will not 
absorb water, will not lose color, can be 
easily cleaned with soap and water, and 
will not lose its shape by stretching. It 
is as ideal a material for shoes as science 
has produced to date. 


Accepted !! 


Already scores of shoe retailers throughout 
the country have acclaimed the wondrous 
possibilities of FUR-EVER FOOT- 
WEAR as a staple and all-year com- 
modity. Its trimness of line, its ability to 
harmonize with all forms of milady’s 
attire, and all the other ideal features of 
Alexandre’s American Broadtail, from 
which it is fashioned—all naturally make 
it a leader in footwear fashions. FUR- 
EVER FOOTWEAR is obtainable in 
all conceivable and fashionable shapes 
and lasts, and in all favored colors 
(guaranteed permanent). For further 
particulars, telephone, wire or write. 


ja THE ALEXANDRE WORKS , Inc. 


Garden City, Long Island 


Look for this 
trade mark 


Your surety of 
satisfaction 


17 
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LA-F RAN CE- 


WHITE NOVELTIES 


“SPORTS” and “STRAPS” 


In Stock—July Only 


Illustrated 
No. M-21 















PUT TOTO TOTO RO MR OOMOMOIOM 






NAN IAN TANT AN ANNAN /aNt@\ aN b@\t aN aN aN iaxi /@\i/a\ av vant 














TUTOROTOMOMORO 


TOV i/a\ Ni @\ivax! 


TANITA ANI ANION TAN': (ON ANON 7a\ IN ION ANI O\(0\0/0\s/0\1/0\/0\eN ant) 







TOTO 





CUTOUT 


i] 
2 









M-22 


Brown Calf Trim 


$5.00 















M-37 
All White Nubuck 
Ivory Heel 


$5.50 










TOTO TOMOMOROMD 





















BORON 





J) 





IN 












NOW) 


y 







White Kid White Buck 
White Reignskin 


Also Combinations of Black and White or Brown and White in Brown Calf 
or Patent Colt 


TOTO 


COETOMOIE 











O) 4) 


We 












NV @\U/A\/8\ (6 /a\t/@\/a\t vay! 


Ta /a\tVaN ive ei /a\tie 








TUROTOTED) 














Get our new white catalog. It tells the whole story with illustrations. 


WILLIAMS CLARK & CO. 
LYNN GOODYEAR WELTS EXCLUSIVELY MASS. 


BOSTON OFFICE: 183 ESSEX ST. 








POCO LOLOL, 





TIN@ 


16\'(@\\7@\/@\s/a\i7e\ 





tra\ivavitvext 





CU ROMOMORO 
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‘‘Decidedly Thompson’ 
Shoes In Stock 


Ladies’ Black and Havana Brown Kid Shoes always selling. 
These two live numbers you need. Samples on request. 


S-636 


S-616 — 
kote’, Renee Se Dae Ladies’ Black Kid Oxford, Anita 


Last. Code Word, “Nita.” 
Price $7.00 Price $6.00 
Send for Stock Style Catalogue. Seventeen 
Men’s and Women’s Models illustrated 


Address all communications to Brockton (Campello), Mass. 


HOMPSON BROS .SHOE (0 


FINE SHOEMAKERS 


BROCKTON 
MASS. 
U.S.A 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 
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The Waste 
That Results 
From Poor 
Welting 





























The waste that results from poor welting is not confined to the welting 
alone. Too often it means a damaged outersole or innersole. Can you af- 
ford to subject your cost figures to this waste and damage item for the sake 
of a fraction of a cent per yard in the first cost of your welting? 


The. difference in cost between the cheapest selections of welting on 
the market and the standard quality of 


Barbour Grooved Endless Welting 


Is Usually Only a Fraction of a Cent per Yard 


Real ultimate welting economy pays no attention to this first cost. Final 
results are vital. 


If you are not already one of our valued customers, we would appre- 
ciate an opportunity to acquaint you with the excellence of our product. 


Barbour Grooved Endless Welting 


JULY 


SuN ROM TUE WED Thy FR: 
° 


"Mamecn OF” Manufactured by 
y 3 s os 


oS BROCKTON, RAND CO. 












National Shoe and Leather 
Exposition and Style Show 
BOSTON 





























BOOT AND SHOE RECORDER July 16, 1921 


HILL BROS. 
STANDARDIZED WELTS 
FOR MEN 


Make Better Customers and Better Profits 














Spring-Step Service 


Specify SPRING STEP 

HEELS and get maximum 

of resiliency and prompt 
ice. 


MAHOGANY WING TIP BAL FULL QUARTER PERFORATED BAL 


Specializing, as we do, enables us to offer the trade 





better value in materials and workmanship, at lowest 


price. 


We are distributing our standardized 
Welts through the jobbing trade. 








HILL BROS. CO. 


FACTORY—HUDSON, MASS. 
BOSTON SALESROOM, 155 LINCOLN ST. 
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Formative 


Shoe 
for 


Women 


Style 14 
Black Kid Blu. Oxf. 


No. 15—Same in Brown 
Kid 

No. 16—Black Kid Blu. 
Boot 

No. 17—Brown Kid Blu. 


Boot 


These Shoes Are Selling Because— 


Formative construction produces scientifically correct hy- 
gienic footwear, by the use of special lasts and the Goodyear 


Welt process. 
Formative makeup results in shoes that are not only truly 
corrective and healthful but also highly attractive. 


Formative Shoes sell at a moderate price, and are therefore 
in pleasing contrast to most all other orthopedic footwear. 


Formative Shoes are indorsed by the National Y. W. C. A. 


Our plan for the distribution of Formative Shoes embodies 
the sound principle of normal, judicious profit to the dis- 


tributors. 


Enterprising retailers are invited to correspond with us. 


oe ome ere ep Y 
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Necessity— 
the Mother 


of Invention 


S necessity is the mother of invention, so from pain, suffer- 
ing and discouragement an idea was born in the mind of 


The principles involved were the designing of an Arch-Lift in 
which a set of substitute ligaments would hold the bones, mus- 
cles, ligaments, blood vessels and nerves of the arch in place. At 
the same time, nature’s recuperative powers would be given a 
chance to strengthen the Annular, Plantar and Deltoid Liga- 
ments so that later they might be able to function normally. 


From this beginning the original Federal Arch-Lift was de- 
veloped; from its use a crippled man became strong and ath- 


letic once more. 


Today, shoe merchants all over the country are making remark- 
able reports. Customers, who have not worn shoes for months, 
have put on Arch-Lifts. Not only have they felt instant relief 
but they have been able to put on and wear out of the store a 
new pair of shoes. Such service to customers can only build a 
permanent, profitable trade. 

For the sake of those who suffer from foot-trouble we urge you to 
feature Federal Arch-Lifts. Write for exclusive agency and a trial 
assortment. With this initial order comes our striking advertising 
material and complete selling information. 

Federal Arch-Lifts retail for $6.00-—$7.00—$8.00, and we allow an 
exceptionally generous margin of profit. When ordering less than 
the dozen assortment give weight of customer. 


No Ruabber No Leather No Metal 


THE FEDERAL ARCH-LIFT MBG. Co. 
168 Dartmouth St. Boston, Mass. 


























VA 





























July 16, 1921 


J§ 38 | JAYESCO 


Ca 


£& ES. 


oo, 


c=) 














BOOT AND SHOE RECORDER 25 


ed 


o oA (o4 (oF 





Prorourced J ay-es-co 0} 


Because our new leather 
JAYESCO embodies our highest 
standards, we have given it a 
name that emphasizes the initials 
which distinguish our firm name. 


This fine hand boarded calfskin of : 
a deep cherry shade is in very 
active demand by leading makers 

of men’s and women’s quality 6 
shoes. 


It has the silky texture, rich lustre 
and mellow feel charaeteristic of 6 


‘ all J. S. Barnet leathers. 


Ask for samples of JAYESCO. 

They will give you the best possi- 6 
ble example of why it pays, in 
specifying leather, to ask for J. S. 
Barnet’s. 


J.S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 0) 
LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS .. . “TENRAB” 


‘Maintains a Standard Reputation” 
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Satin Kid Josephine 
Two Strap, Turn 
Sole, 14/8 Baby LXV 
Heel. 


Four Weeks Delivery 


There is only one Val Duttenhofer Sons 
Company, and we are the makers of one 
of the finest and most flexible welt lines 
of women’s shoes in America. 


Our product is endorsed by the most 
prominent retailers of the trade. 


We are also prepared to meet your de- 
mands for turns and McKays. 


The Val Duttenhofer Sons Company 
CINCINNATI, O. 
ESTABLISHED 1888 
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Kid Finished 


for semi-dress. 
“Trim-Line”’ 


SATIN- 
TRIMMED | \ “ont 
Styles for Street. \ \ A leading Fall 


LEATHER SS Feature that adds 
TRIMMED age volume to your 
Models for Sport. ——— sales and increases 
ities f 
STAPLE ‘4 — or 
NUMBERS. ; , 


PARIS SAYS LONGER SKIRTS! 


-—~2700k To yrour C C Musiness nr 


HIS Paris decree means the greatest spat business you have 


ever had—and a banner year for ‘Yrondarad “BPATS 
The originality of design, faultless workmanship and consis- 


tently low pricings of Yranda'al ‘SPATS afford you un- 
limited opportunity to do a maximum Spat business with mini- 
mum sales effort. 


This message is vital. Action now, will bring valuable returns. 
See that you are stocked with an adequate showing of 


STUNNING 


6 98 
Write Do 


Phone L t 


or 


Wire it ee Today 
mm SDATS 


310 to 318 SIXTH AVENUE 
S. RAUH & COMPANY niet) 
FORFIFTY YEARS: THE; WORLD’ S:LARGEST:AND-FOREMOST-MAKERS OF-FINE?SE 
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MAKE OLD STYLES 
NEW STYLES 














It can be done easily with our 
adjustable straps. 






C 





\ = 
fj Ne, wet a 


—A EEE _ 






| The one-piece strap is fastened 
on by a button on each side. The 
two-piece is sewed in, with button 
at top. 






























Every Pair a Picture. 








We have a complete assortment The Riding Boot of distinctive grace and beauty 
|| in all prevailing shades—leather, demanded by the lady who knows 


fabric and satin. THE “MODE” 


Fits perfectly. Completes the picture and be- 
comes “The Habit.” 









The price is moderate—$2.00 









° | 
per dozen pairs. | “Every Pair a Picture’ 
} | In Black or Colored Calf 
Laing, Harrar & Chamberlin | JACOBS & THATCHER CO. 





Fourth Ave. & Baltic St., Brooklyn, N. Y. 
































| 43 N. Third St., Philadelphia | Makers of Ladies’ Shoes 




















NOW IN STOCK 


Women’s Black Satin Turn One Strap. 
They carry 14-8 Junior Louis heels. Solid 
leather counters and shanks. 












Order now to insure prompt deliveries. 
Why not write us today ? 





i No. 160—Widths A—C. Sizes 
i 2Y4z—8. Price $4.60, less 5% 


COLLINS & STAPLES 


Haverhill, Mass. 
Boston Office, 183 Essex St., Room 306 


Address all Communications to the Factory at Haverhill. 





é 
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Deap Stock Broucut To LIFE 


W? convert all kinds of high and 


low footwear into up-to-date 
styles. 





Y our process we re-create style so that it 
is impossible to see the make-over. You 
get a complete collar and a new shoe. 


HE low cost of the service makes it pos- 
sible for you to get a good profit. 


EE@@EE@@E@EEE@eq@E@EEEE@@@E-CEEEEEEEEEEEEEEEE@EEqEHEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEE 


CENTURIAN SHOE Co. 


“We Re-Create Style” 


28 Rodney Street, Brooklyn, N. Y. 
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THE CLEAN-UP SALE OF SEASON 1921 


Ramsey’s Patented Double Goodyear Stitchdown Sandals and Oxfords 
Special Low Prices All Regular Merchandise 


VENTILATED OXFORDS, OUTSIDE RUBBER HEEL BAREFOOT SANDALS 


No. 16—Heavy Cherry Chrome, Oak Sole, Special Price. No. 4 
8% to 13% I to 2 2% to 5% 6 to 11 , EIS AS.) OE RE y 
$1.20 $1.40 $1.60 $1.85 meat, 3 oes $1.00 


No. 4 Cherry Chrome, Textan Sole, Special Price. 
5 to 8 8% to Il 11% to 2 2% to 6 
$0.80 $0.95 $1.10 $1 

No. 64—Cherry Chrome, Oak Sole. 

5 to 8 8% to Il 11% to 2 2% to 6 
$0.90 $1.00 $1.15 $1.55 








FACTORY DAMAGED 
SPORT OXFORDS, OUTSIDE RUBBER HEEL SANDALS 


No. 14—Heavy Cherry Chrome, Oak Sole, Special Price. 
2 OO © ccc deddad 06 bn ssc ckutiswnness tie $1.80 ES 6 6.0 06.8.0. Bh sv bd ee ese $0.45 


Children’s and Misses’, 5 to 2............. -65 
eee me ee, Bee OO Gis asicc ee ce cess 


OXFORDS 


Children’s and Misses’, 5 to 2............. 








ee GF ne. Bae lak « ed 0 akin esas 90 
Boys’, 2% to 5% with outside heel........ 1.10 
Men’s, 6 to 11, with outside heel.......... 1.30 
XFORDS 
as Ge Ladies’ Sport Oxford, with outside heel, 
No. 5—Cherry Chrome, Textan Sole, Special Price. RF Rok wnccncsehh chsabonceccesses -10 
5 to 8 8% to II 11% to 2 2% to 6 Ladies’ Ventilated $ i 
port Oxford, with out- 
$0.85 $1.00 $1.15 $1.60 ee eg he atin ip anpee 1.15 
No. 15—Cherry Chrome with Oak Sole. Men’s Blucher Oxfords, some with ventila- 
5 to 8 8% oe 8 ‘? — 2 a > 6 tions and some without, 6 to II........ 1.35 
. ae: a e _ Tae ‘ : Children's and Misses’ High Shoes, 5 to 2.. 1.00 
0. an s Upper, Oak Sole. 
5 to 8 8% to Il 11% to 2 2% to 6 
$0.90 $1.05 $1.20 $1.60 








Tuy CANNOT RP 


YYEAR DOUBLE “Wo” WELT 
« E. J. RAMSEY CO. BROOKLYN, N. Y. 
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THE STYLE SHOWS PROVE 


beaded ornaments for strap and throat are the 
season’s greatest feature. 


777/ 31 Strap 
778/31 Throat 


No. 514/6 Made in Jet and Color Com- 


binations. 


We are showing here three of many exclusive designs. 
Write for sample assortment and prices. 


FRENCH BEADING and NOVELTY CO. 


MANUFACTURERS OF BEADED AND METAL ORNAMENTS 


922 Locust Street Phila’ 
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Greater Confidence 


T HAT was the keynote of the National Exposition and 


Style Show at Boston. Greater confidence in your- 
self—your business—and in the future. 


Every merchant came to the Exposition in a wondering 
frame of mind. He left confident in his own ability to 
turn shoes into dollars and cents—confident. that prices 
were right—confident that the fall styles were real profit 


builders. 


People are buying in increasing numbers—fall business 
will be good for the retailer who has the shoes on his 
shelves when the season opens. Every person attending 
the Exposition feels absolutely sure of this. 


The shoes we displayed are in stock at each of our nine 
distributing houses. This means you get the kind of shoes 
you want when you need them. Order now—get these 
shoes on your shelves for the big fall business that’s 
coming. 


Rice & Hutchins, Inc. 
10 High St., Boston, U. S. A. 











